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‘Car Output Off 
20% from °55 
‘To 139,937 Units 


Chrysler Divisions 
On 4-Day Schedules; 
Packard Shut Down 


By Martin L. Whitmyer 
Staff Writer 
F LAST week’s output of an esti- 
_# mated 139,937 cars is an indica- 
‘tion of the pace U. S. auto manu- 
“@acturers expect to maintain 
| throughout the remainder of the 
month, February car output will 
“run approximately 3.5 percent be- 
® tow January and 14.4 percent under 
February a year ago. 

Last week’s car output was 
111.4 percent of Automotive News’ 
three-year index and 0.5 percent 
below the prévious week’s out- 
turn of 140,672 units. The pre- 
vious week’s operations were 
112.1 percent of the index. 

With Chrysler Corp. plants on 

a four-day week and Packard- 
Clipper shut indefinitely, output 
; during the week ended Feb. 11 
» was 20 percent below the corres- 
| ponding week of a year ago, when 
the manufacturers turned out 168,- 
_ 043 cars. 
ey * * * 
| EDRODUCING at a pace of 28,077 
Ee cars a day—based on a five-day 
' work week—the industry turned 
out 225,044 cars during the first 
eight working days of February. 
If that pace is continued through- 
out the remainder of the month, 
the industry would end February 
with a production of approximately 
_ 590,000 cars. The manufacturers 
_ turned out 611,190 cars in January, 
| and 675,495 units during February, 
~ 1955. 

Despite the general cutback 
from the record-breaking pace of 
@ year ago, this month should 
mark the second best February 
car output in history of the in- 
dustry. Second best February out- 

(Continued on Page 45, Col. 3) 


Pledge of Ethics 
Splits Dealers 
~ e . ° 
In Cincinnati 
5 By Frank Kappel 
Staff Correspondent 
- gXINCINNATI. — The Cincinnati 

Automobile Dealers Assn., which 
launched a drive against bad ad- 
vertising and unethical sales prac- 
tices last November, has seen its 
membership melt from 60 to 39 
- Since then. 

However, a CADA spokesman 
- said it hoped to have 50 members 
- signed by this week. 

- When the code of ethics was 
_ adopted Iast fall, CADA an- 
' nounced that membership appli- 
-. eations for 1956 would include 
» ecards to be signed by the dealers 
4 that as members they 
- would abide by the code. 

CADA plans to publish in news- 
Paper ads the names of members 
who are adhering to the code. 
¢ * * * 

“q\UR board is determined to fight 
: to the end,” said William Judd, 
CADA president. “Some former 
members have signed membership 
cards, but not the pledge cards. If 
_ we don’t have enough members 
--signed up to function properly 
there won’t bea local dealer or- 
‘ganization. A minority group can’t 
crack the whip. 

“Many dealers are going to feel 
badly when their names don’t ap- 
"pear in newspaper ads ... Their 
E (See PLEDGE, Page 43, Col. 2) 


The Newspaper of the Industry 


Published Weekly at 
2666 Penobscot Bidg. 


Top Cars 


New-car registrations for 11 
months plus 35 states for Decem- 
ber: 

1955 Pos. 
1—1,567,100 
2—1,508,336 

710,442 
626,152 
566,122 
510,367 
357,617 
275,430 
150,780 
133,556 
113,762 
92,413 
91,109 
50,546 
42,152 
33,091 
6,206 
934 


1954 Pos. 
1,345,023— 1 
Ford 1,338,172— 2 
Buick 491,934— 3 
Plym. 363,695— 5 
Olds. 390,644— 4 
Pontiac 341,602— 6 
Mercury 262,181— 7 
Dodge 146,834— 8 
Chrysler 96,474—10 
Cadillac 104,103— 9 
DeSoto 73,411—13 
Stude. 92,165—11 
Nash 80,895—12 
Packard 38,044—14 
Hudson 34,632—16 
Lincoln 35,249—15 
Willys 17,370—17 
Kaiser 9,019—18 

485 Continental 

48,776 Misc. 27,646 

Total All Makes 

6,885,376 5,289,143 
Further details on Page 36. 


Make 
Chev. 
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Dealership Total Frozen Indefinitely ... 


GM Revamps Franchise; 


Cancellation Umpire Set 


¢? 


By Joseph M. Callahan 


Staff Writer 


| WHAT dealers described as the most revolutionary 
changes in 22 years, General Motors last week proposed 
the following to a 34-man national dealer council, it was 
learned by AUTOMOTIVE NEws: 


1. The entire sales contract will be revamped. 
2. Changes ‘Wan be made? eee 


in the cancellation clause, 
whereby the factory will take 
over a dealer’s building, stock, etc., 
in case of contract termination. 

3. An independent judge (an 


Survey Indicates a Lull .. . 


Factory Pressure Eases 


By Joseph M. Callahan 
Staff Writer 

_ pressuré on dealers— 

that extremely vague, variable 
and sometimes dealer-endorsed 
bogeyman of “the auto industry— 
has declined oolanbenaate since the 
two Senate investigations of the in- 
dustry. ‘ 

However, a nationwide survey 
also indicated thaf\ dealers feel 
the present lull in factory prod- 
ding is temporary and will re- 
sume shortly unless concrete im- 
provements are made .in the 
dealer franchise. 


Some dealers feel that the de- 
cline in factory pressure on dealers 
is a factor in the sales decline of 
recent weeks. This would be hard 
to prove but there is no denying 
that the sales decline was concur- 
rent. with the easing of pressure. 

~* ” * 

pracrorr pressure, usually ex- 

erted to persuade a dealer to 
sell more cars or to build up a 
larger car inventory, is vague be- 
cause it usually consists of verbal 
innuendoes or veiled or open 
threats made privately by factory 
field representatives. 


The pressure is variable in that 
each line of dealers, each area and 
each dealer has had slightly differ- 
ent experiences. 

In all fairness, it must be 
stated that there are dealers in 
even the most aggressive lines 
who say they never have been 
subjected to pressure. 

Generally, there is more pressure 
put on dealers whose products have 


public acceptance nationally. The 
feeling is, “If you can’t move these 
cars, we'll get someone who can.” 
x oo * 

MASSACHUSETTS Nash dealer 

probably spoke for many Little 
Three dealers some timie ago when 
he said, “Factory pressure? Are 
you kidding? Theyre romancing 
me.” , 

Dominating the/ whole pressure 
picture is the faétory field men— 
principally the Aistrict and city 
managers—whg are the principal 
factory contaéts with the dealer. 

Many dealers attribute all their 
pressure ‘troubles to new field 
men—frequently young and in- 

(Continued on Page 43, Col. 1) 


Growth of Big 3 Stirs 


U. S. Trust Warning 


NEW YORK.—A Justice De- 
partment spokesman indicated 
last week that the Government 
would take legal action rather 
than permit any further concen- 
tration of economic power among 
the top three auto producers. 


Stanley N. Barnes, head of the 
department’s Antitrust Division, 
noted that in 1949 the Big Three 
built more than 85 percent of 
all cars in the U. S. Just five 
years later in 1954, he said, the 
Big Three’s share of output had 
vaulted to almost 95.5 percent 
while smaller companies operated 
at a loss. 


Inside Automotive News... 


Why do dealers need a mutual 
Bell’s answer is on Page 3. 


equity law? Fred 


The most up-to-date guide to the trend of new- 
car sales is found weekly in Auto Market Re- 


ports. Page 22. 


“We Can’t Do Everything,” advise two veteran 
auto sales executives. Page 6. 


More helpful cases from Attorney Leo T. Parker. 


Page 19. 


New-car and truck registrations and new-car prices, Page 36. 
Used-car auctions and prices, Pages 6 and 37. 
Production by makes, Page 45. 


ex-Federal judge is sought) will 
head the GM appeals board and 
will have final authority in can- 
cellations. 

4. An indefinite moratorium will 
be declared on expansion of GM’s 
dealer total. 


5. An obsolescence plan is con- 
| templated, whereby a 5 percent re- 

bate will be allowed dealers on old 
models carried into a new-model 
season. A similar plan will be forth- 
coming on parts, whereby a dealer 
at the end of a model year may 
return more than 2 percent of ob- 
solete stock to the factory. 

6. A plan was offered for a dealer 
group insurance plan, partly paid 
for by GM, whereby a dealer would 
be able to obtain up to $100,000 cov- 
erage without submission to medi- 


cal examination, etc. 
- ~ * 


M PRESIDENT Harlow H. Cur- 

tice will announce the new pro- 
gram March 2 in a closed circuit 
telecast to all dealers. He will 
speak from Los Angeles, where he 
will be attending the GM Motor- 
ama. 

Curtice told the dealer council 
that these changes in factory- 
dealer relations were originally 
scheduled to be announced in No- 
vember, “but were held up because 
of the Monroney hearings.” 

Dealers attending the two-day 

council session report that they 
were encouraged to speak from 
the floor and that many of the 

changes suggested by dealers 

— promptly accepted by Cur- 

ce. 

It was reported that Curtice did 


| 


| 





most of the talking for the factory. 
Dealers also said that considerable 
discussion was given to bootlegging 
and wild advertising problems but 
that no decisions were reached. 

A minor contract change was 
made by deletion of the clause re- 
quiring a dealer to spend all his 
time on his dealership premises. It 
was said that the clause had not 
been enforced in recent years. 

* * + 


N A statement issued at the end 
of the two-day conference, Cur- 
tice said: 

“Many constructive suggestions 
pertaining to the relationship be- 
tween dealers and factory were 
developed during the session 


which will be presented to the 
(Continued on Page 2, Col. 1) 


NADA Weighing 
Butler’s Bill 


ASHINGTON.— Senator John ° 


M. Butler’s new bill designed 
to protect dealers in franchise can- 
cellations was characterized tast 
week by Frederick J. Bell, NADA 
executive vice-president, as a sin- 

cere effort to help 
dealers. 

However, Bell 
said that NADA’s 
legal staff had not 
yet completed its 
study of the bill 
and thus NADA 
is not ready to 
give an opinion 
on whether it 

' considers the bill 
- theanswerto 

Senator Busey dealer franchise 
problems. 

(See story on page 3 for Bell’s 
convention comment on type of 
Federal legislation needed. Inci- 
dentally, there is a feeling among 
some dealer leaders that if General 
Motors and Ford follow through 

(Continued on Page 4, Col. 5) 


Omnibus Auto Measure 


Drafted by Monroney 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Senator A. S. 
Mike Monroney said today 
(Feb. 13) that he has drafted one 
omnibus bill to outlaw phantom 
freight, strike at automobile boot- 
legging and correct one-sided 
factory-dealer selling agreements. 
The Oklahoma Democrat’s an- 
nouncement came on the crest of 
a wave of bipartivan Senate en- 
thusiasm in favor of taking firm 
action this session on behalf of 
franchised car dealers. 
Monroney’s bill is the third Sen- 


Asks Credit Curb Study 


WASHINGTON.—Controls over 
consumer credit are not needed at 
present, William McChesney Mar- 
tin jr, chairman of the Federal 
Reserve Board, told. Congress last 
week. However, Martin said in 
testimony before the joint con- 
gressional committee‘on the eco- 
nomic report that he thought a 
study of consumer credit controls 
would be “timely.” 


ate measure on auto marketing 
problems to be drafted in less than 
two weeks. 

The first bill was Senator John 
M. Butler’s “Little Sherman Act” 
for dealers. A second bill has been 
drafted by Senator Estes Kefauver, 
Tennessee Democrat, and would 
force a manufacturer to buy a deal- 
er’s business if the dealer was 
cancelled without a specified cause:. 

+. a ” 

ONRONEY’S bill is the most 

comprehensive of the three 
legislative proposals. But he em- 
phasized that he does not feel his 
measure will cure all of the ills 
of the industry. 

He does believe, he said, that it 
will strike at many of the “major 
abuses that our 12 months’ study 
of automobile marketing practices 
has turned up.” 

During further hearings of his 
auto marketing subcommittee, 
which will continue inte March, 
Monroney said he hoped to hear 
testimony relating to provisions 
of his bill and on other abuses 

(Continued on Page 4, Col. 1) 
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Cancellation Umpire, Moratorium Set... 





GM Revamps Dealer Franchise 


(Continued from Page 1) 

entire passenger-car and truck 
dealer body.” 

Attending the sessions were nine 
top GM executives and 34 dealers 
from 34 cities. Eighteen dealers 
were from large cities and 16 were 
from medium-sized cities. 

GM said the two-day session 

“was devoted to a thorough dis- 
cussion of factory-dealer relations 
with the objective of better serv- 
ing retail customers of GM pas- 
senger and truck dealers.” 
However, one dealer-member of 
the council said, “Great things are 
being accomplished. This is one 
of the biggest things that ever 
happened in dealer-factory rela- 
tionships. I think all the dealers 
are going to be pleasantly sur- 
prised.” 

Representing GM in the discus- 
sions were Curtice, Albert Bradley 
and L. C. Goad, executive vice- 
presidents; Roger M. Kyes, group 
vice-president; Charles A. Chayne, 
vice-president; William F. Huf- 
stader, vice-president of distribu- 
tion staff; John F. Gordon, vice- 
president; Spencer Hopkins, direc- 
tor of GM sales section, and Myrle 
E. St. Aubin, director of GM serv- 
ice section. 

Referring to the 


GM Franchises 
Are Enforceable, 


Curtice Declares 


By George S. Connell 
Staff Correspondent 

MIAMI.—Contracts between Gen- 
eral Motors and its franchised deal- 
ers are strictly enforceable by 
law, according to 
Harlow H. Cur- 
tice, GM presi- 
dent. 

Replying, at the 
opening of the 
GM Motorama 
here, to state- 
ments by Sena- 
tors A. S. Mike 
Monroney and 
Joseph C. O’Ma- 
honey, Curtice 

H. H. Curtice said, “As the 
contracts exist today, they are 
strictly enforceable, both for the 
dealer and the manufacturer. 

“We seek to improve contract 
terms as conditions develop, and we 
will continue to do so.” 


Monroney and O’Mahoney had 
(Continued on Page 44, Col, 4) 


insurance 


Business 
Barometer 


Auto Production — 165,026 cars, 
trucks in week vs. 182,772 year ago. 

Business Failures — 273 in week 
vs. 264 year ago. 

Department Sfore Sales—Up 8 
Percent from year before. 

Freight Loadings — 691,850 cars 
in week, an increase of 54,734 from 
year before. 

Gasoline Stocks — 178,947,000 
barrels, an increase of 3,162,000 bar- 
reis in week. 

New-Car Registrations—<,885,- 
376 (partial 1955 period) vs. 5,289,143 
for the same period year earlier. 

New-Truck Registrations—911,- 
104 (partial 1955 period) vs. 801,234 
for same period year earlier. 

Oil Stocks—258,406,000 barrels, 
a decrease of 458,000 barrels in week. 

Soft Coal Output — 10,360,000 
tons estimated in week vs. 8,835,000 
tons year ago. 

Steel Output — 97.6 percent of 
capacity estimated vs. 99.3 percent 
week before. 

Used-Car Prices—$878 average 
in February to date vs. $880 in January. 

Wholesale Prices—112.0 percent 
on the 1947-49 index vs. 111.7 percent 
week earlier. 

* * 
Common Stocks 
Feb. Feb. 
8 1 
Am. Motors 8 8%, 
Chrysler 732 75%, 
Ford 63% 


61% 
GM 44 43% 
S-P % % 


Average 39.15 39.90 


plan, GM said, “A plan to pro- 
vide more than §1 billion of 
group life insurance was an- 
nounced for the owners of Gen- 
eral Motors’ dealerships. 


“The new plan, effective March 
1, 1956, will provide GM dealers 
under age 65 group life insurance 
without medical examination rang- 
ing up to $100,000 for each owner 
depending on the size of the dealer- 
ship. The maximum group insur- 
ance coverage available for a GM 
dealership under the plan is $200,- 
000.” 

Under the plan, monthly contri- 
butions of the insured dealer will 


Ford Division 
Names Beacham 


To Head Sales 


DEARBORN.—Charles R. Beach- 
am has been named Ford division 
general sales manager, it was 
announced last 
week by R. S. 
McNamara, divi- 
sion general man- 
ager. Beacham 
succeeds L. W. 
Smead who is on 
leave of absence 
because of illness. 

A 30-year Ford 
Motor Co. veteran, 
Beacham has been 
manager of the 
division’s north- 
east sales region since 1953. He 
joined the corporation in 1926 at 
Jacksonville, Fla., and later served 
in Norfolk, Va., and Chester, Pa. 


When the company set up its first 
regional sales organizations in 1944, 
Beacham was appointed southeast 
regional sales manager at Chester 
with responsibility for Ford sales on 
the eastern seaboard. 


He remained in that post until 
being named northeast chief at New 
York. 

Ford division said present plans 
call for Smead to rejoin the com- 
pany at the conclusion of his leave. 
He had been general sales manager 
since 1950. 





* * 


Ford Promotes Hubbs 


To Manage Parts 


DEARBORN.—H. D. Hubbs has 
been named parts and accessories 
manager for Ford division, R. S. 
McNamara, general manager, an- 
nounced last week. 

Hubbs had been assistant parts 
and accessories manager of the 
division since June 12, 1953. He 
succeeds Earl G. Ward, who has 
been named the company’s direc- 
tor of purchasing. 

Hubbs joined Ford Nov. 1, 1947, 
as parts sales manager. In Novem- 
ber, 1948, he became parts mer- 
chandise manager for the parts and 
accessories operations: On March 
22, 1951, he was appointed parts 
manager and took over as assistant 
parts.and accessories manager two 
years later. 


depend on his age and will range 
upward from 50 cents per month 
for each $1,000 of insurance. The 
cost of the plan will be borne joint- 
ly by the participating dealers and 
General Motors. 

Eligible for the insurance will 
be dealers who completely own 
their dealerships, and dealership 
partners or officers who own at 
least 25 percent of the company 
and are actively engaged in its 
operation. 

In confirming the arrangements 
between his company and GM for 
the dealer insurance, LeRoy A. 
Lincoln, chairman of Metropolitan 
Life Insurance Co., said: 

“We congratulate General Mo- 
tors, which some 25 years ago pio- 
neered cooperative insurance for 
its dealer personnel, on this new 
progressive plan and we are 
pleased to be participating in the 
development of this outstanding in- 
surance plan.” 

Members of the Dealer Council 
are: 

Large-city group—Glen Camp- 
bell, Williamsville, N. Y.; C. E. 
Childers, Chicago; D. B. Cole, 
Columbus, O.; W. A. Coleman, 
Washington, D. C.; Almond 
Cooke, Louisville; T. Kirby Dav- 
idson, Medford, Mass.; Arthur R. 
Gaines, Brooklyn, N. Y.; Floyd 
E. Hughes sr., Council Bluffs, Ia.; 
Hess Kline, St. Paul; C. R. Kra- 
jenke, Detroit; E. A. Neubeck, 

(See GM Council, Page 44, Col. 3) 





Hypnotized Buyer Gets 


Good Deal at Auction 


PHOENIXVILLE, Pa. — Valley 
Forge Auto Auction claims its 
customers get good deals even if 
they’re hypnotized. Blitz ad? Not 
at all—Valley Forge can back up 
its statement. 

At its first birthday sale, Ches- 
ter Davis, Valley Forge auc- 
tioneer, and Harold Koch, a cus- 
tomer, were hypnotized by How- 
ard Kline, Philadelphia. Even 
under hypnosis, Koch refused to 
bid more than the average whole- 
sale value of a ’55 Buick, and the 
auctioneer knocked the unit down 
to him at his bid figure. 





Dealer Critics Scoff ... 


Featured at Ford Custom Car Show— 


Outstanding among the entries in the annual Ford Custom Car Show at the Ford 
Rotunda, Dearborn, is the ‘“‘Glass Slipper,” 


@ hand-built car designed and built by 


Ed and Ray Cortopassi, Sacramento, Calif. Powered by a 1948 Mercury engine, the 
cer has been clocked at 181 m.p.h. for a measured mile. The show, which closes 
Sunday (Feb. 19), features custom-built cars, the bodies of which are either original 
creations, or modified restorations of body styles of Ford, Mercury and Lincoln models, 





Lower-Priced Mercurys 


Pave Way for 


By Bob Sheldon 
Associate Editor 

ITH the addition later this 

month of two models to its 
price-leading Medalist series, Mer- 
cury will take a step that vitally 
affects its own future as well as 
helps set the stage for eventual 
introduction of Ford Motor Co’s 
“Car E” line. 


The two new Mercurys will be 
a four-door sedan, with an -ad- 
vertised-delivered price tag of 
$2,273, and a two-door hardtop, 
priced at $2,348.50. 

Currently, the only car bearing 
the Medalist nameplate is a two- 


door sedan at $2,214. 
s * * 


a people regard the 
rounding out of the Medalist 





One-Day Blitz Defended 


By W. C. Lockwood 
Staff Writer 

DETROIT.—Harold Turner, Inc. 
(Ford), in suburban Birmingham, 
last week defended a one-day sales 
promotion which met considerable 
criticism from dealers in this area. 

The reaction from dealers, both 
Ford and competitive makes, 
ranged from “it stinks” to “I 
don’t approve of such things.” 
One dealer said: “If this is going 
to start again, ’'m going to get 
out.” 
A similar furor was roused in 





Guide Milwaukee Auto Show— 


The Milwaukee County Automobile Dealers Assn. is giving away a car a day during 
its eight-day auto show which opened last Saturday (Feb. 11) at the Milwaukee Arena 
and Auditorium. Serving as line-group show chairmen are, from left, seated, Robert 
Schwartzburg (Oldsmobile), Edward C. Wehe (Studebaker), general chairman; Harold 
Duckler (Pontiac), L. E. Siegel (Cadillac), Al Shallock (Ford), Murel Humphrey (Chevro- 
let). Standing: Mike Peters (Hudson), Joseph Burbach (DeSoto), E. G. Goldsmith (Buick), 
Art Ennis (Chrysler-Plymouth), A. N. Farrow (Lincoln-Mercury), and E. W. Schwarz 


(Nash). 


1953 when Turner staged a one-day 
sale. Dealer Turner said that there 
was nothing misleading in the ad- 
vertising and that most of the ac- 
tivity was credited to efforts by 
salesmen. He said 154 orders were 
| signed during the day. 

| “We didn’t spend an additional 
dime on advertising,” said Turner. 
He said the advertising was under 
regular contract and would have 
had to be paid for, sale or no sale. 

Dealer Turner said the sales- 
men used telephones to call 
friends and prospects and urged 
them in turn to call people they 
knew to spread word of the pro- 
motion. 

He said that-from 7 to 9 p.m. that 
evening (Feb. 2) the showroom 
was so crowded “you couldn’t walk” 
and that extra folding chairs were 
brought in. 

Turner said the advertising 

wasn’t’ of the “distress” type. 
“There’s no one that is more death 
on distress advertising than Ford 
Motor Co.,” Turner said. He added 
that the company asked for copies 
of the advertising and sent a crew 
out to tape record the story of how 
the sale was promoted. 
_ A Ford dealer, critical of the sale, 
said that he had been in business 
more than 20 years and this made 
him “sick and tired.” He said that 
his firm sold 6,000 cars last year, 
3,200 of which were new. 

“Things are bad enough as it 
is,” he said “This is strictly a 
‘fast buck’ deal. I don’t see how 
he can conscientiously do such a 
thing.” 

A dealer who handles a competi- 
tive make said: “It’s hoodwinking 

the public. It doesn’t do him any 
good or the industry either.” 


‘Car E’ 


series aS a major move in “down- 
grading” the Mercury price struc- 
ture. 

Together with the “upgrading” 
of Lincoln prices, carried out as 
of the 1956 model year with the 
discontinuance of Lincoln’s price- 
leading Custom models, this 
would leave a convenient gap in 
the price picture to be filled by 
“Car E.” 

“Car E,” known affectionately 
as “Car Edsel” among Ford em- 
ployes and competitors alike, is un- 
der development by Ford’s special- 
products division. It will join Ford, 
Mercury, Lincoln and Continental 
as Ford Motor Co.’s fifth line of 
cars. 


a * 7 

| i OTHER developments on the 

price front, statisticians of the 
Ford division pared $1.09 from the 
factory distribution and delivery 
charge (including provision for 
Federal excise tax) on cars in the 
Ford Customline series. Reflecting 
this minor change, new advertised- 
delivered prices are: 

Customline Six—Four-door se- 
dan, $1,949.66; two-door sedan, 
$1,904.48. Customline V-8—Four- 
door sedan, $2,049.64; two-door 
sedan, $2,004.46. 

A price of $2,199 has gone into 
effect on American Motors’ Ramb- 
ler Super Cross Country station 
wagon. This four-door two-seat 
model is aimed mainly at the fleet 
trade but also is available to the 
public. 


Dealers Offered 
No Concessions 


At L-M Parley 


By Joseph M. Callahan 
Staff Writer 

DETROIT. — Lincoln - Mercury 
dealers were disappointed last week 
at their district meetings with fac- 
tory officials because the dealers 
were offered none of the price con- 
cessions or other improvements 
given Ford dealers. 

Instead, the dealers were told 
that business was good, that “opti- 
mism was running high” and that 
1956 would be a very profitable year. 

Most of the dealers came to the 
meetings hoping that some ad- 
justment or change would be 
made in the situation whereby 
the Ford, with its 225-horsepower 
Fairlane engine, has as much or 
more horsepower as most Mer- 
curys. 

The Mercury Medalist and Cus- 
tom lines have 210 horsepower, 
while the Mercury Montclair mod- 
els have 225. 

Said one dealer: “So now we’re 
trying to sell cars with the same or 
less horsepower for $500-$600 more. 
Sure, they have this new power 
pack that will boost the Montclair 
engine up to 260 horsepower, but 
it’s going to cost too much.” 





| opin: 
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By John 0. Munn 





HAVE returned from a Califor- | objection 


nia vacation and have taken in 
the Washington convention. 
were high spots in my life. I will 
report more about them later on. 


But, to take a breather from 
these rather arduous experiences, 
I am taking advantage of cor- 
respondence on my desk, today, 
to point out an example of good 
public relations for an individual 
dealer. 


There are a lot of cars being man- 
ufactured. There are also num- 
erous buyers. Their numbers will 
increase with the season. These 
facts are significant. They indicate 
opportunity. A dealer is interested 
less in how many cars are being 
built and sold. He is more in- 
terested in how many he sells and 
at what profit. ; 


I don’t need to remind you that 
the buyers have plenty of oppor- 
tunities to purchase from a great 
many other dealers. Distance is a 
slight barrier to automobile pur- 
chasers. 

So, it is quite apparent that any 
effort that directs people to our 
place of business is well justified. 
Any program that will build public 
acceptance for the dealer is result- 
ful. People must understand the 
dealer’s importance in the delivery 
of what the public buys—satisfac- 
tory personal transportation. The 
only way to build public preference 
—it has been proved in all business 
history—is to first run a business 
right and then let the public know 
you are doing so. 


The example I want to give 
you today in building customer 
acceptance for a dealer is from 
Waterloo Motors, Edmonton, 
Alta., Canada, of which S. A. 
Keays is president and general 
manager. 

I am sure that Keays has no 


Wyoming Dealers 
Must Be Licensed 


To Sell Insurance 


DENVER.—Wyoming auto deal- 
ers who solicit insurance business 
now must be licensed by the State 
as insurance agents, according to 
a ruling by Ford S. Taft, State in- 
surance commissioner. 


Taft’s order was based on an 
opinion by the State attorney gen- 
eral’s office. 


A similar bill has been intro- 
duced in the New York Legislature. 
Also pending in New York is a pro- 
posal that in case of medical ex- 
pense indemnity, the subscriber 
may choose his own doctor or den- 
tist, whether designated or ap- 
proved by the corporation. 


In Kentucky, nine bills backed 
by the State Insurance Department 
have been introduced. They deal 
with bonding of State employes, 
workmen’s compensation eligibility 
and rights and duties of insurance 
agents and agencies. 
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to any dealer either 
in the States or in Canada making 


Both | use of his ideas. That his program 


is successful is evidenced by the 
fact he has almost 100 percent 
absorption. In spite of the fact 
that his supplier in 1954 and 1955 
was strike bound for _ several 
months, he enjoys excellent pene- 
tration, locally, by being 40 percent 
above the Canadian average. 
* * * 


Credits Advertising 


E CREDITS a lot of his success |, 


to the fact that he uses gener- 
ous and regular advertising setting 
forth the policies of his company, 
its ideals and qualifications. 


Each advertisement is personal- 
ized by being illustrated with a 
portrait of himself or other exe- 
cutives of the dealership. So, I 
am repeating several of his ad- 
vertisements which, in my opin- 
ion, are most excellent examples 
of how a dealer can best spend 
his advertising money. 

* * & 
BUILDING A 
PROGRESSIVE 
DEALERSHIP 

“The management of Waterloo 
Motors realizes a strong dealership 
starts with the dealer himself. For 
this reason, Waterloo Motors built 

a tightly knit organization around 
a sound policy of customer ac- 
ceptance. 

“Today at Waterloo Motors a 


thing ... 
service. 

“Waterloo Motors are continu- 
ally planning how they can im- 
prove this service to the public 
. . » how they can better mer- 
chandise their product, and oper- 
ate a progressive, dependable 
business. Waterloo Motors has 
always been associated with a 
high standard of business deal- 
ings, and in doing so, has enjoyed 
the continual support of thou- 
sands of car owners. 

“That is why today, we at Water- 
loo Motors, find almost no limit to 
our future possibilities, And that 
is why Waterloo Motors’ policy of 
‘customer acceptance,’ built up 
through the years, is our most 
treasured possession. 

“For this ‘acceptance’ we thank 
you, the car buying public, by con- 
tinuing to service your transpor- 
tation needs to your satisfaction.” 

WATERLOO MOTORS 
Mercury -Lincoln - Meteor 
* * * 


What Is a Sale? 
IS THE SALE COMPLETED 
WHEN A CAR IS 
PURCHASED? 








Bill Banning Shady Ads 


Gains in Pa. House 


HARRISBURG, Pa.—The House 
Judiciary Committee last’ week 
favorably reported a bill that 
would outlaw misleading adver- 
tising in Pennsylvania. 

Applying to advertising by 
newspaper, circular, pamphlet, 
radio or television, the bill would 
prohibit any statement concern- 
ing quantity, quality, value, merit, 
use, present or former price, or 
method or cost of production 
which contained any assertion, 
representation or statement of 
fact that is untrue, deceptive or 
misleading. 

Under the bill, sponsored by 
Reps. Herbert Fineman and Al- 
bert Leven, Philadelphia Demo- 
crats, anyone would be author- 
ized to seek a court injunction to 
prohibit use of such advertising. 





Fr 


ba 





Dealers Carry Fight to Congress— 


During a half-day recess in the NADA convention in Washington, dealers were 
customer gets the best of every-| asked to call in person to gain the support of their Congressmen. Here on Capitol 
product, fair price and_/| Hill, renewing old acquaintances, are (left to right) Harry Kahn and Lester Kahn, both 
ef Butler, Mo.; Rep. George Christopher, Missouri Democrat; Frank Schlozman and 
Israel Schlozman, both of Kansas City, and Ronald Kahn, of Butler. 


Milwaukee Show Employs 
Stiff Control of Salesmen 


By W. C. Lockwood 
Staff Writer 

7“ committee guiding the des- 

tinies of the Milwaukee Auto 
Show, which opened last Saturday 
(Feb. 11), is trying out a new plan 
aimed at gaining maximum sales 
from the event. 

Briefly it is a method of salesman 
control and works like this: 

Each licensed salesman work- 
ing the show has been issued a 
badge and a pickup ticket. These 
must be shown to gain admit- 
tance. 

The badge must be worn on the 
floor at all times. The ticket is 
issued by the salesmanager and is 
picked up at the door. 

* * 


* 
HE show committee said the 
badge denotes that the wearer 
has a right to solicit business at 


“All the sales talent in the world the show and identifies him to the 


can get you nowhere without the 


proper facilities to service cus- 
tomers. Too often customers feel 
that once they have purchased a 
car, they are forgotten. This is not 
true at Waterloo Motors! The 
proper servicing of your car dur- 
ing your ownership is as important 
to us as the initial sale. 

“To carry out a policy directed 
towards service, Waterloo Motors 
operate one of the largest .and 
most modern garages in Canada. 
Over 4,000 pieces of equipment 
and a complete staff of factory 
trained mechanics are employed 
in three community garages. 


“Everyone in Waterloo Motors 
Service Department, from the car 
wash boy to the management, 
knows it’s quality work that creates 
a satisfied customer. That is why 
today the sole aim of Waterloo 
Motors’ highly trained staff is to 
look after your needs in a prompt, 
efficient manner appreciated by 
every car owner. 

“Yes, service is just as important 
to Waterloo Motors as the sale— 
and thousands of satisfied Waterloo 
customers endorse that statement. 
Won't you join them? We'll be 
happy to service your car.” 

WATERLOO MOTORS 
Mercury - Lincoln - Meteor 








public. 

It also is intended to prevent 
“chiseling” at the show by sales- 
men who buy admission tickets and 
endeavor to work the show. 


The committee added that it | 


also prevents salesmen from com- 
ing and going as they please, thus 
leaving the exhibit space uncov- 
ered. 


It also was suggested to partici- | 


pating dealers that they and their 


salesmen wear the badges in their | 


Show profit tied to hard sell- 
ing. Page 41. 





own showrooms to help inform the 
public about the auto show. 
The theme stressed to dealers. is: 


“Boost the auto show to boost) 


sales.” 
* * * 
- PITTSBURGH, it was reported 


that 101,495 persons attended the | 


eight-day show held there Jan. 21- 


28. It was called the largest auto} 


show in history. 

Mayor David L. Lawrence offi- 
cially cut the opening tape after 
proclaiming “Automobile Show 
Week in Pittsburgh.” The Ar- 
mory entrance to the exhibition 
was designed to resemble an en- 


| trance to the Pennsylvania Turn- 
| pike. 
Baltimore’s show was adorned in 





WASHINGTON.—“We do not 
| want Government control, but we 
must have a Federal statute that 
guarantees equal treatment before 
the court to dealers as well as to 
the factory,” Frederick J. Bell, 
NADA executive vice-president, 
told the dealers at their annual 
convention. 

Such a statute is vital, he said, 
to correct instances in which 
courts have told dealers, in effect, 
“I agree with the facts you have 
presented, but I cannot help you 
because in signing your selling 
agreement, you voluntarily gave 





Mardi Gras habiliments and J. 
Cavendish Darrell, manager, re- 
ported that crowds were more than 
“just curious.” 
oe * cd 
are show opens next Sat- 
urday (Feb. 18) and there the 
1956 Chevrolet Corvette will have 
its first public showing in the area. 
It first was introduced at Mo- 
torama in New York. Chevrolet 
also will exhibit its “Pike’s Peak” 
ear, still outfitted with false 
“hoods” and black and _ white 
paint job used to conceal its iden- 
tity during the test held last Sep- 
tember. 

Shows closed yesterday (Feb. 12) 
in Omaha and Dallas; last Saturday 
(Feb. 11) in Denver. The Lansing 
show opened yesterday (Feb. 12) 
and will continue until next Sun- 
day (Feb. 19). 


‘Dealer Must Have Day in Court’... 


Mutual Equity Statute 
Is Demanded by Bell 





away your rights to a position in 
equity.” 

On the whole, Bell said, dealers 
cannot wait for the factory to cor- 
rect franchise inequities. But he 
tempered this by praising the 
factory-dealer program adopted by 
American Motors Corp. and added, 
“There are indications that another 
manufacturer may soon take action 
along the same lines.” 


Returning to the factories’ seem- 
ing reluctance to act, he said that 
during recent weeks some manu- 
facturers and their field men have 
been asking dealers, “What is it you 
really want?” and telling them, 
“Stay away from legislation.” 


“But we’re not deluded by this 
air of wide-eyed innocence, this 
feigned ignorance of the prob- 
lems of distribution,” he con- 
tinued. 


Even if the franchises were re- 
written completely and even if they 
were signed in at atmosphere of 
mutual faith which would guaran- 
tee the dealer his right to a day in 
court, this still would not eliminate 
the need for a Federal statute, 
Bell declared. 


“Perhaps such an assumption 
would be acceptable if we could 
be given assurances that changes 
in top factory management would 
not bring changes in management 
philosophy,” he said. 

“Obviously such assurances 
cannot be given ... a corpora- 
tion is a shadow of the chief exe- 
cutive and different men cast 
different shadows.” 


He continued: “So I say now it is 
not enough for selling agreements 
to be revised, although that must 
be done. 


“We need a simple Federal sta- 
tute, not restricted to our industry 
alone, which would have the effect 
of asserting that good faith runs 
with a contract and that when a 
man signs a contract to sell the 
products of an automobile manu- 
facturer, he does not sign away, 
voluntarily or involuntarily, his 
right to trial by jury in an es- 
tablished Federal court of law.” 

Bell said he would welcome the 
day when NADA could remove it- 
self almost entirely from the area 
of factory-dealer relations and 
concentrate on building a 
healthy, highly competitive sys- 
tem of retail distribution. 

“We are doing our best to speed 
the arrival of that day,” he said. 
“But until it comes, NADA will 
not deviate from the course that 
you (the dealers) have charted for 


we 


$40,000 Blaze 
COMO, Miss.—Damage was es- 
timated at $40,000 in a fire which 
struck Clint Motor Co. Five new 
cars were saved. Clint Herring is 
owner. 


On the House... . 


Looks like the nation’s racetracks will become an 


sales chief; 
man”... 





Wemhoff 
used-car sales recently ... 


important arena for ’56 model competition this 
year, what with Ford, Chevrolet, Dodge, Chrysler, 
Studebaker and Mercury already hotly engaged. 
Victory on the track, it seems, gives added impetus 
to salesmen and dealers, provides advertising peo- 
ple with something to talk about ... Ford dealers 
are enthused about Charley Beacham, Ford’s new 
some describe him as a 


“dealer’s 


Named for the late dealer, Will G. Price, an 
elementary school is scheduled for construction 
soon in Wichita. . 
area report a noticeable pickup in both new and 
Dealer associations are asking their 


. Ford dealers in the Chicago 


members to urge their congressmen to vote against extension of 


auto excise taxes... 


O. E. Hilligoss (Chevrolet) has been named chairman of Minne- 


sota dealer association’s safety committee 


Haywood Davis 


(Pontiac), Fort Wayne, Ind., heads up that area’s United Fund drive 


. Virginia association has added five new members. . 


. MLN. 


Kenyon heads Florida association’s state convention committee; Roger 
W. Holler (Bill’s son) is chairman of public relations group .. . 
Missouri Appellate court has ruled that a dealer, another officer or 
any stockholder of a dealership is disqualified to act as a notary in 
taking acknowledgment of an auto owner's signature to an assign- 


ment to the dealer. 


—Perte WemMuorr, Editor, 
Automotive News 
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Covers Franchises, Freight . . . 


Monroney Proposes 
Omnibus Auto Law 


(Continued from Page 1) 


which might demand legislative 
attention. 

The phantom freight provisions 
of the Monroney bill would make 
it illegal for a manufacturer to 
charge a dealer more than the 
actual freight incurred in delivering 
new cars. It would not make it 
illegal to charge less than the 
actual freight. ° 


* * * 


ART two of the bill spells out 

the “truth in labeling” proposal 
which Monroney said he “picked up 
at the grass-roots level in Okla- 
homa.” 

This provision would require a 
manufacturer to place a sticker on 
the windshield of every new car, 
and to enter on the sticker the name 
and address of the dealer to whom 
the car is to be delivered and the 
mode of transporting the car. 

Every subsequent movement of 
the car and every transaction up 
to purchase by the ultimate con- 
sumer would have to appear on 
the sticker. 

Like other labeling laws, enforce- 
ment would be up to the Federal 
Trade Commission. 

In a third section of the Mon- 
roney bill, factory-dealer selling 
agreements also would be placed 
under scrutiny of the FTC. 

The measure would make it an 
unfair practice to require dealers 
to sign contracts which are indefi- 
nite about the responsibilities of 
both manufacturers and dealers. 

* + ~ 


THER unfair contract provisions 

would be “unreasonably short 
terms,” requiring a dealer to accept 
more cars than he wants, discrimi- 
nation between dealers in distribut- 
ing cars and contract termination 
without specific causes. 


A subcommittee spokesman ex- 
plained that if contract terms are 
made definite, as the bill purports 
to do, dealers would then have a 
right to “a day in court” if injured 
by their factories. 

Monroney said he also is consid- 
ering a proposal to require arbi- 
tration before a dealer’s franchise 

is cancelled. The arbitrators 
would be picked by both manu- 
facturer and dealer. 

Hearings on the bill, and on others 
introduced in the Senate, will re- 
sume on Feb. 21, with four days 
of testimony from dealer witnesses. 

The subcommittee is giving care- 
ful attention to letters from dealers 
who indicate they can offer perti- 
nent facts. 

Factory officials will follow deal- 


$15 Million Suit 
Seeks to Rescind 
Reo Sale to Bohn 


DETROIT. — A damage suit for 
$15 million against Bohn Aluminum 
& Brass Corp., arising out of the 
1954 sale of Reo Motors to Bohn, 
will be thrown out of court, Simon 
B. DenUyl, Bohn president, pre- 
dicted last week. 


The suit, filed in Circuit Court 
here by Nuclear Corp. of America, 
named Bohn, Reo Motors Corp. of 
Delaware and 11 former officers 
and directors of Nuclear as de- 
fendants. 


The suit asks that the sale of 
Reo Motors be set aside on the 
ground of fraud. It alleges that the 
sale of Reo’s truck business was 
made to some or all of the defend- 
ants without the approval of dis- 
interested directors, without stock- 
holder approval and for too small 
a price. ‘ 

DenUyl said the suit was without 
“merit and validity” and that the 
“courts look with disfavor upon 

type of litigation.” 





ers to the stand, probably in early 
March. The subcommittee plans to 
set aside four days for each cor- 
poration, with General Motors and 
Ford appearing last. 
+ * + 
HE Kefauver bill offers still 
another approach to dealer- 
factory problems, and applies to 
contracts between radio-TV stations 
and networks, as well as car retail- 
ers and manufacturers. 

The bill would make it illegal 
for an auto maker to cancel a 
dealer for any cause not specified 
in the selling agreement unless 
he pays the dealer “a reasonable 
value of such franchise.” 

The value would be determined by 
three appraisers, one picked by the 
auto maker, one picked by the 
dealer and the third chosen by the 
first two appraisers. 

The Butler bill, which would 
make it a misdemeanor for a fac- 
tory to cancel a dealer because he 
won’t take enough cars, was mailed 
last week to about 500 dealers in the 
senator's home state of Maryland. 

A short questionnaire accompa- 
nied the bill. Out of 50 replies 
already received, only two dealers 
said they thought the legislation 
was unnecessary. 
* + a 


ONALD WEBSTER, who acted 

as his father’s attorney in 
winning a $500,000 antitrust suit 
from Packard several years ago, 
was instrumental in drafting the 
Butler measure. Webster’s father 
had been cancelled as a dealer by 
Packard. 

Commenting on the measure, 
Butler said: “I am presently dis- 
posed to believe that the manu- 
facturers—some more than others 
—do use their contract termina- 
tion powers as a club over their 
franchised dealers to force them 
to purchase unwanted merchan- 
dise.” 

He noted that 12 states already 
have enacted laws to accomplish 
the same end as his measure. 

He emphasized that some prob- 
lems facing dealers might already 
be against the law. When a factory 
gives competitive advantages to a 
so-called “stimulator” dealer, he 
said, “such preferred dealer setups 
might well be in violation of our 
present antitrust laws.” 


Dodge Promotes 
Collins on Coast; 


7 Others Boosted 


DETROIT. — Kenneth F. Collins 
has been named sales manager of 
Dodge’s Portland (Ore.) region. He 
succeeds W. E. 
Sutlive who be- 
comes adminis- 
trative assistant 
to R. H. Fischer, 
Pacific Coast zone 
manager. 

Collins formerly 
was used-vehicle 
merchandising 
manager for the 
Pacific Coast 
zone. 

Dodge also an- 
nounced two promotions in the 
New York region, three in the Chi- 
cago region and two in the Milwau- 
kee district. 

In New York, Stanley Judson 
Sharp has been appointed dealer 
planning and analysis manager and 
Harold M. Cashmore assumes 
Sharp’s former post of assistant car 
and truck manager. 

Three district managers were 
named in the Chicago region. They 
are Robert E. Cook, Elgin, Ill.; L. 
T. Koski, Wausau, Wis., and Wil- 
liam E. Downs, Rockford, Ill. 

Nicholas W. Rome has been 
named city manager for the Mil- 
waukee district and Leslie B. 
Hackett has been promoted to dis- 
trict manager for all Milwaukee 
suburbs 


K. F. Collins 


_AUTOMOTIVE NEWS, FEBRUARY 13, 1956 





a 
-_ 


Rhode Islanders Toast Congressmen— 


During the NADA convention in Washington, Rhode Island dealers held a testi- 
monial for that state's congressional leaders. Present at the dinner in the Mayflower 
Hotel, were, 'eft to right, Rep. John E. Fogarty; Leo B. Carey, president of the Rhode 
Island Automobile Dealers Assn.; Senator John O. Pastors; Rep. Aime J. Forand, and 
Russell C. Harrington, commissioner of U. S. Internal Revenue, who is a Rhode Island 
resident. 





Active Used-Car Market 
Trims Dealer Stocks 


By Robert M. Lienert 
Associate Editor 
.. rebounding used-car market, 
which has spiced sales and 
prices in most market areas, also 
has trimmed stocks of unsold units 
by one-third in a month’s time. 
As of Feb. 1, the average new- 
car dealer had a stock of used- 
cars representing 28.0 days of 
selling, according to Automotive 
News’ regular census. 

This compared with a mountain- 
ous 43.6-day supply a month earlier 
and a 36.2-day supply on Feb. 1 
a year ago. 

+. co 
_— 28-day supply as the month 
opened represented the first 
time since Nov. 1 that used-car 
stocks had fallen below the 30-day 


Mack Sales Set 
Record; Earnings 
At $7,815,783 


NEW YORK.—Sales of Mack 
Trucks, Inc., in 1955 were the high- 
est in the company’s history, it was 
announced last 
week by P. O. 
Peterson, presi- 
dent. Earnings 
were the highest 
in eight years 
and were nearly 
six times as high 
as in 1954. 

Peterson said 
sales totalled 
$194,317,035, an 
increase of 62 
percent over 
1954’s $120,287,659 and 12 percent 
ahead of the former record estab- 
lished in 1953. 

Earnings soared to $7,815,783, 
compared with $1,345,487 the previ- 
ous year. The company had an 
order backlog of $58.5 million at 
the end of 1955, Peterson added. 

He attributed the record sales to 
increased demand for larger- 
capacity vehicles by the construc- 
tion and overhead hauling indus- 
tries — Mack’s biggest markets. 
Peterson said the company supplied 
42 percent of all diesel-powered 
trucks sold in 1955. 








P. 0. Peterson 


Keating, Curtice Daughter 
Hospitalized in Miami 

MIAMI.—The condition of 
Thomas H. Keating, Chevrolet gen- 
eral manager, was described as “all 
right” at the St. Francis Hospital 
where he was taken after suffer- 
ing a digestive upset at the GM 
Motorama here. A Chevrolet 
spokesman said Keating was to re- 
turn to Detroit last Friday (Feb. 
10). 

Also in the St. Francis Hospital 
was Dorothy Anne Curtice, 22, 
daughter of GM President Harlow 


H. Curtice. She underwent an 
emergency appendectomy 





stock which most operators set as 
the maximum limit. 

If historic seasonal patterns are 
repeated this year, stocks will 
swing even lower in the next four 
to five months. 

The Feb. 1 stock average of 28 
days looks particularly good when 
compared with the 12 monthly 
counts of last year. On only three 
dates were stocks lower—27.4 days 
on July 1; 24.8 days on Aug. 1, and 
24.1 days on Nov. 1. 

Among dealers whose stock varies 
widely from the average, the tend- 
ency is to be on the high side. Few 
dealers have stocks down to the 
15-day or 20-day level, but many 
are surrounded by enough used 
cars to last 45 to 60 days at their 
individual sales’ rates. 


* * * 


OME dealers note that reduced 
stocks do not necessarily mean 
that all is rosy in their usde-car 
operations. Too often, they say, the 
inventory is out of balance—over- 
loaded on cheapies and rough units 
and shy of good, clean pieces. 
They do report, however, that 
prices have been holding steady, 
in comparison with a month ago. 
Then, with the lots crowded with 
cars, dealers were slashing prices 
in an effort to get things moving. 
The spirited beginning of the 
spring wholesale business—of the 
private - transaction variety — has 
played a considerable part in cut- 
ting stocks. But it also has reduced 
the number of sharp used units in 
the hands of franchised dealers. 


Some of the curtailment in used- 
car stocks can be traced to lighter 
new-car sales. 

“We're just not getting the trade- 
ins,” said a Midwest metropolitan 
dealer. “Another thing, as used-car 
prices adjust to the situation, a 
lot of buyers find it more attractive 
to keep their old cars as second 
cars instead of trading them in. 


“They’ve begun to figure out 
where the overallowance is coming 
from.” 

7 * *” 
G(arawep strength was dem- 
onstrated last week by the seg- 
ment of the wholesale market rep- 
resented by used-car auctions. 


Last week, although consign- 
ments were down—a reflection of 
lower used-car stocks—the per- 
centage of sales held at a hand- 
some level and the overall aver- 
age price was cut by a modest $2, 
to round out at $878. That rep- 
resents a price average higher 
than it was five weeks ago. 

Except for wide fluctuation at 
the top of the index, prices stayed 
within a few dollars of previously 
established averages. Adjustments 
on ’56s and ’55s virtually cancelled 
each other. 

The price of ’56s was pared $42 
to $2,296, but the price of ’55s went 
up $31 to $1,663. 

Elsewhere on the 
were: ’52s up $3 to $487, and ’50s, 


up $4 to $224. 
Losses were: °53s down $2 to 
$752; 51s down $2 to $318; ’54s 


down $4 to $1,073, and ’49s down 
$5 to $190. 


index, gains’ 


‘Butler Measure 


<° Studied by NADA 


Decision on Support 
Awaits Legal Report 


(Continued from Page 1) 


with indications that they are 
ready to work out dealer-factory 
problems, legislation will not be 
needed.) 


* * * 


TH reference to the Butler 


bill, Bell said that NADA is 
grateful for any effort to help 
dealers. 


During the Purtell hearings 
last year, NADA was at odds 
with Senator Butler, who is a 
Maryland Republican. Now, how- 
ever, dealers say that Butler has 
become more familiar with dealer 
problems and his attitude has 
changed. 

His bill, which would give dealers 
injunctive relief on cancellations 
and enable them to sue for dam- 
ages in federal court, was believed 
written by the son of a former 
dealer. The son is counsel for a 
Senate subcommittee and consid- 
ered a very able lawyer. 

7 - * . 
ENATOR BUTLER told Avrto- 
MoTIVE News last week that he 
had refrained from introducing his 
bill in the hope that “manufac- 
turers would voluntarily, and in 
good faith” sit down with dealers 
and give them a valid contract 
which would submit franchise 
termination to an independent ar- 
bitrator. 


“The manufacturers could 
have done this, but they have 
refused to even go this far in 
giving dealers their ‘day in 
court.’ Therefore some legislative 
aid on a Federal basis seems to 
be in order,” he said. 

The senator stressed that it al- 
ways had been his principle to 
keep Government out of what 
normally should be private busi- 
ness. “Only as a last resort ... 
have I recommended Federal leg- 
islation,” said Senator Butler. 

He rapped the present factory- 
dealer contracts because they gave 
the manufacturer the sole decision 
as to termination. 

* = * 

“ Wwe HAVE to recognize that if 

a dealer has little or no 
enforceable security or right to 
hold on to his franchise, he is 
likely to purchase unwanted mer- 
chandise and then do abnormal, 
unnatural and indeed even decep- 
tive or fraudulent things in order 
to stay solvent,” the senator said. 

He cited two cases, one against 
Chrysler, the other against Ford, 
as illustrations that factories by 
“contract drafting skill” have de- 
nied dealers their day in court. 

“In other words,” Senator But- 
ler said, “the manufacturer has 
them ‘over a barrel.’” 

He said he believed that Senator 
A. S. Mike Monroney’s question- 
naire made “crystal clear” the fact 
that manufacturers “extort orders” 
from dealers. 

* * ~ 


ENATOR BUTLER outlined 
what, in his opinion, a factory 
could do to gain relief if a dealer 
wouldn’t pick up his sales effort. 
He said that the manufacturers— 
unless it had agreed otherwise— 
could franchise another dealer or 
dealers in the same area. 

“Now,” he interjected, “I don’t 
mean ‘stimulator’ dealers. I don’t 
mean that a manufacturer can 
subsidize or give competitive ad- 
vantages to the new dealers. 
Such preferred dealer setups 
might well be in violation of our 
present antitrust laws.” 

His point was that if the avail- 
able market is there and if exist- 
ing dealers‘are not tapping it and 
if more private dealer capital can 
be induced to come in on an equal 
competitive footing with the exist- 
ing dealers, then the manufacturer 
will get his “penetration of the 
market” or his “percentage of price 
class.” 


“And he'll get it without coerc- 
ing his presently franchised deal- 
ers, many of whom have labori- 
ously and honestly developed their 
particular market over the years,” 
he said. 





4 





oe 


..-helps us close sales” |... 


M. R. (CY) YOUNG, Worden-Young, Inc., Baltimore, Maryland. Mr. 


Young is regional chairman of Dodge Dealers Advisory Conference. 


““We’re sold on CoMMERCIAL CREDIT PLAN for four basic reasons. 
For one thing, it protects the dealer financially. For another, 
ComMMERCIAL CreEpiIt’s credit investigation and collection serv- 
ices are nation-wide and efficient. Also, the local office works 
closely with us on any problems that arise. But most important 
—by benefiting the customer—the plan helps us close extra 


? 


sales. And closing sales keeps us in business.’ 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete in- 
formation about CommerciaL CrepiT PLan. 
Why not do it today? 





is COMMERCIAL CREDIT CORPORATION 


(TO haa A service offered through subsidiaries of Commercial 
Teta ae 0A Credit Company, Baltimore . .. Capital and Surplus 


over $180,000,000 ... offices in principal cities of the 
: Se United States and Canada. 
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From Indiana: ‘We Don’t Sell the Cheapest’. . . 





Sensible Ads Challenge Blitzers 


PENNSYLVANIA dealer, cru-| buying a new car.” It offered free|in a television commercial. “If you | 


sading against blitz advertising,| copies of a “New Car Buyer’s| want furniture,” it said, buy it at 
recently told his local association, | Guide” which, it said, “describes in| at a furniture store.” 


“Sell the product and not the deal.” | detail all the selling tricks used by 


Nick Bianchi, of Mont Clare, said 


There are unmistakable signs that| many automobile dealers and gives | the firm has been using the no- 
this line of thinking is gaining| tips on how to get an honest deal.” | gimmick type of advertising three 


strength around the nation. nth Tx: 


years and that it has been very 


The ad blitz isn’t over. Far ONT CLARE (Pontiac), Chica- | successful. 














HE blitzers would call that 
heresy. Brook continued, “We 
just sell top values at reasonable | 
prices . . . And remember; Our} 
cars make good, or we do!” 
Jaeger Oldsmobile, Milwaukee, | 
presented a lesson in advertising | 





from it. It’s still possible to find go, slapped the giveaway dealers | 
kind of inducement to get the » 
buyer’s name on the contract, New N A D A Chief 
but the common-sense approach 
Ter Has Been a Dealer 
For example, Brook Motor Sales, 
Inc. (Studebaker), Mishawaka, Ind., For 25 Years 
week when it announced: “We| ley, NADA’s new president, has 
don’t sell the cheapest. We require| heen a dealer 25 years and has 
some downpayment. We aren’t in| spent more than 
automobile bu si- 
ness. 
He heads Bene- 
lac-Pontiac- 
GMC), Norwich, 
N. Y. The firm 
and economics. “We spend seven | 1905 and Fribley 
times as much to recondition our joined it in 1931.| 
used cars as we spend to adver- He entered the 
“The reason? To secure that sat-| 1925 as a sales clerk in Cadillac's 
isfied customer advertising that| Detroit branch and rose to zone| 
can’t be bought with money.” manager before becoming a dealer. | 


dealers offering almost every 
is becoming more and more ap- 

probably startled a few buyers last} WASHINGTON.—Carl E. Frib- 

business to give anything away.” 30 years in the 

dict Corp. (Cadil- 

was organized in 

tise them,” Jaeger said. Cast E. Fribley auto business in| 
In Shreveport, La., Andress 


But there is no shortage of 


giveaway ads. One of the most 
astounding found by Automotive 
News last week came from 
Knippel-Selig (Ford), Milwaukee. 


4 * * 
CONOMY MOTORS, INC. (Hud- 
son), Evanston, IIll., capitalized 


on the recent Chicago boat show 
and said it would give an outboard 
motor and an aluminum car-top 
boat with each Rambler Cross 
| Country. 


Two Indiana dealers got into the 


act. Morley Pontiac, Valparaiso, 
mentioned a week’s lodging at a 
Florida resort for the customer 
and his family with each new- 
car sale, and L. O. Gates (Chev- 
rolet), Mishawaka, offered to pay 
the additional personal-property 
taxes on any ’56 Chevrolet sold 
during February. 


The weatherman figured in an ad 


Fribley was NADA’s first vice-|by Toohey Motors Co. (Ford), 


(Ford), shouted: “Let’s face the| president last year and has been| Pittsburgh. It offered “$25 cash if 


facts. You, the customer, get a 
daily barrage of price deals, gim- 
micks and comeons. With this 
bombardment continuing, which 
way are you to turn? | of the national affairs and industry 
a we relations committees. 

“ANDRESS takes this‘ stand:| He was president df the New) 

First, Andress sincerely wants| York State Automobile Dealers | 
your business. Second, Andress is; Assn. from 1945 to 1947, is a life 


relations and magazines commit- 


New York State director since 1949. | YoU deal while it’s snowing.” Too- 


He also has headed NADA’s public | hy urges customers to buy “be- 
| fore new Pennsylvania sales tax 


” 
tees and has been vice-chairman | ‘2W- 


* + * 


A FEW weeks ago, NADA and 


the Assn. of Better Business 


| Bureaus issued a 24-point set of : 
| standards for advertising and sell-| come in the U. S. totalled a record 


a volume dealer. We KNOW we|director of that group and was| ing automobiles. 


can sell you a new Ford car or! named its “Dealer of the Year” in| 
truck as low as anyone else.” 1953. 

Andress then mentioned other Fribley was born in Chicago and 
advantages such as large selec- | spent his boyhood in Minnesota. 
tion, well equipped service de- | He was graduated from the Univer- 
partment and experienced me- | sity of Minnesota in 1922 and re- 
chanics. ceived a master’s degree from Har- 

Mitchell & Boyer, Inc. (Lincoln-|vard Business School two years 
Mercury), Minneapolis, urged|later. He is married and has two 
buyers to “get the true facts on| daughters. 





Factories Cite Dealer Duty .. . 


“We Can’t Do Everything’ 


By Maynard M. Gordon der his employ when he ran a 
News Editor dealership. 

DETROIT. — The factories are “None of the other salesmen 
doing more than ever before to cul-| liked him because he was selfish,” 
tivate strong, prosperous dealers.| the AMC executive said. “But he 
But they can do only so much. stuck to his guns, making a fixed 

That was the upshot of a Detroit} mumber of demonstrations and 
Sales Executives Club panel last| Prospect calls every day. And he 

drew $12,000 a year at a time of 
national recession.” 

Asked what a salesman should 
or can do when a prospect accepts 
a $25-lower deal down the street, 
Abernethy replied: 

“A good salesman wouldn’t let 
the customer get out the door with- 
out a signed agreement—and a de- 
posit. A good salesman would more | 
than make up for the $25 or $50) 








(Continued on Page 41, Col. 3) 


Point No. 18 reads: “Undersell- 


ing claims—Unsupported undersell- 
ing claims are viewed as not in 
the public interest and shall not 
be used, because it is obvious that 
no dealer can be fully informed 
about every competitor’s prices at 
all times.” 


The wording is clear enough 


but many dealers must feel it 
applies only to the guy down the 
street. 


For example: Barron Ford Sales, 


Clairton, Pa. — “We will not be 
undersold during this sale.” Grove| record sales, Chrysler Corp.’s net} 
Chevrolet, Brooklyn, N. Y.—‘‘Grove 
. . . gives you the unbeatable deal 
on the 1956 Chevrolet.” 


* * * 


OINT No. 23 of the NADA-BBB 
code condemns “name your own 


deal” ads, saying: “Such state- 
ments are obviously untrue and 
shall not be used.” 


But they are being used. Syca- 


more Motors, Inc. (Dodge- 
Plymouth), Cincinnati, conducted 
|a “marathon sales spree” of 60 new 
units and advertised: “Regardless 
of price or compeition, these cars 
will be sold.” ‘ 


And Buxton Motors, Portland, 


Ore., the northwest’s first exclu- 
sive Plymouth dealer, celebrated its 
new status with: “We’ll deal on a 
new Plymouth for money, marbles 


or chalk.’ . . . The deal is yours— 
we've thrown our list price out the 
window.” 








y a mee 
Roy Abernethy Clare E. Briggs 


week, in which reports on factory- 
dealer relations were given by Roy 
Abernethy, American Motors mar- 
keting vice-president, and Clare E. 
Briggs, Chrysler division sales vice- 
president. 


“A factory isn’t worth a nickel 
without a strong dealer body,” 
Abernethy declared. 


But the veteran sales chief and 
former dealer cautioned dealers 
against expecting the factories to 
take over such activities as sales- 
men’s training. 

“We should provide the training 
tools, but the dealer himself has to 
do the rest,” Abernethy said. 

Briggs said Chrysler Corp. divi- 
sions were fully cognizant of the 
fact that a “poor salesman gives 
the whole industry a black eye.” 

“Enthusiastic salesmen employ- 
ing creative selling methods are a 
foremost need in our business,” 








Briggs told a quéstioner. “Not| Tire Dealers Tour Armstrong Plant— 


enough is being done to develop National Tire Dealers and Retreaders Assn. officials pose with P. L. Giblin, sales| scheduled to have been built in 
such salesmen in the field.” vice-president, Armstrong Rubber Co., during a tour of the firm's plant in West Haven, | Columbus, O., but was transferred 

Abernethy chimed in with a rec-| Conn. From left are Joseph A. Abel, NTDRA director; Giblin; William Marsh, NTDRA| to Indianapolis after the company 
ollection of the best salesman un-| executive secretary, and Ben Wilbanks, NTDRA president. 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


| (CApteo Auction. Sales every Wednesday and Friday.) 


February 8 | Crest (8) Victoria, $1,155*, $1,145*, 


(Weather clear. Prices up about 
$50. Sold 121 cars out of 171 offer- 
ings.) 

BUICK—’56 Special conv., $2,650. °55 
RM coupe, $1,900* (ps); Special 
Riviera, $1,975*; Super 2-dr., $1,900*. 
’54 Super Riviera, $1,545*; sedan, 
$1,420*; RM sedan, $1,405* (ps); 
Special sedan, $1,290*, $1,205*; Cen- 
tury sedan, $1,600*. '53 Super conv., 
$1,010*; sedan, $845*, $825, $700*. 
52 RM Riviera, $635*. °51 Super 2- 


Fs dr., $360*. °50 Super 2-dr., $265*. 

The firm offered a 21-inch color|| CADILLAC — '55 (62) conv., $3,800* 
iT i e ‘ | (ps). °51 (62) coupe, $1,180* (ps). 

| Vv set ae ach new a — CHEVROLET—’55 Two-ten (8) station 

set 1S va ue at $795, the ealer- wagon, $1,740*. ‘'54 Two-ten 2-dr., 

ship said. $860, $815. °53 Bel Air conv., $850*; 


| sedan, $630*; One-Fifty 2-dr., $560*; 
Carryall, $590. °52 SL Deluxe sta- 
tion wagon, $650; Business coupe, 
$570*; 2-dr., $425; °51 SL Deluxe 
coupe, $460, $410*; 2-dr., $300. °50 
SL Deluxe 2-dr., $225. 

CHRYSLER—’54 Windsor sedan, $1,- 
290* (ps). °53 Windsor sedan, $810*, 
$600. 

DeSOTO—’'55 Fire Dome (8) Hardtop, 
$2,100* (ps); Custom coupe, $1,815*; 
sedan, $1,700* (ps). °53 Custom 
sedan, $755*, $670*, $640*. °52 Cus- 
tom sedan, $310*. 

DODGE—’55 Coronet (8) sedan, §$1,- 
470*. °53 Coronet (8) sedan, $670, 
$655, $650*, $625, $695*; 2-dr., $460*. 
’52 sedan, $285*. °51 coupe, $260*. 

FORD—’56 Custom (8) 2-dr., $1,620*; 
55 Custom (8S) station wagon, §1,- 
480*; 2-dr., $1,300, $1,175; Custom 
(6) sedan, $1,325*; 2-dr., $1,175. '54 


$1,125*; Custom (8) sedan, $825, $675; 
2-dr., $890; Custom (6) 2-dr., $850, 
$820*, $650. '53 Crest (8) Victoria, 
$950*; Custom (8) sedan, 775°, 
$740*, $690, $600; Custom (6) 2-dr., 
$620*; sedan, $490; ‘%-ton pickup, 
$450. °52 Main (8) Ranch Wagon, 
$685; sedan, $330; Crest (8) Vic- 
toria, $660*. ‘51 Custom (8) Vic- 
toria, $480*; 2-dr., $275, 
HUDSON — ’'53 Hornet sedan, $570*. 
’52 Hornet sedan, $270*. 
LINCOLN—’54 Capri sedan, $1,460*. 
"52 Cosmopolitan sedan, $600*, $535*. 
MERCURY—’55 Monterey Hardtop §$1,- 
980*. °53 Custom Hardtop, $975*; 
sedan, $820*. ‘52 Custom 2-dr., 
$425*. °'50 coupe, $270*. 
NASH—’53 Rambler 2-dr., $700, $625; 
station wagon, $575. 
OLDSMOBILE—’55 (88) Holiday, $2,- 
280* (ps); sedan, $1,715*. °54 (88) 
sedan, $1,490*. °53 (98) sedan, $1,- 
O70* (ps); (88) 2-dr., $1,000*, $850*. 
PACKARD —’52 2-dr., S380. 
PLYMOUTH ’55 Savoy (8) station 
wagon, $1,350. ’54 Plaza sedan, 
$735. °53 Cranbrook station wagon, 
$695; Belvedere, 3660, $625. "52 
Cranbrook 2-dr., $315. 
PONTIAC—’56 Chieftain (8) Catalina, 
$2,350* (ps). °55 Chieftain (8) 2-dr., 
$1,550*. "53 Chieftain (8) sedan, 
$850*, $695*; conv., SS805*; 2-dr., 
$605*; club coupe, $750*. '51 Silver 
Streak (6) 2-dr., 2 at $315*. 
STUDEBAKER "55 Commander 
coupe, $1,350*; Champion 2-dr., $1,- 
200*. °54 Champion Hardtop, $950. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on 





Pages 37, 38, 39, 40. 


U.S. Pocketbook Swollen 


By Peak Personal Income 


| 
| 
} 


WASHINGTON.—Personal in- 


$303.5 billion in 1955, some 5.5 per- 
cent higher than the previous rec- 
ord set in 1954, the Commerce De- 
partment reported last week. 
Furthermore, the department 





| DETROIT.—Riding a crest of 


earnings in 1955 rose to $100,063,330, 
a gain of 440.4 percent over 1954, 
the company’s annual report dis- 
closed last week. Earnings in 1954 
totalled only $18,516,770. 

Combined sales of all Chrysler 
products last year amounted to an| 
unprecedented $3,466,222,350, com- 
pared with sales of $2,071,597,960 | 
the year before. The 1955 sales gain 
was 67.3 percent. 

Earnings in 1955 represented a 
return of 2.89 percent on sales, 
| compared with 0.89 percent in 1954. 

Car and truck sales of Chrysler 
Corp. and foreign subsidiaries in 
1955 totalled a record 1,579,215 
units. The previous record was 1,- 
473,893 units sold in 1951. 

A 75-cent dividend was declared 
on Chrysler stock. 

F. W. Misch, the corporation’s 
financial vice-president, was elected 
to the board of directors, succeed- 
ing the late G. W. Troost. 


Indianapolis Site 
Selected by Ford 


DEARBORN. — Ford Motor Co. 
has selected a site in Indianapolis 
for its new steering gear and cold 
heading plant. 

S. W. Ostrander, vice-president 
and group executive said final ap- 
proval of the 170-acre site is de- 





pendent upon securing satisfactory 
road, sewer and water services. 

The factory is the 37th new plant 
to be announced or completed by 
Ford since 1946 and is the latest 
project in the company’s $3,750,000,- 
000 postwar expansion moderniza- 
tion and tooling program. Comple- 
tion is scheduled in mid-1957. 


The steering plant was originally 


failed to get zoning clearances. 


Top $100 Million | 


said, income in December ran at 
an annual rate of $315 billion. 

The department’s report indi- 
cated that the U. S. Treasury will 
be getting more than the $64.5 bil- 
lion in revenue now estimated for 
the current fiscal year. 

Other things being equal, it is 
|indicated that the Government 
should wind up the year with a sur- 


Chrysler’s Profits i hundreds of millions of dollars 


| 


jlarger than the $200 million esti- 
‘Soar 440) Pct., |mated by President Eisenhower in 


| his budget message. 

George Humphrey, secretary of 
|the Treasury, said when the bud- 
get was submitted that the Govern- 
|ment estimated personal income in 
1956 would total about $312 billion. 

If this estimate is correct, it 
would indicate a rise in total per- 
sonal income of about $8.5 bil- 
lion over the 1955 total. The 
1955 total was $15.5 billion higher 
than 1954’s total. 

The Commerce Department said 
that virtually all segments of the 
economy—except agriculture—paid 
higher incomes to individuals in 
1955 than in 1954. 

Dividend disbursements were up 
12 percent during the year, while 
nonfarm income and income from 
interest rose 6 percent. 

Farm income dropped 5 percent. 








Clara Jo Visits Motorama— 


Four-year-old Clara Jo Proudfoot, na- 
tional Easter Seal poster girl for 1956, is 
greeted by Harlow H. Curtice, GM presi- 
dent, as she visits General Motors Motor- 
ama in Miami. The youngster will tour 
many states during the campaign of the 
Assn. for Crippled Children and Adults. 
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HOW do 
advertisers 
rank 


Philadelphia 
hewspapers? 


First in National Advertising 


First in Retail Advertising 


First in Classified Advertising 


First in TOTAL Advertising 














INQUIRER 
39,200,000 lines 


BULLETIN 
31,800,000 lines 













In 1955, The Inquirer published the largest volume of advertis- 
ing ever carried by any newspaper in the history of Philadelphia 
— 39,200,000 lines...a gain of 2,000,000 lines over 1954 
...a leadership of 7,400,000 lines over the 2nd newspaper. 












1955 marked the 22nd consecutive year that advertisers have 
made The Inquirer their first choice for sales in Delaware 


Valley, U.S.A. 






The Philadelphia Pnquirer 


Constructively Serving Delaware Valley, U.S.A. 


Exclusive Advertising Representatives: 

NEW YORK—ROBERT T. DEVLIN, JR., 342 Madison Ave., Murray Hill 2-5838; 
CHICAGO—EDWARD J. LYNCH, 20 N. Wacker Drive, Andover 3-6270; 
DETROIT—GEORGE S. DIX, Penobscot Bldg., Woodward 5-7260. 


West Coast Representatives: 
SAN FRANCISCO—FITZPATRICK ASSOCIATES, 155 Montgomery St., Garfield 1-7946; 
LOS ANGELES—FITZPATRICK ASSOCIATES, 3460 Wilshire Boulevard, Dunkirk 5-357 
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NEW YORK. — The American 
Assn. of Advertising Agencies has 
signed a consent decree in Federal 
District Court in which it agreed 
not to make any effort to fix com- 
missions received by agencies for 
placing newspaper and magazine 
advertising. 

The association also agreed to 
refrain from eight other specific 
acts including participation in 
moves to ban fee-splitting and 
rebates. With the signing, the 
Justice Department dropped civil 
antitrust proceedings against the 
group. 

However, the Sherman Act suit 
against five other defendants was 
not affected by the decree. 

The other defendants are the 


Rueseler Honored 


CAPE GIRARDEAU, Mo.—Vin- 
son A. Rueseler, president of Ruese- 
ler Motor Co., has been selected as 
Cape Girardeau’s outstanding young 
man of 1955. 





IN A QUALITY CONTROL LABORATORY, chemical analyses, 
such as these, are run on every heat. Then... 





THE ANALYSES are telautographed immediately to the melter 
so he can add elements to meet customer’s requirements, 


Ad-Fee Decree Signed 


AAAA to Drop Commission-Fixing Activities; 
Suit Against Publishers Continues 





AUTOMOTIVE NEWS, FEBRUARY 13, 1956 
“a polite term for a continuing oo —=_ZZ_|Moran Awarded 





American Newspaper Publishers 
Assn., Publishers Assn. of New 
York City, Associated Business 
Publications, Periodical Publishers 
Assn. of America and Agricultural 
Publishers Assn. 

The antitrust action was filed last 
May. It contended that the six de- 
fendants adopted substantially uni- 
form standards for the recognition 


|of advertising agencies, and that 


this uniformity was enforced strictly 
and led to restraint of competition. 

It further was charged that 
prior to 1917, agencies competed 
on a price basis but that a year 

later, agreements involving a 
“concert of action” came into be- 

ing under which agency commis- 

sions now are fixed at 15 percent. 

Agencies not complying are boy- 
cotted, it was charged. 

Commenting on the consent de- 
cree, Richard W. Slocum, ANPA 
president, said his group would re- 
sist a similar action. He called it 





injunction,” and noted that parties 
to it are “subject to contempt pro- 
ceedings at the will of the Justice 
Department.” 


To comply with the decree, the 
advertising association will have to 
make certain changes in basic 
documents on agency service stand- 
ards, standards of practice, mem- 
bership qualifications and applica- 
tion forms and the copyrighted 
standard form or order blank for 
publications. 

The AAAA was authorized in 
the decree to continue its trade 
association functions not conflict- 
ing with the consent decree. No 
changes in its constitution or by- 
laws will be required. 


Frederic R. Gamble, AAAA presi- 
dent, said the judgment had made 
it clear that the association “denied 
the offenses charged and asserted 

. innocence of any violation of 
law.” 

Despite the restrictions placed 
upon the trade association, the 
judgment pointed out that nothing 
in it should be construed to pro- 
hibit any of the more than 300 
member agencies from “severally 


|taking any action denied to the 


consenting defendant.” 
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GIVE YouR CAR THE Loncer 


LOOK WITH SFALSIES/ THE 


T MAKES A RUNT 
FRONT ernie OUT? 













“Why not?—Continental rears 
went over big.” 





Dealers Get Colo. Jobs 
DENVER. — Two Colorado auto 


and Frank Ghent, Fort Collins, 
| have been named to four-year terms 
}on the State Highway Commission 
by Gov. Ed C. Johnson. 








How much does quality weigh? In the photograph above, a test 
sample is being weighed for chemical determinations. Tests like 
this give our open-hearth operators a running check on molten 
steel while it is still in the furnace, enable them to pour heat after 
heat of high and uniform quality. 


In every department at Great Lakes Steel, from raw material 
docks to delivery of finished steel, the emphasis is on quality— 
on seeing that customers receive steel that meets their par- 
ticular requirements. 


Do you have a manufacturing problem involving’ flat-rolled steel? 


of our entire organization. 


A call to Great Lakes will make available to you the experience 


GREAT LAKES STEEL CORPORATION 


Ecorse, Detroit 29, Michigan © A Unit of 





District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, Houston, Indianapolis, Lansing, 
Los Angeles, New York City, Philadelphia, Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 


<= | Moran 


dealers, Joseph J. Marsh, Denver, | 


Ford Franchise; 


Dealers Protest 


| CHICAGO. — Despite the pro- 
| tests of many Chicago area Ford 
|dealers, Jim Moran has_ been 
| awarded a Ford franchise in this 
|area effective March 1. The ap- 
| pointment was confirmed last week 
by Ford division’s district office 
here. 

heads 
Inc., 


Courtesy Motor 


Sales, one of the nation’s 


_ |largest Hudson dealerships. 


The Metropolitan Ford Dealers 
| Assn. has wired Henry Ford II to 
| protest Moran’s appointment. They 
| charged that too many complaints 
| have been filed against Moran with 
the Chicago Better Business Bu- 
reau and that he has been expelled 


from the Chicago Automobile 
| Trade Assn. 


He was ousted from the trade 
| group, it was reported, because of 
a practice of advertising new-used 
cars on television—particularly the 
| showing of a Pontiac on the day 
|the car was being introduced. 

As a Hudson dealer, Moran’s 
selling activities resulted in several 
suits by groups of dealers against 
Moran and the factory charging 
violation of the Robinson-Patman 
| Act in the alleged payment of spe- 
cial factory rebates to the dealer. 
It was reported that several dealers 
quit Hudson because they objected 
to Moran’s practices and to the 
alleged factory favoritism being 
shown him. 


'UMS Appoints 15 
To Distributor 
Council for 56 


DETROIT.—Roland S. Withers, 
general manager of General Mo- 
tors’ United Motors Service divi- 
sion, has named 15 men to the 
UMS distributorse council for 1956. 


The council will meet at least 
twice during 1956, Withers said. 
The group has been called an im- 
portant force in bringing distribu- 
tors and UMS personnel closer 
together through discussions of 
advertising, promotion, policy, mar- 





keting, service, cataloguing and 
products. 

The 1956 members are: C. J. 
Ross jr., Ross Sales Co., Flint; 


E. M. Gass, Gibson Co., Indianapo- 
lis; C. M. Scates, Ozburn, Crow & 
Yantis, Memphis; Phillip Freeman, 
Superior Electric Service, Cam- 
bridge, Mass.; John _ Reynolds, 
Strauss Frank, Houston; Edward 
L. Kelley, Automotive ignition, 
Pittsburgh; Frank H. Saltz, Motor 
Parts & Equipment, La Crosse, 
Wis.; Marty Lipschutz, Jamaica 
Battery & Engineering, Jamaica, 
Long Island, N. Y. 


James C. Parker, Sharp Automo- 
tive Supply, Chattanooga, Tenn; 
Don S. Allbright, Allbright’s, River- 
side, Calif.; Gordon E. Johnson, 
Auto Spring and Bearing, Roanoke, 
Va.; Basil Ryan, Car Parts Depot, 
El Paso, Tex.; A. P. Johnson, Cum- 
mings & Emerson, Peoria, III; 
Wallace D. Craig, Craig Motor 
Service, Fairmont, W. Va.; and 
Victor L. Toft, Sidles Co., Omaha. 








Binns Appointed 


To NADA’s Staff 


WASINGTON.—Frederick J. Bell 
last week announced the appoint- 
ment of John E. Binns to the staff 
of NADA. Bell 
said Binns would 
direct manage- 
ment services. 

Binns, formerly 
with the Ameri- 
can Manage- 
ment Assn., wil! 
conduct seminar 
and group dis- 
cussions with 
NADA members 
across the nation, 

é. &, Eames Bell said. 

Binns was director of public re- 
lations and executive assistant to 
the president of AMA, which he 
joined in 1951. Bell said the groups 
attending the discussion would be 
held to a limited attendance to 
give greater opportunities for in- 
dividual participation. 
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Introduced by Roosevelt . . . 





Bill Would 


Safeguard 


Small Businessman 


WASHINGTON. — A bill “for; 
freedom of choice in trade and the 
protection of small business” was| 
introduced in the House last week} 
by Rep. James Roosevelt, California | 
Democrat. 

The bill, which would amend | 
Section 3 and Section 4 of the 
Clayton Act, supersedes a bill | 
introduced by Roosevelt at the | 
last session. 


Roosevelt, in introducing the bill, | 
said it was written out of his | 
experiences as chairman of the 
House Small Business Committee. | 

Hearings by that committee, he 
said, disclosed that many small 
businessmen are controlled and 
often exploited by supplier firms 
through such devices as short-term | 
leases, refusals to sell, contracts and | 
franchises with arbitrary cancella- | 
tion provisions. 

“We have found,” Roosevelt 
said, “that while many large sup- 
pliers represent to their own 
dealers and to the public that the 
dealer is an independent business- 
man, in practice the supplier | 


GM, I-H Spend 
$420 Million in 


Illinois in Year 


CHICAGO.—General Motors and | 
International Harvester Co. spent | 
some $420 million in Chicago and | 
illinois last year, according to| 
figures revealed by the two com- | 
panies. 

International said it spent $251 | 
million in the Chicago area. The 
company paid its 22,500 employes | 
more than $120.5 million in wages | 
and salaries and paid another | 
$118.5 to 2,187 local suppliers and | 
utility firms. Taxes topped $12 mil- | 
lion. 

GM said its Illinois manufactur- 
ing plants spent nearly $80 mil- 
lion with 2,500 Illinois companies 
during the year. In addition, GM 
said, its operations in other states 
paid Illinois firms more millions 
for supplies. 

The corporation said its total 1955 | 
employment in Illinois plants was | 
about 18,000 with a payroll in ex- 
cess of $88 million. 


Wolfers Steps Up 
In Willys Export 


TOLEDO. — Appointment of 
Roger Wolfers as sales vice-presi- 
dent of Willys- Overland Export 
Corp. was an- 
nounced last week 
by Hickman Price 
jr., president. 

Wolfers had 
been sales man- 
ager of the cor- 
poration since 
November, 1954. 

After serving in 
Belgian posts 
; with General Mo- 

E tors and Chrysler 

Roger Wolfers Corp., Wolfers 
joined Willys in 1952 as regional 
manager for Western Europe. He 
later was sales manager for Eu- 
rope. He later was sales manager 
for Europe, Africa and the Near 
East. 














| 





Giant Operation 
General Hikes Facilities 


For Large Tires 


AKRON.—A million-dollar expan- 
sion in “giant” tire production and 
the development of a dual-purpose 
off-the-road giant tire have been 
disclosed by L. A. McQueen, sales 
Weeppeesount, General Tire & Rub- 

er. 

McQueen said the tire is 12 to 15 
percent wider at rim and tread and 
is tougher and more adaptable to 
variations in terrain. He said it was 
designed to meet the needs of con- 
struction and earth-moving equip- 
ment operators. 

Speaking of the expansion plan, 
McQueen said, “The big-tire market 
offers one of the greatest growth 
eas in the rubber indus- 
ry.” 


denies the dealer the freedom and 
rights of an independent busi- 
nessman.” 

Roosevelt’s bill would: 

1. Expand the present law to 





Vinyl Flooring Makers 


Added to Rubber Assn. 

NEW YORK.—The Rubber Man- 
ufacturers Assn. has expanded its 
activities to include manufacturers 
of vinyl floorings, according to R. 
R. Ormsby, association president. 

Seven companies were repre- 
sented at the organization meet- 
ing. They were: American Biltrite 
Rubber Co., Trenton, N. J.; Dan- 
bury Rubber Co., Danbury, Conn.; 
B. F. Goodrich Co., Watertown, 
Mass.; Goodyear Tire & Rubber 
Co., Akron, Hewitt-Robins, Inc., 
Fremont, O.; Kentile, Inc., Brook- 
lyn, N. Y. and Vinyl Plastics, Inc., 
Sheboygan, Wis. 


Win a 






20—Ist PRIZES 
$1,000.00 SAVINGS BONDS 





20—2nad PRIZES 
BENDIX DUOMATIC WASHERS 
AND DRYERS 


FRAM CORPORATION, Providence 16, R.1. 
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CAR 
$110, 
CONTEST 


for dealers and wholesaler salesmen 


make illegal those acts which pre- 
vent a lessee or purchaser from 
using or dealing in goods of a 
competitor of the lessor or seller, 
and also any conduct “which 
operates against freedom of choice 
in using or dealing in such goods.” 

2. Specifically define as_ illegal 
exclusive dealing practices where 
their “effect ... may be to prevent 
or eliminate a substantial amount 
of competition in any section, com- 
munity or trading area.” 

3. Provide that a private liti- 
gant, when successful in obtain- 
ing relief in an action in equity, 
shall recover from the defendant 
his cost of suit and a reasonable 
attorney’s fee. The present law 
provides for such compensation 
only in an action at law. 


4. Provide that a plaintiff may at 
any time ask the court to determine 
and certify whether his cause of 
action is or is not based upon 
probable cause. If the court certifies 
that the action is based upon 
probable cause, the plaintiff, even 
if he should not win the final judg- 
ment, would be entitled to recover 
from the U.S. his cost of suit and 
reasonable attorney’s fees. 





At Saturday Evening Post Breakfast— 


The retiring and newly elected NADA presidents and their wives were among the 
guests who attended the annual breakfast sponsored by the Saturday Evening Post 
Roosevelt said this provision| during the NADA convention in Washington. From left are Mrs. Carl E. Fribley, R. S. 
would encourage private antitrust| Daley, Post representative; Mrs. Frank H. Yarnall; Hamilton Cochran, Post automotive 


manager; Yarnall, retiring NADA president, and Fribley, NADA president. 
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enforcement. 
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100—5Sth PRIZES 
BLACK & DECKER 
DRILL KITS 


HUNDREDS OF 
ADDITIONAL 
PRIZES! 


SEE YOUR WHOLESALER SALESMAN 


24—3rd PRIZES 
21” PHILCO TV SETS 


OIL *« AIR * FUEL «© WATER 





40—4th PRIZES 
8MM REVERE CINE CAMERAS 


Fram Canada Ltd., Stratford, Ont. 


Management team at England Packard—Ed England and his wife Naomi, go over eaten up by lop-sided inventories, tremendous overhead, volume sales promotion 
dealership financial statement. “Here’s one of the best parts of being a Packard drives.” Read the rest of Mr. England’s story. Find out how a Packard Dealer can 
Dealer’’ says England, “‘because profits you put into the books stay there; they aren’t make a living and do some living at the same time in today’s market. 


“My profits are helped by substantially higher-than-average service absorption, “I’m able to provide my family a better living—and be with them more to enjoy 
too, which is 70%, and going up from a ‘packed house’ in the service department it ... as a Packard Dealer. I also have time to take part in clubs and service organi- 
and the best body shop in Harrisburg. All this because people know our service zations in town. And, wherever I go, I share in the stature and advantages of 
matches our great Packard and Clipper cars.”’ Packard’s new factory-dealer team.”’ 
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“When You're a Packard Dealer 


You Have Markets 
and Profits 
To Call Your Own! 


says Ed England 





of Harrisburg, Pa. 


HEN YOU TALK about selling enthusiasm, you really ought to talk to 

Edwin M. England in Harrisburg. A Packard Dealer since 1951, he says 
nothing in the automobile retail world compares with the Packard way of 
selling cars. He offers convincing proof, too. 

“First of all, I like to call my own shots . . . with no over-the-shoulder 
kibitzing. I can and do, selling the Packard way! I’ve made money since my 
first month in business, with each succeeding month a better one. New cars 
... used cars... service... all turning in substantial profits and rising steadily! 

‘Sound surprising in this day of wheeling and dealing? Not if you’re on my 
side of the fence! Selling the great new Packard and Clipper cars gives me 
the selectivity every dealer wants but so few seem to achieve these days. 
Because my prospects are in the top income brackets of the medium-price 
and fine car fields, I can target my selling efforts to these select groups. So, I 





"Quotas should represent realistic goals—and they do when you’re a Packard 
Dealer. Mine are based on the market potential as J see it. What a difference! I 
can target the efforts of my sales team, and we score proportionately higher 
every time than the boys with two or three times the volume!”’ 


realize good solid profits on only one-third to one-half the volume of my 
competition. 

‘“‘When I want to step up volume, I think in terms of 2 or 3 extra Packards 
...5 or 6 extra Clippers a month—a far cry from competition’s 50 or 60 cars! 
Any wonder I’m enthusiastic for this retailing philosophy that makes so much 
good sense? 

“One thing more—and it’s just as important—as a Packard Dealer, I have 
the time to enjoy the good living I make. And, all the time, I share in the 
prestige and respect of being associated with the finest name in the business!” 

To get more detailed information on what Ed England is talking about in 
the new Packard and Clipper franchises, write direct to the Dealer Develop- 
ment Department, Packard-Clipper Division or contact the Zone Office near- 
est you (see below). This could mark the beginning of a great new year for you! 


Wherever you find the Packard name you find 





A New Era in Dealer-Factory Relations 


PACKARD-CLIPPER DIVISION « stuDEBAKER-PACKARD CORPORATION e DETROIT 32, MICHIGAN 


Where Pride of Workmanship Still Comes First 


ATLANTA—370 Peachtree, N. E.; BOSTON—20 Webster Place, Brookline; BUFFALO—1274 Main; CHICAGO—1640 N. LaSalle; CINCINNATI —2336 lowa; DALLAS—1922 Cedar Springs; DENVER—1147 Broadway; 

DETROIT—574 E. Jefferson; KANSAS CITY—2735 Main; LOS ANGELES—1000 S. Hope; MEMPHIS—830 S. Bellevue; MINNEAPOLIS—333 W. 78th; NEW YORK CITY—1861 Broadway; PHILADELPHIA—1237 N. Broad; 

PHOENIX— 400 W. Washington; PITTSBURGH — 5560 Centre; RENO — 300 S. Virginia; ST. LOUIS—2311 Hampton; SALT LAKE CITY—345 S. 2nd, East; SAN FRANCISCO—901 Van Ness; SEATTLE—1907 7th; 
SPOKANE— 330 S. Howard; WASHINGTON, D. C.—1242 24th, N. W. 








“Here's my dealership in Harrisburg—a solid, profitable business based on the 
common sense approach to automobile retailing that is the Packard way of selling 
cars. It means that selling Packards and Clippers can be pleasant as well as profit- 
able—compared with the frantic wheeling and dealing type of retail selling that 





too many dealers find themselves confronted with. It means that I can average 
more profits month per month in the model year just by concentrating on my 
selected markets, than even the big volume dealers selling on a mass basis in the 
same period of time. That to me is selling that makes sense!” 
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AUTOMOTIVE NEWS PLATFORM 
1 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gate and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 









Industry Cannot Long Delay 
Getting House in Order 


OW that NADA’s 39th annual convention is over and 

most of the precincts have been heard from, there are 
several important points to keep in mind in the current 
dealer vs. factory controversy. They boil down to these: 


1. There’s no longer any doubt that new-car dealers are 
determined to do something about alleged abuses in factory- 
dealer relations. 


2. The problems at issue are sales contracts, bootlegging, 
phantom freight, territorial security and misleading adver- 





3. Dealers are still not unanimous on how far they want 
to go on federal government control of the auto business. 
Some want full intervention, others want none, but the 
majority seems to want Congress to lay “ground rules” for 
dealer-factory relations. 


4. The factories, of course, want no part of federal inter- 
vention. They feel that all sides suffer when government 
bureaucracy enters the picture. 


This much is certain, too: Everyone, factory and dealer 
officials alike, realizes that maker-retailer relations have 
deteriorated alarmingly the past year or so. Sporadic 
attempts have been made to lessen this breach, but so far 
to little avail. 


_ We don’t profess to know what procedure is best for the 
auto business in the present controversy. We do know that 
something—something drastic—must be done if the indus- 
try is to preserve its traditional sales setup that made it 
America’s No. 1 business. 


We’re sure that neither franchised dealers nor factory 
officials want to see the auto business deteriorate into a 
supermarket operation—into chaos for the consumer. 


In view of all this, we cannot see the industry long delay- 
ing a determined effort to get its house in order. 








Events 


Dealer Conventions 


Feb. 27 — Louisiana Automobile Dealers 
— Hotel Roosevelt, New Orleans, 


May 4-5—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe, N. M. 

Moy 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 


June 25-27. — Michigan Automobile 
gl Assn., Hotel Olds, Lansing, 
ich, 


June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. : 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 
Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 
Oct. 21-23—Florida Automobile Dealers 
ann, Fort Harrison Hotel, Clearwater, 

a. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, O 
Jan. 26-30—40th annual 
tion and NAD Equipment 
San Francisco, 
* * - 


Dealer Auto Shows 


Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
“Kansas City, Mo. 

March 6-10—Charlotte Auto Show, Me- 
morial Coliseum, Charlotte, N. C. 
March 7-11—Spokane Auto Show, Coli- 

seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 13-19 — Greensboro Auto Show, 
Greensboro Tobacco Warehouse, 
Greensboro, N. C 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita, 
Kans. 

March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 

March 27-April 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C, 

March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N. C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 


NADA Conven- 
Exhibition, 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 
* * 
General 


Feb. 12-22—NASCAR Speed Weeks, Day- 
tona Beach, Fla. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif. 

March 3-l1—General Motors Motorama, 
Pan Pacific Auditorium, Los Angeles, 
Calif. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit, 
Mich, 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland, O. 

March 24-April |—General Motors Motor- 
— Civic Auditorium, San Francisco, 

alif. 

March 27-29 — Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto, Canada. 
April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston, Mass. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
Show, Exhibition Hall, Coliseum, New 
York, N. Y. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 


30 Years Ago sa 


The Big Stories 


Proof that the U. S. is the greatest motorized nation on earth is 
furnished in a list of world registrations made public by the Depart- 
ment of Commerce. The number of cars operated last year in six of 
the largest foreign countries total but 2,178,664, or about one-eighth of 
the 17,317,357 used in the U. S. The five principal countries outside the 
U. S. had registrations as follows: United Kingdom, 660,734; Canada, 
644,725; France, 450,000; Australia, 243,055; Germany, 215,150, and 


Argentina, 165,000. 


Earnings of General Motors in January established a new high for 
the month and are estimated at $7,500,000 to $8,000,000. February and 
March earnings are expected to show gains over January. 

Of the 835,749 automobiles, consisting of Chevrolet, Oldsmobile, 
Buick, Oakland and Cadillac, sold in 1925 by General Motors, approxi- 
mately one-quarter were driven away from the plants and the 
remainder shipped by railroads. Freight charges on GM cars, trucks 
and materials amounted to over $57,000,000. 









Automotive Cartoon 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 








| Terradynamics 


"The boss has that 'weed-out-the-dead-wood' 
look again!" 





Letterbox 
‘Salute to the Army... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 






and Time and Fortune, such work 
as yours is of great use in guid- 


Col. Bekker has sent me a copy); ! 
of your excellent coverage of the a. the popular press. (It’s better 
work of the Land Locomotion Lab | ‘72? ™Y article in Armor last fall.) 


\ 3 : ; Consequently I should like to 
in your Dec. 26 issue, Pioneering | : 
|New Field—Terradynamics. learn how I may obtain some dozen 


, | tear sheets of your article, to pass 

As the Army and especially Army | on to some people in the Pentagon 
mobility are matters dear to my! (especially Gen. Gavin and the 
heart—whether in uniform or out— | Chief of Staff), the Hill, and to 
I was elated to see spelled out in| Time and the Scientific American’s 
such understandable terms, what|Gerard Piel. —Garret UNDERHILL. 
should be most important for the| washington, D. C. ? 
Army’s future. _— © 

Doubtless you are aware that) : 
many combat officers (as opposed | Ambiguous 
to those of the technical services) | 
are neither technically trained, nor | 
even able to understand ordinary 
technical writing. As a result they) 
can benefit immensely from such 
treatments as you have developed 
|in the article cited above. 

Also, and I speak as a staff vet- 
eran (before World War II) and 
|contributor (in late years) to Life 





In your Jan. 23 edition you quote 
Harlow H. Curtice as saying, in 
part, as follows: “Curtice also as- 
serted that the 1957 auto models 
would be out about the same time 
as the 1956 models—.” 

Was this misquoted, misreported 
or am I too dense this morning 
to read the English? I can’t get 
any meaning out of it as the 1956 
models have been out since Novem- 
ber and the 1957 models aren’t out 
yet. Can you enlighten me? — 
R. M. Bowers, secretary-treasurer, 
Bowers-Brown Motor Co., Inc. 
(Chevrolet-Buick), Pulaski, Tenn. 

Eprror’s Nore: It was ambigu- 
ous. Mr. Curtice—or we—meant 
to say that the 1957 models will 
be introduced about the same 
time of the year as the 1956 
models were. That is, in October 
and November (1956). 

*~ cd * 


Dealer Arithmetic 


In your column, “Auto Dealer 
Changes,” it is very interesting to 
read about the number of dealers 
added by the various manufac- 
turers. Woudn’t it be just as inter- 
esting to read about the number 
subtracted? —Mickey KLENOvICH, 
Greenville, Pa. 

Epiror’s Note: Yes, it would. 
The difficulty lies in obtaining 
such figures and presenting them 
fairly. 











—From the files of Automotive News. 
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BENDIX POWER BRAKES ARE A PERFORMANCE-PROVEN SALES FEATURE 


~ Send” 





POWER BRAKES 


First in the field- 
now standard of the 
industry! 


The first practical power brake to be put on the market was 
developed and produced by Bendix. Today Bendix* Power 
Brakes are specified by practically every car manufacturer 
in the industry. 

This industry-wide acceptance of the most revolutionary 
development in braking since Bendix four-wheel brakes is 
convincing evidence of Bendix foresight in research and engi- 
neering. And the fact that today more Bendix Power Brakes 
are in use than all other makes combined demonstrates con- 


BRAKES « POWER STEERING « POWER BRAKING 
e CONSTANT VELOCITY UNIVERSAL JOINTS 
e HYDRAULIC REMOTE CONTROLS 


clusively the ability of Bendix to produce as well as to plan 
ahead for the industry’s requirements. 

Available in low pedal or high pedal designs to meet 
individual manufacturers’ requirements, Bendix Power 
Brakes are a potent source of customer good will from the 
first mile to trade-in time. 


BENDIX cicrsiss SOUTH BEND snorana 


Export Sales and Service: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


*REG. U.S. PAT. OFF. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


RODUCTION release of “Rolli- 

gon” equipped off-road vehicles 
during the next 18 months is re- 
garded as a definite possibility by 
some informed sources. Commercial 
and special-purpose equipment em- 
bodying Goodyear’s radical flexible- 
wall, air-containing roller-type 
“tire” now has progressed to ad- 
vanced stages of design and proto- 
type testing. 

Goodyear Engineer L. U. Nils- 
son recently told the SAE that 
testing to date has explored a 
range of roller-tire characteris- 
ties including: Low ground bear- 
ing pressures (3 to 10 pounds per 
square inch), flexible surface and 





side wall, deflection at operating 
loads and tire surface skin 
stresses. 

Vehicle design aspects covered 
in the experimental programs were: 
Walking beam suspension, control- 
lable inflation system, axle and peri- 
pheral drive and loading and all- 
wheel drives. Field testing of a vari- 
ety of vehicles equipped with what 
is equivalent to a combined tire and 


wheel indicate greatly increased 
mobility. 
The phrase “greatly increased 


mobility” probably would be classed 
as an understatement by those who 
attended Nilsson’s presentation. 
“Amazing” and “incredible” more 


likely would be the a 
terms used by people who have | 
seen the vehicles in action or 
watched the Goodyear movie show- 
ing Rolligon-tired machines demon- 
strating mobility in terrain ranging 
from snow to mud in various parts 
of the world. 
* * * 
Rotating Movie Camera 


Measures Drum Distortion 


A NOVEL technique for measur- | 
ing dynamic distortion of 
brake drums has been developed 
through cooperative efforts of 
engineers at Budd Co. and Ford 
Motor Co. Radial deflection of the) 
drum during a brake stop was 
measured with dial indicators 
mounted on a rigid member 
attached to the hub. 
Dial indicator readings were 
recorded by a motion - picture 
camera, which also was attached 
to the rigid member and focused 
on the indicators. Since the 
camera and dial indicators were 
rotating together, a continuous 
record of indicator movement was 
obtained. 

To determine the deflection loca- 
tions, a large white dial was 
mounted in front of the drum. 
Radial lines numbered 1 through 36| 





Distortion Pattern— 


This diagram shows drum distortion 
with forward cam rotation. Although 
drum deflection was symmetrical in this 


test, it is not symmetrical around the 
center of the brake shoes. The con- 
clusion is that the center of pressure 


was located at the toe of the trailing 
shoe, and approximately 20 degrees from 
the center of the leading shoe. 
o . o 

denoted ten-degree increments 
around the brake assembly. This 
method of marking was abandoned, 
however, because it was found that 
the numbers appeared blurred and 
could not be identified in the film. 

This problem was solved by mark- 





News avpout 





coverage 


-..in Phniladelpnia 


“Umbrella coverage” 


is a fine phrase. But if your 


ads are getting buried in the linotype jungle of 
oversized newspapers, there are a lot of holes in 


that umbrella. An ad 


can’t sell unless it’s seen, and 


in our sparkling tabloid pages your ads are seen. 
We couldn’t bury them if we tried. 


Instead of phrases like “umbrella coverage,” the 


all-new NEWS offers 


advertisers two tremendous 


advantages. One is assured visibility. The second 


is a singular reader 


loyalty. The reason for this 


loyalty is clear: not in years has our town seen 
such journalistic “aliveness.’”’ The all-new NEws, 


Represented by: REYNOLDS-FITZGERALD 
New York + Chicago + Detroit - Syracuse + Atlanta 
Los Angeles « San Francisco + Seattle * Philadelphia 


crammed with sharp and highly quotable writing, 
is required reading in 175,000 prosperous house- 


holds. 


Automobile manufacturers and their dealers, like 


alert advertisers in all fields, 


have discovered the 


“bright difference” the new NEWs makes in sales. 


POTAMKIN-CHEVROLET, WILKIE- 


BUICK, FOSS-HUGHES- 


FORD are all part of the swing to the new NEWS 
that has netted us astronomical linage gains*. 
Drop us a note and we’ll send along a week’s copies. 
That way you'll “see the bright difference” as 


Philadelphians see it. 


PHILADELPHIA 


DAILY 


‘NEWS: 





*Gain 1,177,372 lines (over 1,177 pages) 
12 months 1955 
Total Daily Advertising Media Records Inc. 








ing the radial lines with black 
squares along a spiral path. Angular 
position then readily was deter- 
mined by noting distance of a 
specific square from the center of 
rotation. 

The camera was started and 
stopped by a solenoid, energized at 
the same time air was applied to 
the air-brake chamber. Film then 
was run through an “editor” and 
the indicator readings plotted on 
polar coordinate paper. The result- 
ant curve was an accurate pictorial 
representation of the drum rim 
radial deflection during brake appli- 
cation. 

Previously used systems for 
measuring dynamic deflection in 
brake drums include the use of 
stroboscopic light in conjunction 
with dial indicators, and a tech- 

* +” 


Distortion Test— 


In this setup for measuring drum distor- 


tion during braking, a movie camera 
and dial indicators rotate together. 
: = © 


nique for scribing deflection 
patterns directly on polar coordi- 
nate paper with a system of levers 
attached to the rotating drum. 
Budd’s chief test engineer, Dan 
Dyer, and Ford truck engineer, 
Robert Palmer, who directed the 
“rotating camera” program, are of 
the opinion that the new method 
for checking deflections has definite 
advantages over either of the 


above-mentioned systems. 
* = * 


Lubrication Improvement 


For Hydraulic Lifters 
| Rap onaigee designers who are seek- 
ing some means of improving 
hydraulic valve lifter life and oper- 
ation may get an idea from the fol- 
lowing thought passed along by 
Draper Harvey of Automotive & 
Marine Products Corp. 

Harvey says he has observed a 
lack of internal and external film 
lubrication as a possible factor 
in hampering efficient operation 
of hydraulic valve lifter s. He 
points out that it is difficult to 
maintain a constant peripheral 
film on the reciprocating portions 
of the lifter. 

As a result, “extreme tempera- 
tures (500 to 600 degrees F.)” can 
be developed with destructive ef- 
fects on the lubricant. Harvey rec- 
ognizes that it is common to close- 
tolerance cylinder operation that 
lubricating oil does not provide for 
a constant film surface on the bod- 
ies of such mating parts. 

In the development of close-toler- 
ance pistons in lubricating devices 
of his own design, Harvey discov- 
ered the necessity for annular V- 
grooves on the piston surface—to 
act as a constant-film oil reservoir 
(supplied through a communicating 
orifice at the piston body). 

* * * 


a THE V-groove design, the 
Ampco engineer says that the oil 
film tended to extend itself out- 
wardly in relationship to the accu- 
mulated pressure at the apex of the 
groove. During the course of these 
studies, it was established that 
three annular V-grooves in which 
the primary oil source communi- 
cated with the centrally positioned 
V-groove were of benefit to lubri- 
cation of a conventional hydraulic 
lifter. 

Although recognizing that high 
impact pressures are a factor in 
the “destructive reactions” in hy- 
draulic lifter operation, Harvey 
is convinced that this condition 
is developed by improper lubrica- 
tion of valve and valve-guide area 
—which causes high drag or re- 
sistance in the entire valve train. 

It is his opinion that auxiliary 
lubrication would be of aid in re- 
lieving this problem, and that it 
cannot be wholly solved through 


|lubrication from the engine crank- 


case alone. 








_ 





The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE 
SEALER were made for each other too! For over twenty-five 
years this wonderful team has been devoted to preserving, 
enhancing and restoring fine car finishes. They should 
never be used alone! Together and only TOGETHER do 

they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 


bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 
you for it! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


© 1954—H.D.T. COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 
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Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Note: This is one of a 
series of letters on practical 


problems encountered in auto sell- | 


ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 


busy housewife to such a dis- 
tasteful ordeal. 

Up to now, I felt sorry for the 
woman and did the best I could 
to answer questions and give her 
my “bid.” 


* * * 


But today when this happened 
Dear Ed: 
ALL know about the guy 
who sends his wife around 
to a long list of dealers to try 
to get the best | 
deal. 
It’s pretty 
hard to close a 
deal with the 
brave little 
housewife be- 
cause you real- 
ize she’s just a 
messenger do- 
ing a job for 
» her husband 
. . and usually the 
mene Sianens guy has to be a 
character to subject a generally 


Dodge Adapts Wagon 
For Ambulance Use 


special ambulance model has 
beén announced by Dodge. 

The vehicle is a _ factory- 
adapted Dodge Sierra four-door 
station wagon. It has a light- 
weight aluminum cot with swivel 
wheels and a cot holder that 
locks to the body side panel. The 
floor, tailgate bridge and seat- 
back support are surfaced in 
vinyl-covered linoleum. The am- 
bulance, at $2,862, is priced $318 
above the regular Sierra. 





DETROIT.—Production of a | 


to me, I decided to handle the | 


little differently. 


* * 
_. speaking with Mrs. 


woman just a 
* 


Walsh a few minutes, I 


learned she was shopping for her 
husband, who was at work. 
I decided to use the method on 


her that we use on the man who | 
| takes an hour of your time and 


then pulls that “I like your deal 
very much, but I'll have to go 
home and talk it over with my 
wife.” 

I showed Mrs. Walsh the car 
she had inquired about, practi- 
eally forced her to take a 
demonstration ride, got her car 
appraised and finally maneu- 
vered her into my closing office, 
where I gave her a deal that 
was out of this world. 

Because she had been shopping, 
she immediately, but very coyly, 


showed great interest in my offer. 
* * 


os 
OW, however, as I had ex- 
pected, she said, “Your 


There’s extra profit 


—DO YOU SEE IT? 


Are you missing a chance to get extra 
profits now when car selling is more com- 
petitive than ever? 


Sell Motorola Car Radios. They’re 
custom designed to fit and match the 
instrument panel of most cars. They’re 
the best known, the best sellers. Sales 
are 30% ahead of last year’s... and will 
grow even bigger this year. 


Motorola has just brought out a fine 
new car radio line for 56. These new sets 
have the famous patented VOLUMATIC 
circuit that lets Motorola sets play even 
under bridges and among tall buildings. 


They retail from $39.95 to $99.95. And 


Fi 
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deal sounds very good to me. I 
will take your offer to my hus- 
band. We'll talk it over and come 
back together to close the deal.” 

“Mrs. Walsh,” I said, “you’ve 
been shopping, and by now you 
know a good deal when you see 
one. You and I know you’ve 
got a good one here, so good 
that it would be worth your 
while to be sure of it when you 
return with your husband. I 
know what you are up against, 
doing a man’s job. It hasn’t 
been easy for you, and Ill bet 
you'd like to get it over with.” 

Mrs. Walsh agreed readily, say- 
ing, “You’re right, Mr. Simons. 
I wouldn’t want to do this again. 
It sounded like a lot of fun and 


it became a chore.” 
+ x * 


SAID, “Mrs. Walsh, all’s well 


that ends well. If you wind this | 


thing up making a real smart 


deal, you will then have the feel- | 


ing of achieving success. 
“Here’s how you can do it. 
Pll write all the facts of our 
proposed offer on an order pad. 
Pll list the exact model car we 
are talking about with the spe- 
cific accessories included, the 
trade allowance, the downpay- 


deep profit margins give you room to 
make the best possible deal. 


Installation charges give you still more 
profit margin. Even your greenest 
helper can install Motorola Car Radios 
in just a few minutes’ time. Remember, 
they’re designed to custom-fit instru- 
ment panels of most cars without cutting 
or drilling. 


Don’t you owe it to yourself to get the 
facts about the plus-profit Motorola car 
radio business? Just send us this coupon. 
You’ll get full information promptly. No 
obligation. 


MOTOROLA 


World’s Largest Exclusive Electronics Manufacturer 


Motorola, Inc., Dept. AN-2, 4545 W. Augusta Bivd., Chicago 51, Ill. 
Attn.: Car Radio Department 
Please give me all facts about the Motorola Car Radio business. 
Thank you. 
Name 


| order. 
| band you are a smart shopper, 








ment and the exact amount of 
monthly payments. . 
“Everything we discussed here 
today will be shown on this 
Now, to show your hus- 


we'll write across the face of the 


| order ‘Subject to Your Husband’s 


Approval,’ no later than 48 hours 
after publication date. 
* x * 


es HEN he sees that, the first 


thing that comes to his 


| mind will be that you’ve shown 


your respect for him. Then you 
can plainly show him through 
this order exactly what we were 
talking about—-and knowing all 
the time it’s really up to him. 


it was at first, but after a while | He’s the boss. 


“In the meantime, I will have 
your credit checked by the 
bank—no cost or obligation to 
you—and, too, I will have this 
specific car taken from stock, 
washed and prepared so that 
when you and your husband re- 
turn tomorrow night, everything 
will be ready. 

“As a matter of fact, when you 
and he see this car nicely cleaned 
and shining, ready to go, and 


| your credit has been approved, 


there wouldn’t be a reason in the 
world why you two couldn’t leave 


| the old jalopy and drive the new 


one home for keeps tomorrow.” 
* * + 

ELL, as I had hoped, it all 

sounded practical and con- 


| vincing to her. 


I wrote the order, took a credit 
statement, even wiggled out a 
ten spot for a deposit, which I 
promised would readily be re- 
turned if we didn’t make our deal. 


Mrs. Walsh gave a sigh of 
relief and said, “Mr. Simons, 
you can bet your boots we'll 
drive that car out of here to- 
morrow because I’ve had it and 
I'm glad it’s over.” 

Mr. and Mrs. Walsh returned 
the next evening? looked at the 
car together and a half-hour later 
we traded cars. 

Another car sold instead of 
just another “be back.” 


—Bert SIMONS. 


GMC Schedules 


41 Dealer Clinics 
‘On 756 Models 


PONTIAC.—GMC Truck & Coach 
will conduct 41 meetings in 25 


| states today (Feb. 13) through Feb. 
|24 to acquaint its dealers with the 
|}1956 line of GMC “Blue-Chip” 


trucks. 

R. C. Woodhouse, truck general 
sales manager, said the meetings 
would include talks by home office 


| representatives and the showing of 


motion pictures on new product de- 
velopments and sales strategy. Zone 
managers will preside over the pro- 
grams. 


Dates and locations of the zone 


| meetings are: 


Los Angeles zone — Feb. 14, at 
Burbank, Calif.; Oakland zone — 
Feb. 16-17 at. San Leandro, Calif.; 
Portland zone — Feb. 21, Tigard, 
Ore.; Dallas zone, Feb. 16-17, Gar- 
land, Tex.; Denver zone — Feb. 21, 
Denver, and Feb. 23, Salt Lake City. 


St. Louis zone—Feb. 14-15, Kirk- 
wood, Mo.; Kansas City zone—Feb. 
17, Omaha; Feb. 20, Shawnee, Kans., 
and Feb. 22, Oklahoma City; Chi- 
cago zone—Feb. 14-15, Hinsdale, IIl., 
and Feb. 17, Milwaukee; St. Paul 
zone — Feb. 21-22, Golden Valley, 
Minn. 


Memphis zone—Feb. 14-15, Mem- 
phis, and Feb. 17, New Orleans; At- 
lanta zone—F eb. 21-22, Atlanta, and 
Feb. 24, Jacksonville.; Detroit zone 
—Feb. 13-14, Detroit; Cincinnati 
zone—Feb. 16-17, Cincinnati; Pitts- 
burgh zone—Feb. 21, Pittsburgh and 
Feb. 23, Clarence, N. Y.; Philadel- 
phia zone—Feb. 14-15, Moorestown, 
N. J., and Feb. 17, Fairfax, Va.; 
Charlotte zone — Feb. 21-22, Char- 
lotte, N. C.; New York zone—Feb. 
13-14, Tarrytown, N. Y.; Boston 
zone—Feb. 16-17, Dedham, Mass. 


Vermont Registrations 


Set Alltime Record 


MONTPELIER, Vt.— (UTPS) — 
An alltime record was reached in 
car registrations in Vermont when 
the 1955-56 total passed the 120,000 
mark. 

The previous record was 116,304 
last year. 
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LIFE IS AMERICA’S GREATEST 


Here’s how passenger car manufacturers invested their 
magazine advertising money over the last 5 years. 


Passenger Cars & Vehicles 


Magazine Advertising in Millions of Dollars 


SATURDAY 
EVENING 
POST 


COLLIER’S 
NEWSWEEK 





1950 1951 1952 1953 1954 1955 


In this short space of time, LIFE has not only over- 
taken, but now leads the next magazine, and is still 
increasing its lead. 


Source: Publisher’s Information Bureau Gross Figures 
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AUTOMOBILE SHOWROOM IN PRINT 


LIFE carries more dollars of passenger car 
advertising than any other magazine. 
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$10,375,085 worth in 1955 


THE REASON? —»> 








ADVERTISERS KNOW THAT LIFE 
NEW CAR PROSPECTS THAN 





LIFE IS FIRST 


...1N circulation ...1n audience 
—biggest by far —the largest average-issue audience ever achieved 
of any weekly or bi-weekly magazine. by any weekly or bi-weekly publication. 


1. LIFE 5,616,818 
2. Saturday Evening Post 4,619,631 1. LIFE 26,450,000 


3. Look 4,062,994 2. Look 18,050,000 
4. Collier’s 3,737,231 3. Saturday Evening Post 14,050,000 


Source: ABC, period ending September 30, 1955 Source: A Study of Four Media, by Alfred Politz Research, Inc. 





REACHES MORE 
ANY OTHER WEEKLY MAGAZINE 





LIFE reaches more new-car buyers 


An average issue is read by 39.0% of all new-car buying households. 





LIFE reaches more car owners 


An average issue is read by 30.4% of all car owning households. 
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Source: A Study of the Household Accumulative Audience of LIFE, by Alfred Politz Research, Inc. 


What accounts for this overwhelming popularity with readers? ——_ > 








LIFE GIVES READERS...OF ALL AGES 


\ 








MORE EXCITEMENT 


LIFE unreels the news of the day in dramatic on- 
the-spot picture stories. People, places, events leap 
to life under the vivid magic of the camera’s eye. 


MORE INFORMATION 


LIFE brings into sharp focus the forces and people 
that shape today’s news, offers a constant succes- 
vi sion of “surprises” on a wide variety of subjects. 


WEEK AFTER WEEK—MORE PEOPLE 





... MORE OF WHAT THEY WANT 








MORE FUN 


But most of all, LIFE brings more fun into the lives of 
millions of people every week. In the course of any 13 
week period, LIFE reaches 3 out of every 5 people 
in America, aged 10 and over.* 





*Source: A Study of Four Media, by Alfred Politz Research, Inc. 


READ LIFE THAN ANY OTHER MAGAZINE 





EVERY U.S. AUTOMOBILE 
MANUFACTURER 


INVESTED IN LIFE IN 1955: 


American Motors 
Corporation 


Hudson 
Nash 
Rambler 


Chrysler Corporation 


Chrysler 

De Soto 
Dodge 
Imperial 
Plymouth 
Institutional 


Ford Motor Company 


Continental 
Ford 
Lincoln 
Mercury 
Institutional 





ADVERTISED IN 





ey 


General Motors 
Corporation 

Buick 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 
Fisher Body 
Institutional 


Kaiser Motors 
Corporation 
Willys 


Studebaker-Packard 


Corporation 


Clipper 
Hawk 
Packard 
Studebaker 











aha 


~~ 


\ & 
\ 






( 
4 


| 


Nal 
As) 
eee 





] 
<7 


> = 
CT / - - 


& 
EXTRA SALES 
FOR YOU 


Y 





a) 





= V. 






ae 














os Zena ° 


gye 
2p ua 
eee (so Si 


wes jee) 
ees ee 


732 
& & 
wr raha @ 


seo 


C2 Pp USOT 
aESHBSS ESS TESSZES 


a 
c 
— 


gzge 
eSBanndtes 


th moro 
BROT: 
a @ 


wepoe= m= (Rez FB 


Ses 


° 
poaat pmyoV ee cs 








Seen 


AUTOMOTIVE NEWS, FEBRUARY 13, 1956 17 








RAFFIC in 1903 was like the 
weather. 
about it, but nobody knew what to 
do about it—until a man of vision 
became annoyed when his wife had 
to wait in the cold outside a theater 
in New York while a carriage 
struggled through a traffic snarl. 


His annoyance brought not only 


the first but a still-distinguished | 


work in traffic engineering. That 
half-century — old annoyance — 
which the man did something about 
—resulted too in today’s $3,555,000 
Eno Traffic Foundation, affiliated 
with Yale University. 

While the horses stomped, 
their nostrils smoking in the cold, 
and cabbies craked their whips, 
William Phelps Eno found his 
life work. He set about working 
out traffic principles. 

He drew up the first set of traffic 
regulations for New York in 1903. 
He was the first to propose one- 
way streets and London used his 
New York plan as a pattern. 

Later, Tokyo asked him to solve 
its traffic problems, and Paris offi- 
cials appropriately called on him to 
help them untangle their chief 
bottleneck, the Place de l’Opera. 
* 


His Work Lives On 


HE FOUNDATION that bears 

his name was established to 
promote research on a noncommer- 
cial basis. Now, a decade after Mr. 
Eno’s death, the Eno Foundation 
is still considered the world’s out- 
standing research organization for 
traffic engineering. 

Its board of directors reads like 
Who’s Who: Men like Paul G. 
Hoffman, board chairman of 
Studebaker-Packard Corp; Light B. 
Yost, director of General Motors’ 


field operations; Jefferson B. Ford- | 


ham, dean of the University of 
Pennsylvania Law School, as well 
as eminent economists, engineers, 
researchers, safety educators, turn- 
pike and highway officials. 


Two senators who have spent 
years on traffic legislation are on 


the board—one from New York | 


and one from California. These 
men pool their brains and work 
together to keep us the most 
mobile nation in the world. 

The foundation publishes the re- 
sults of research and makes it 
available without charge to any 


established traffic engineer, univer- | 
sity library or public official con-| 


cerned with traffic. It not only re- 
fuses money for its publications, 
but it also refuses any gifts to the 
foundation, because it wants to re- 


main free from any possible identi- | 


fication with any particular school 
of thought or promotion of any 
traffic-controlled device. 

* = = 


Never Forgot His Goal 


Wass Phelps Eno was a 
wealthy man with vast real 


. estate holdings in New York City 





Atom on Display 
Ford Seeks to Build Reactor 


Inside Rotunda 


DEARBORN.—Application for a 
license to build a demonstration 
atomic reactor in the Ford Rotunda, 
Dearborn, has been filed with the 
Atomic Energy Commission by Ford 
Motor Co., according to Ernest R. 
Breech, chairman. 

The live nuclear reactor would be 
the central theme of an atomic 
amphitheater to be installed in the 
center court of the Rotunda. 

Breech said the reactor would be 
operated as a part of a demonstra- 
tion designed to acquaint the public 
with atomic energy and the tre- 
mendous potentials it holds for the 
present and future peacetime appli- 
eations in industry, agriculture, 
medicine, power and many other 
fields. 

He said all technical aspects of 
the project would be under the 
direction of Andrew A. Kucher, 
director, Ford Scientific Laboratory, 
and his -taff. 


Everybody beefed) 


| 

—the Flat Iron Building among 200 
others—and he never accepted a 
dime of pay for a job done in con- 
|nection with traffic. A handsome, 
dynamic man who loved the good 
|things of life and who inherited 
| the first of the real estate that was 
| the basis of his wealth, he easily 
| could have been a playboy. 

| But after that cold night out- 
| Side the theater, when he recog- 
nized a real need, he never lost 
sight of the purpose to which he 
dedicated his life. Such men are 
responsible for progress. 

There seems to be some ingred- 
ient in a few men, no matter what 
their origin—a youth spent in near 
starvation in a tenement, on some 
| depleted acre or almost choking on 
|a silver spoon—that causes them to 
| rise above their circumstances and 
leave their mark on the world. 

Many are unsung. Some, like 
|Eno, are little known outside the 
| field in which they made their con- 
|tribution. But all have played a 
|part in improving the world in 


which we live. 
} * * * 





‘Horse and Buggy’ Thinking 
S. Waa-al ... the best traffic 
|# *brains are working on the 
| problems that confront most of us 
daily. And most of us pass them 








off, according to our mood or tem- 
perament, with such remarks as: 

Slightly Annoyed—“we’ve out- 
grown this town.” Philospohical 
—“If people were only commonly 
courteous.” Pyschological— He 
must be worried about some- 
thing.” 

Or the famous one—“Just a 
woman driver for you.” Or just 
plain mad—“That %%*%$&"@!” 

The guy who really hit it on the 
nose was Eno’s executive editor, 
Dean Roscoe Ellard, of Columbia 
University: 

“Traffic engineers know how to 
solve most of our worst traffic 


problems today,” he said, “but hu-|’ 


man nature, even more than poli- 
tics, won’t let them put them into 
effect. 

“We’ve never quite gotten out 
of the horse-and-buggy stage of 
thinking. For 250 years Ameri- 
cans hitched their saddle and 
carriage horses in front of the 
general store. We, their descen- 
dents, still don’t like to walk far 
from where we hitch our car. 
“It'll take time for people to be 
persuaded that curb parking cuts 
traffic flow on city streets to a 
third of what it should be. And a 
hundred other traffic solutions are 
likewise slowed up.” 





Students Imitate Dodge Quiz Show— 


Inspired by the “Dodge for Life” television safety contests, students of Richmond 
| School, Portland, Ore., put on their own safety quiz with their own “Lawrence Welk 
| television show" as background. Winner Frank Passarge, in booth on left, received 
cash award and miniature replica of 1956 Dodge donated by Lee Cosart, Lee Cosart 
Motor Co. (Dodge), Portland. 











Each Ausco “Double-Disc”’ Brake is really two brakes 
within one housing. The primary disc and outer housing 
make one brake; the secondary disc and inner housing, 
another. Both brakes use the same actuating and self- 
energizing systems. 


fp The finned housings are of aluminum and have a 
large surface area to dissipate heat rapidly and 

) enable the brake to run cool. Even the heat gene- 
rated by repeated panic stops does not distort or 
warp Double-Disc Brakes—or cause ‘“‘fade”’ as is 
the case with conventional brakes. Ausco Brakes 

are safer brakes. ‘ 










py Double-Disc Brakes automatically stay in adjust- 
ment. Thus, pedal height is constant and braking 
is uniform. During the life of the brake, the ad- 
juster (2) maintains proper clearance between the 
lining on the discs and the bearing surfaces. These 
brakes are therefore always effective. Stops are 
smooth, fast, without dangerous swerving or grabbing. 


ky The Double-Disc Brake is hydraulically actuated. 
Braking action is started by pressure on the foot 
pedal acting through hydraulic fluid to move the 
annular piston (3). This piston forces the two 
actuating discs apart. Contact is made between 
the brake lining and the friction areas. Then 
the momentum of the car rotates the primary disc in relation 
to the secondary disc and the Auto Specialties self-energiza- 
tion principle goes into operation. 





| @ The outer surfaces of the discs carry segments of 

heavy-duty organic brake lining. 100% of the lining 
contacts the friction surfaces of the housings. 
Ausco Brakes have a large area of braking surface, 
work at lower pressures, and have longer lining 
life. Therefore, you stop surer, safer, smoother 
with Auto Specialties Double-Disc Brakes. 





Auto Specialties’ ball-and-ramp construction is the 
heart of the self-energization principle. The car’s 
momentum causes the balls to roll up the ramps. 
This further separates the discs, forcing the lining 
tighter against the bearing surfaces. The greater 
the momentum, the greater the braking power. 
Self-energization and pedal pressure each supply half the 
total braking force. Pedal pressure is, therefore, light. Ausco 
Disc Brakes require no costly external booster system. 


Mounting plates are attached to the front spindles 
and to rear axle housing. This is the stationary 
element of the Auto Specialties Double-Disc Brake 
and it absorbs all the torque. The flange mates with 
a groove on the inner housing to make the brake 
splash-proof. Auto Specialties Brakes give you 
better, safer braking under all road and weather conditions. 


Auto Specialties Mfg. Company offers this brake with 
the full knowledge that it has been proved superior.and 
fully meets the requirements of modern driving. 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 
Plants also at Benton Harbor and Hartford, Mich., and Windsor, Ont., Canada. 
Manufacturing for the automotive and farm machinery industry since 1908, 











Previous Record Broken .. . 





Rubber Consumption 
Up 23.7% in Year 


NEW YORK.—The Rubber Man- 
ufacturers Assn. reports that 1955 
new rubber consumption in the 
U. S. amounted to a record 1,525,248 
tons. This was an increase of 23.7 
percent over the 1954 consumption 
of 1,233,012 tons. 

The previous record was set in 
1953 when 1,338,309 tons of rubber 
was used. The 1955 total was 13.9 
percent above this figure. 

Although last December’s con- 
sumption of 124,736 tons was 7.45 
percent below the 134,769 tons used 
in November, it was the highest 
December consumption in history. 

Synthetic rubber production in 
1955 reached a record 971,999 tons, 
compared to 622,852 tons produced 
in 1954. December synthetic output 
amounted to 90,273 tons as com- 
pared with the record month of 
November when 91,281 tons were 
produced. 

Consumption of synthetic rubber 
in 1955 totaled 892,785 tons, com- 
pared with the 1954 total of 636,727 
tons. The ratio of synthetic rubber 
continued its upward movement to 
60.9 percent for December. The No- 
vember figure was 60.8 percent. 

Natural rubber consumption 
during the month amounted to 
48,774 tons compared to 52,835 
tons in November. In 1955, nat- 
ural rubber consumption 


U.S. Rubber Sees 
1956 as Its First 
$1 Billion Year 


DETROIT. — United States Rub- 
ber Co. expects its sales will pass 
the billion-dollar mark this year 
for the first time 
in its history, ac- 
cording to H. E. 
Humphreys jr., 
president. 

This sales vol- 
ume, Humphreys 
said, will repre- 
sent a gain of 8 
to 10 percent over 
1955 sales of more 
$ than $900 million, 

. which set a rec- 
H. Humphreys jr. ord. 

“We expect increased business in 
replacement car and truck tires,” 
he said. “Our business is expanding 
in plastics, plastic products, chem- 
icals and synthetic rubber. We are 
looking for continued growth in 
footwear, foam rubber, industrial 
rubber goods, textiles and foreign 
business.” 

Humphreys said that U. S. Rub- 
ber expects to spend about $36 mil- 
lion in new plants and equipment 
in 1956, about $1 million more than 
1955 and $5 million more than the 
previous record of $31 million spent 
in 1954. 

He said that the rubber industry, 
which set a new sales record of 
$5.25 billion in 1955, should exceed 
that record in 1956. Sales in his 
opinion could go as high as $5.75 
billion. 


Ford Division 
Ups Bosworth 


DETROIT.—Charles E. Bosworth 
has been appointed Ford division 
general purchasing agent, succeed- 
ing Albert E. ee 
Conn, who retired 
after almost 38 
years with the 
company. 

Conn started 
with Ford in 
May, 1918, as a 
stockroom em- 
ploye in the com- 
Pany’s tractor 
plant and rose i. 
through the ranks 
to become general C. BE, Bosworth 
purchasing agent in January, 1950. 

Bosworth joined Ford in 1946 
after serving four years in the U. S. 
Air Force during World War II. 
Less than three years later, he 
Was named manager of the com- 
Pany’s organization department and 
in 1953 joined Ford division’s pur- 
chasing department as a purchas- 
ing agent. A year ago, he was 
named assistant general purchas- 
ing agent. 








amounted to 632,463 tons, com- 
pared to 1954’s consumption of 
596,285 tons. 

December consumption of re- 
claimed rubber in the industry was 
estimated at 25,235 tons as com- 
pared to the 27,393 tons consumed 
in November and the 315,665 tons 
used in 1955. The 1954 total was 
249,049 tons. 


Delaware Vehicles 


Total 150,204 


WILMINGTON.—M otor vehicle 
registrations in Delaware reached 
a record total of 150,204 on Jan. 1, 
according to the Motor Vehicle 
Department. 

The total represented an increase 
of 11,023 over the total recorded 
on the same date a year earlier, 
the department said. Of the total, 
111,910 were private passenger cars. 





Distributors Aid Children's Hospital— 


Ford ‘Car X’ Unit 


Expands Sales 
Personnel Staff 


DEARBORN. — Gradually ex- 
panding the sales department of 
the Special Products division of 
Ford Motor Co., J. C. Doyle, gen- 
eral sales manager of the division, 
announced three appointments last 
week. The division is preparing for 
1957 introduction of a new Ford 
Motor Co. car. 

Appointed were Malcolm R. 
Fuller as business management 
manager, William H. Mitchell as 
administrative department man- 
ager and L. C. Mecklenburg as 
parts and accessories manager. 

Fuller joined Ford in 1929 and 
has been business management 
manager in the Ford Division’s 
northeast regional office. 

Mitchell has been a Ford division 
product analyst and supervisor of 
the business administration train- 


Instead of sending Christmas gifts to its customers, Greater Automotive Distribu- ing section. 


tors, Inc., presented a check for $1,100 to the Children's Hospital of the District of 
Columbia. From left: Max Dinkin, Edith A. Torkington, hospital administrator; Edward|as a service school instructor in 
Younes, and Florence D. Scott, hospital public relations director. Dinkin and Younes | 1936 and has been service manager 
served as gift committee chairmen for the distributors. 


Mecklenburg joined the company 


in two regions. 





Moraine-400 
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A special aluminum alloy and cladding 
process developed by General Motors give 
the Moraine-400 its extreme toughness . . . 
make it the toughest automotive engine 
bearing ever made. 


Packing mighty power and delivering higher 
performance, today’s internal combustion 
engines place loads on their bearings un- 
dreamed of a few years ago. The engineering 
challenge of bearing design has been met with 
proven success by the Moraine-400—the 
engine bearings with unsurpassed durability 
and life expectancy that assure more road 
time, less down time. 


Leading manufacturers of trucks, tractors, 
buses—as well as off-the-road equipment —use 
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Lawsuits Affecting Dealers... 





Court D 


By Leo T. Parker 


Attorney at Law 


ODERN higher courts consist- 

ently hold that no person can 
derive a good title or right of 
possession of an automobile from 
a thief. This is so notwithstanding 
the fact that a purchaser in good 
faith purchases the automobile 
from one believed to have a good 
and valid title. 

For illustration, in Ohio Casualty 
Ins. Co. v. Guterman, 125 N. E. 
(2d) 351, the testimony showed: 

Brady Motors, an Illinois cor- 
poration, held a duly issued 


Illinois certificate of title to a | 


1950 Pontiac two-tone club coupe, 
motor and serial No. P-8-T-H- 
4052. The automobile was stolen 
from the lot of Brady Motors. 
Pursuant to a contract of insur- 
ance with Brady Motors, the Ohio 
Casualty Insurance Co. paid Brady 
Motors $2,353 and Brady Motors 
assigned its title to the automobile 





BEARING THAT MEETS 
TODAY'S HIGH-OUTPUT 


& . 

to Ohio Casualty Insurance Co. 

Some time later the insurance 
company discovered the automobile 
in Ohio and in possession of a 
person named Guterman who had 
Lin good faith purchased the car 
from John Terebist in Bossier City, 
La., who held title through an 
intermediary purchaser. 
Guterman brought the automo- 
bile into Ohio and had issued to him 





‘Get Out of Retailing,’ 


Oil Companies Urged 


SPOKANE, Wash.—Officials of 
the Washington Gasoline Dealers 
Assn. told a subcommittee of the 
Washington legislature that the 
major oil companies must get out 
of the retail gas business. 

However, the representatives of 
the retail dealers and the major 
‘oil companies did agree that no 
government regulation is needed 
or wanted in the industry. 











Moraine-400 engine bearings as original equip- 


ment in their gasoline and Diesel engines. 
Passenger cars, too, are being equipped with 


them to build greater output 


without increasing engine length. So make 
certain you get Moraine-400 engine bearings 


in the next vehicle you buy. . 
toughest ever made. 


into engines 


. they’re the 


Moraine-400 bearings are available for replace- 
ment use through the United Motors System 


as well as General Motors car or 


Motors Value 


truck dealers. 





Moraine 
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an Ohio certificate of title which| 
he held at the time the insurance 
company filed suit to possess the 
automobile from Guterman. 

o* * + 


Thief Can’t Give Good Title 


oe higher court held that the 
insurance company can repos- 
sess the automobile from Guterman 
without paying him any money, and 
said: 

“The question presented may be 
concisely stated as follows: Can 
plaintiff (Ohio Casualty Insurance 
Co.), holder of a valid Illinois 
certificate of title to an automobile, 
maintain an action in replevin in 
Ohio against defendant (Guterman) 
who holds an Ohio certificate of 
title to said automobile which is 
derived from a person who stole 
the automobile? 

“Certainly the Ohio certificate 
of title law was never intended 
to operate as a shield to a thief 
and a sword to the innocent.” 

For comparison, see Kelley Kar 

Co. v. Finkler, 99 N. E. (2d) 665. 
The facts in this case are that an 
automobile dealer in California sold 
an automobile to one Anderson, 
reserving title under a conditional 
sales contract. 

Anderson took the automobile to 





Helping transport people and things on 
time, Moraine-400 automotive engine 
bearings handle the toughest jobs as 
original equipment in leading makes of 
gasoline and Diesel engines for highway 
and off-the-road use. 








FLASH 8 


| A Myrgeml” 





“We're taking a terrific loss on 
these ’56s to make room for an- 
other shipment of ’56s.” 





Vermont, where it was registered, 
and later appeared in Ohio where 
he procured an Ohio certificate of 
title. 

A man named Finkler, pur- 
chased the automobile from 
Anderson, and an Ohio certificate 
of title was issued to him. The 





Products 


Division of General Motors, Dayton, Ohio 
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Kelley Kar Co., the California 
dealer, brought a replevin action 
against Finkler. ‘ 
The court held that the California 
automobile dealer could not repos- 
sess the automobile from Finkler 
because the dealer presented no 
certificate of title to the court as 


evidence of his legal ownership. 
+ + + 


Must Investigate Buyer 


eS to a late higher 
court decision, if a prospective 
buyer of an automobile, on a con- 
ditional contract of sale, is unknown 
to the automobile dealer, the dealer 
is legally obligated to investigate 
the buyer’s reputation thoroughly. 

For example, in ,.People v. One 
Studebaker, 253 Pac. (2d) 748, it 
was shown that an automobile 
dealer sold an automobile to one 
Ross upon a conditional sales con- 
tract. Later the automobile was 
seized while it was being used for 
the transportation of narcotics. 

During the trial the dealer 
proved that he had no knowledge 
or idea that Ross intended using 
the automobile for transportation 
of narcotics. 

However, since the dealer failed 
to prove that, before making the 
sale, he had thoroughly investigated 
Ross’ reputation, the higher court 
held that seizure and confiscation 
of the automobile by state officials 
is lawful. The court said: 

“An investigation into the finan- 
cial standing or the credit rating 
of the car purchaser is not suffici- 
ent—the law requires an investiga- 
tion of the moral responsibility, 
character and reputation of the 
purchaser.” 


Continental to Use 
Fuel Injection in 


New M-48 Tank 


TARRYTOWN, N. Y.—Simmonds 
Aerocessories, Inc., has announced 
that it has received “substantial” 
orders for its SU fuel injection 
systems from Continental Motors 
Corp., Muskegon, Mich. The systems 
will be used on a gasoline engine 
to power the Army’s new M-48 tank. 

W. R. Enyart, Simmonds presi- 
dent, said this will be the first 
large-scale production installation 
of fuel injection for gasoline en- 
gines to power surface vehicles. 

The systems will be manufactured 
- Simmonds’ plant in Vergennes, 

4 

Simmonds entered the fuel injec- 
tion field during World War II 
when it acquired the U.S. rights to 
the system of S. U. Carburetter Co., 
Ltd., Birmingham, England. The 
system was used in the Rolls-Royce 
engines which powered many Bri- 
tish aircraft. 


Chrysler Division 


Ups Mann, Miller 


DETROIT.—Chrysler division 
has announced the appointment of 
Godfrey H. Miller as sales promo- 
tion manager and Frank F. Mann 
as management development coor- 
dinator. 

Miller has been in sales and sales 
promotion work more than 25: 
years. He joined Chrysler division 
in 1955 and has been in charge of 
the 1955 and 1956 Imperial fashion 
shows. 

Mann has been with Chrysler 
Corp. since 1943 and transferred 
to Chrysler division in 1950. He was 
management development supervi- 
sor before being named to his 
present position. 





Detroit Sales Executives 


To Hear Peale, Bennett 


DETROIT.—Dr. Norman Vincent 
Peale, minister and author, and 
Millard Bennett, sales consultant, 
will conduct a forum on the basic 
selling of ideas, plans and goods 
Feb. 21 in the University of De- 
troit Memorial Building. 

The forum will be sponsored by 
the Detroit Sales Executives Club 
under the chairmanship of Henry 
L. Despard, executive vice- 
president, Nelson Associates, Inc., 
and Homer L. Travis, general sales 
manager, Kelvinator division, 
American Motors. 
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Columbus Dispatch 


Chevrolet Co. 


. ° ~ 
The trend toward me \ts and A Aids Safety 
1 os——SUuc : inues ° , 
jn automodiles--So vaing — © ae other The Chevrolet Motor Co. is 
strument P@ let, later than ~ models, is conducting a safety campaign 
caseed. cnevie a hi prior to Safe Driving Day 


which has been set aside as 
Dec. 1 by President Eise’ 


The Chevrolet advertising 
will feature safety and suggests 
that the best protection of all is 
to keep out of accidents. 
only, they suggest that one 
the best ways to keep out ¢ 
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Savannah Evening Press 


Chevrolet Ad 
Stresses Safe 
Driving 


Two things that make for sale 


driving are, first, the driver, and 
second, the car, states an impres- 
sive Chevrolet advertisement which 
appears in the Morning News and 


Evening Press today. 


“As 


the 


highway safety and law enforce- 


ment agencies 


Eves HERES ORT Devenner 





Cleveland News 


DRIVER HOLDS 
SAFETY KEY 


Chevrolet, in a current se- 

ries of advertisements keyed 
to Safe Driving Day (Dec. 1) 
points out that two things 
make for safer driving ~— 
the driver and the car with 
special emphasis on the for- 
mer. 
“Courtesy. care and com- 
mon sense count more than 
anything else.” states the 
GM division. “You can drive 
any car safely — oF 
foolishly.” 

Chevrolet states that “all 
cars are safer today” and 
observes that the number of 
accidents in relaiion to 
miles traveled have dropped 
sharply. 


point out, 
courtesy, care and common sense 
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Dallas Times Herald 


AUTOMOTIVE 
TREADS AND TRENDS 


By CHARLES CATES 


pay ror pdb Sheen st Chevrolet. Persia wee 
facts established which will manager of the dealership from 
guide those most interested ‘n |1931 te 
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unnecessarily high traffic toll in 
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underscore a theory many have 5° 
that merely focusing the drivers’ ke 
attention on safety is not, and we 
possibly never will be as effec- ne 
tive, as some believe. Actually, 
obtaining good driving habits 
very likely may be found to re- 
quire more performance on the 
part of the motorist that ‘s 
merely doing his best. The 
“best” ior many 8:mply may not 
be enough. 

But the determination on the 
part of the properly qualified 
driver to avoid accidents is prob- 
ably the paramount. factor in 
curbing the highway toll. This 
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free drive, YOu are factor . 


Chevrolet’s continuing crusade for safe driving 
lauded by newspaper editorials across America 


made. Chevrolet dealers, in cooperation with the factory, lead in Driver 


Rarely has a single ad created such a response in newspaper editorial columns as 
Education Courses in high schools. More Chevrolets are furnished for this 


the Chevrolet safety ad shown on the opposite page. This response was especially 


gratifying because Chevrolet and Chevrolet dealers have long been concerned important and public-spirited activity than any other car. 


with greater driving safety. Chevrolet engineering research has been devoted to As the ad points out, two things make for safer driving—the driver and the 
the development and pioneering of many safety features on the car itself. Millions car. Chevrolet continues to lead the industry in everything that makes driving 
of miles of proving ground tests have gone into the improvement of these safer and more enjoyable for the motorists in America. . . . Chevrolet Division 


features. In driver education and public relations, too, great efforts have been of General Motors Corporation, Detroit 2, Michigan. 
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Sales Conditions in 
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Various Areas... 





Auto Market Reports 


Columbus, O. 


A drop of 18 percent from the 
previous month marked January 
new-car registrations in Franklin 
County (Columbus), O. 

The January total was 2,225, com- 
pared with 2,722 for December. 

New-truck registrations dropped 
22 percent, to 161 in January from 
207 in the previous month. 

Tax-paid used-car transactions, 
however, climbed 8 percent to 
total 4,779, and used-truck deals 
rose 11 percent to total 234. 

January new-car registrations 
were: Chevrolet, 601; Ford, 564; 
Plymouth, 180; Pontiac, 172; Buick, 
157; Oldsmobile, 154; Dodge, 87; 
Mercury, 67; DeSoto, 61; Cadillac, 
55; Chrysler, 32; Packard, 21; 
Studebaker, 21; Nash, 20; Volks- 
wagen, 14; Imperial, 8; Lincoln, 6; 
Hudson, 3, and Willys, 2. 

Truck registrations were: Chev- 


rolet, 62; Ford, 50; International, | 
22; GMC, 10; Dodge, 8; White, 4; 
Mack, 3, and Studebaker, 2.—(Bert 
Strang.) 
* 7 * 
Sioux City, Ia. 
New-car registrations in Sioux 


City, Ia., totalled 252 during Janu- 
ary, a decline of 31 percent from 
the December total of 365. 

New-truck registrations dropped | 
27 percent, from 47 in December to} 
30 in January. 

By make, new-car registrations 
were: Chevrolet, 63; Ford, 54; 
Buick, 26; Oldsmobile, 24; Plym- 
outh, 24; Pontiac, 21; Dodge, 10; 
Mercury, 10; Cadillac, 6; Chrys- 
ler, 3; Nash, 3; Studebaker, 3; 
DeSoto, 2; Hudson, 1; Lincoln, 1, 
and Packard, 1. 

Truck registrations were: Inter- | 
national, 9; Chevrolet, 6; Ford, 6; 
Diamond T, 3; Dodge, 3, GMC, 3. 

. cd ” * 


Indianapolis 
Indianapolis dealers registered 2,- | 

145 new cars in January, only 4| 
percent fewer than the 2,226 titled | 

i in the previous month. 
} New-truck registrations dropped | 
14 percent, from 205 in December | 

to 176 in January. 
January new-car registrations 
were: Chevrolet, 462; Ford, 459; | 
Buick, 227; Pontiac, 197; Plym- | 

} outh, 173; Oldsmobile, 145; Dodge, 
; 101; Mercury, 95; Cadillac, 67; | 
Chrysler, 51; DeSoto, 41; Stude- 
baker, 40; Nash, 24; Packard, 16; | 
Hudson, 15; Lincoln, 11; Volks- | 
wagen, 5; Imperial, 4; Continental, | 

2; Hillman, 2; Willys, 2; Austin | 
Healey, 1; Mercedes, 1; MG, 1; 
Morgan, 1; Riley, 1, and Tri- 
umph, 1. | 

| Truck registrations were: Chev-| 
| rolet, 58; Ford, 50; International, | 
37; GMC, 17; Dodge, 4; White, 4;| 
Studebaker, 3; Plymouth, 1; Reo, 1,| 


and Willys, 1—(C. L. Kern.) 
7 . - 


Houston 

January new-car registrations in | 
Houston totalled 3,897, a decline of 
24 percent from the December total 
of 5,136. 

A decline of 14 percent marked 
new-truck registrations, which 
dropped to 599 in January from 693 
in December. 

January new-car registrations 
by make were: Chevrolet, 1,036; 
Ford, 955; Buick, 444; Pontiac, 
314; Plymouth, 286; Oldsmobile, 
268; Mercury, 142; Cadillac, 114; 
Dodge, 102; Studebaker, 62; 
DeSoto, 44; Chrysler, 36; Nash, 21; 
Lincoln, 20; Hudson, 18; Volks- 
wagen, 11; Imperial, 8; Packard, 
6; Willys, 5; Austin Healey, 2; 
Jaguar, 2, and MG, 1. 

Truck registrations were: Chevro- 
let, 241; Ford, 176; International, 78; 
GMC, 43; Dodge, 25; White, 11; 
Mack, 8; Willys, 6; Autocar, 4; Dia- 
mond T, 3; Divco, 2, and miscellan- 
eous, 2.—(Ruby Fenoglio.) 

* * x 





Cincinnati 

A total of 2,704 new cars were 
registered in Hamilton County (Cin- 
cinnati), O., during January, a drop 
of 19 percent from the previous 
month’s count of 3,323. 

New-truck registrations were 199, 
some 26 percent fewer than the 270 
counted in December. 

Used-car transactions held virtu- 
ally unchanged, amounting to 3,462 
in January and 3,472 in December. 


| Studebaker, 9; Diamond T, 1; Divco, | 


Used-truck deals, however, were up;12-month period, as against 28,- 
from 146 in December to 170 in| 425 in 1954. 

January. Chevrolet paced the field with 

January new-car registrations | 2 yearly total of 7,382. Ford was 

a close second with 6,961. 


by make were: Chevrolet, 759; | J 
Ford, 449; Oldsmobile, 322; Buick, |_ A Teport compiled by the Rhode 
274; Plymouth, 231; Pontiac, 138; | Island Automobile Dealers’ Assn. 
Dodge, 115; Mercury, 106; Cadil- aan registrations by other makes 
lac, 77; Chrysler, 47; Studebaker, foe the 12-month period in 1955 as 
40; Nash, 37; DeSoto, 29; Packard, follows: Plymouth, 4,351; Buick, 3,- 
19; Hudson, 18; Lincoln, 16; | 949; Oldsmobile, 2,957; Pontiac, 2,- 
Volkswagen, 15; Imperial, 6; | 370; Mercury, 1,691; Dodge, 1,395; 
Austin, 2; Willys, 2; Continental, | Cadillac, 896; Chrysler, and Nash, 
1, and MG, 1. ; 830 each; DeSoto, 679; Studebaker, 
‘ ‘ 575; Hudson, 303; Packard, 277; 
Truck registrations were: Chev-/7;.;.’ ie aa » Willes 
rolet, 64; Ford, 55; International, | Lincoln. ie Sones one CY eae 


26; GMC, 16; Dodge, 13; White, 13; | miscellaneous, 379 


1, and Mack, 1—(Frank Kappel.) | New-truck registrations in Rhode 





: «8 Island in 1955 aggregated 2,872, 
compared with 2,366 in 1954.— 
Rhode Island | (Thomas L. Forbes.) 
A gain of approximately 25 per- | ei 
Cleveland 


cent in new-car registrations was! 


recorded in Rhode Island last Registrations of commercial ve- 


year, with a total of 35,249 for the | hicles in Cleveland soared as Janu- | 


65; Henry J and Kaiser, 1 each, and | 


ary neared its end, with new trucks 
totalling 144 in the week ended Jan. | 
28, more than double the turnover | 
|}of the previous week and 30 over | 
the same week a year ago. 
Used-truck sales also increased 
ito a total of 70, compared with 59 

for the same week a year ago. 
New-car turnover continued 
light despite the hypo of the well- 
attended auto show. Dealers, how- 
ever, anticipate a healthier reac- 
tion when the weather improves. | 
The Federal Reserve Bank noted | 
that the weakening “in auto sales 
which began toward the end of 1955 
|has become increasingly apparent | 
lin the opening weeks of 1956.”—| 
| (Sanford Markey.) | 
* * 





| 
| 
| 
| 
| 


* 


Denver 

Registrations of new cars in Den- 

ver during December totalled 1,290, 
a decline of nearly 11 percent from 
the previous month’s 1,442. 
For the full year, however, regis- | 
|trations amounted to a _ record- 
breaking 21,374. The 1954 total was 
15,211. 

Truck registrations in December 
gained 27 percent from November’s 
109 to total 138. The year’s total 
was 2,817 compared with 1,937 in| 
the previous year. | 

December new-car registra- | 








tions by make were: Ford, 332; 
Chevrolet, 307; Oldsmobile, 113; 
Mercury, 101; Buick, 96; Pon- 
tiac, 74; Plymouth, 72; Cadillac, 
38; Dodge, 34; Chrysler, 24; Lin- 
coln, 20; Studebaker, 16; Nash, 
15; DeSoto, 10; Packard, 7; Hud- 
son, 6; Volkswagen, 5; Imperial, 
5; Clipper, 4; Continental, 4; 
Willys, 3; English Ford, 1; 


Jaguar, 1; Mercedes, 1, and 
Porsche, 1. 
Truck registrations by make 


were: Ford, 54; Chevrolet, 49; GMC, 
10; International, 7; Dodge, 5; Div- 
co, 4; Willys, 3; White, 2; Stude- 
baker, 1, and miscellaneous, 3.— 
(Ira R. Alexander.) 

* * + 


Pittsburgh 

New-car registration in the Pitts- 
burgh area declined counter to the 
seasonal trend in the week ended 
Jan. 28, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 

Business in general, however, 
moved up to 205.8 percent of the 
1935-39 average, according to the 
bureau’s index. It had been 196.9 in 
the previous week. 

Steel-mill operations during the 
week dropped to 101 percent of 
practical capacity.—(Leon M. Lef- 
fingwell.) 
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Across the Nation .. . 





Twenty-four new Studebaker | 
dealerships have been listed by 
William A. Keller, the firm’s gen- 
eral sales manager. The newly 
franchised outlets include: 

Freeport Motor Sales, 123 N. Van 
Buren St., Freeport, Ill. E. L. Reel 
and E. L. Parks are partners. 

Kariger Motors, Inc., 215 W. 
Wayne St., Fort Wayne, Ind.; O. 
E. Kariger is president; Virgil Kar- 
iger, secretary-treasurer, and Eliz- 
abeth Kariger, vice-president. 

Citizens Studebaker and Pack- 
ard, 8500 Woodward Ave., Detroit. 
Clifford E. Cannon and Charles 
Cannon are partners. 

Masters Motor Sales, 7675 High- 
land Rd., Pontiac, Mich. Marion 
M. Masters is owner. 

Pool Motor Sales, Olney, Ill. Lee 
Pool is owner. 

Van Pelt Motors, 209 Washing- 
ton Ave., Bremerton, Wash. R. W. 
Van Pelt is the dealer. 








Auto Dealer Changes 


Midwest Auto Market, North 
Platte, Neb. Freddy C. Meyer and 
L. V. Schneider are partners. 

C & H Motors, Inc., Las Vegas, 
Nev. Dan Crouch is president; Melt 
M. Hatch, vice-president; and Wil- 
liam L. Roush, secretary-treasurer. 

San Clemente Motors, 1225 N. El 
Camino Real, San Clemente, Calif. 
Melvin C. Jones is owner. 

Bob Smith Motors, 3510 W. Burn- 


ham St. Milwaukee. Roger C. 
Smith is owner. 
Lewis Garage, Morehead, Ky. 


Earl Lewis is owner. 

Parkdale Garage, 619 W. Park- 
dale Ave., Manistee, Mich. Al Zim- 
merman and Stanley Schimke are 
partners. 

Cross and Farquhar Motors, 640 
North Main St., Leominster, Mass. 
Francis Cross and Herman Far- 
quhar are partners. 

Greenwood Auto Market, 1301 S. 
Main St., Greenwood, S. C. H. E. 
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Jones is president and treasurer 
and Inez M. Jones is secretary. 


G. J. Schuch & Sons, 805 E. Main 
St., Mandan, N. D. G. J. Schuch is 
president; E. J. Schuch, vice-presi- 
dent, and A. J. Schuch, secretary. 


Mountain Motors, 17 Sacramento 
St., Placerville, Calif. James W. 
Varozza, Vincent A. Hill and 
Robert V. Norris are partners. 

Kurtz Sales & Service, 827-829 
N. Perry St., Napoleon, O. L. H. 
Kurtz and Doras B. Kurtz are 
partners. 

Dan Ehlens, 219 S. Second St., 
Hudson, Wis. D. J. Ehlens is the 
dealer. 

Patterson Auto Sales, East Alton, 
Ill. Loyd Patterson is proprietor. 

Springer Motor Co.,, 2700 E. 
Market St., York, Pa. A. J. 
Springer sr. and A. J. Springer jr. 
are principals. 

Vizard Motor Sales, Decatur, Ind. 
G. W. Vizard is the dealer. 

Davis Motor Co., 4690 S. State 
St., Murray, Utah. Howard V. 
Davis is owner. 

Fullerton Studebaker and Pack- 
ard, Fullerton, Calif. John W. 
Wood is president; Lester W. 
Wood is secretary-treasurer, and 
William L. Plunkett, general man- 
ager. 

Motor Inn Garage, Abbotsford, 


Uses many standard parts for faster service 


-.-- new lightweight design gives 


7500 extra ton-miles of payload a year* 


Longer service, simpler maintenance! Most 


wearing parts used in this 


identical to parts in widely used Timken- 
Detroit® standard single axles. This use of 
standard gears, pinions, differentials, bearings 
and brakes means more time on the road for 
reduces parts inventories ... 


operators ... 
and speeds service. 


new tandem are 


the other axle. This means both axles are 
always doing equal amounts of work —driving 
parts and tires last longer! 

Driver-Controlled Lockout. With TDA inter- 
axle differential, the driver can obtain the ad- 
vantage of straight-through drive under slick 
or icy conditions by locking out the differential 


at any driving speed. 


7500 extra ton-miles of payload a year! 
This new TDA tandem is over two hundred 
pounds lighter than any other unit of the same 
capacity. During an average 75,000 mile year, 
an operator can save 7500 deadweight ton- 
miles. This deadweight can be replaced with 
vital payload that adds up to important extra 
profit for truckers. 


Available with a choice of either Timken- 
Detroit Axle connecting groups, or brackets to 
accept other approved chassis hook-up parts 
. .. plus all these additional advantages with 
the Timken® lightweight tandem: 


TDA Inter-Axle Differential divides torque 
between axles —and yet permits wheels of one 
axle to revolve faster or slower than wheels of 


bearing life. 


dealer or branch. 


*based on 75,000 highway miles a year. 


ROCKWELL SPRING AND AXLE COMPANY 
Plants at: 
Detroit, Michigan + Oshkosh, Wisconsin 


Utica, New York + Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 


©1956, RS & A Company 


pan Accented Aj) [Wi Stanciaca!” 





WORLD’S LARGEST MANUFACTURER OF AXLES 
FOR TRUCKS, BUSES AND TRAILERS 





Big, dependable hypoid gears rotate in con- 
ventional direction, for maximum gear and 


This new highway tandem insures new pay- 
load profits, faster, easier service and operat- 
ing economies for truck operators everywhere. 
For complete information contact your vehicle 




















New Angle— 


Crowd magnet at the Chicago show 
was this display of a Chevrolet Bel Air 
convertible which was tilted to a full 
90-degree angle to either side by a 
geared mechanism. Community queens of 
the show use the car to obtain a view 
of the show from an unusual angle. 





Wis. Partners are Jack and 


| Bernese Becker. 
+ * 


> 
Hudson Names Mims 
J. E. Mims Motor Sales, 1323 
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Florida Ave., Tampa, Fla., has 

been appointed a Hudson dealer- 

ship. The firm is headed by James 

Elmer Mims. . 
= + * 


Smith-Courtright Opens 


Smith-Courtright Ford Sales, 
Pataskala, O., has been organized 
by David L. Smith, George B. 
Courtright jr. and Bette Court- 
right. The dealership was purchased 
from Byron Van Atta, a county 
commissioner, and Glenn Cress. 

* * * 


Clark Buys Deal 


Dale Clark of Huntington, Ind., 
has purchased the Buick dealer- 
ship in Bluffton, O. The dealer- 
ship had been operated for the 
last six years by E. S. Miller. 

* * * 


Kemmerle Buys Ford 


Martin E. Kemmerle, for the 
past two years fleet sales manager 
of Berl Berry Motors, Inc. (Ford)., 
San Francisco, has purchased a 
Ford dealership at Gardnerville, 
Nev., and will operate as Martin 
Motors. The firm formerly was 
Douglas Motors. 

= 

















































































* * 


Jones Buys Starr-Smith 


Starr-Smith Motors, Inc. 
(Dodge-Plymouth), Augusta, Ga., 
has been sold to William W. 
Jones, a used-car dealer, for an 
estimated $200,000. 


> * * 


Allen Chevrolet Opens 


Al Levin and Ned Gordon have 
announced that they have opened 
Allen Chevrolet, 6527 Roosevelt Rd., 
Chicago. The new firm is successor 
to Drije Chevrolet, which occupied 
the same building. 


Ernest Purchases Conrad 


Charles Ernest, Cincinnati, has 
purchased Conrad Motors, Inc., 
Springfield, O., and will operate 
the business as Ernest Pontiac, 
Inc. 


53 Dealerships 
Newly Franchised 
To Handle Dodge 


Fifty-three new Dodge dealers 
have been franchised, according to 
Byron J. Nichols, Dodge sales vice- 
president. They are: 

White Motor Co., Dade City, Fla.; 
Penn Motor Co., Tampa, Fla.; 
Manzi Auto Sales, Inc., Lawrence, 
Mass.; Card-McDonald Motors, Inc., 
Norwich, Conn.; F. M. Puryear Mo- 
tors, Inc., Greenville, Ky.; Super 
Motor Sales, Linton, Ind.; Mundell 
Motor Co., Tucumcari, N. M.; Jim 
Clark Motors, Lawrence, Kans.; C 
& E Motors, New Paltz, N. Y.; Mar- 
cantell Motors, Kinder, La.; Lindell 
Motor Co., Willmar, Minn.; East- 
land Motors, Inc., Waynesboro, Pa., 
and F. C. Hoch Motor Co., Butler, 
Pa. 

Knight’s Service Garage, Frank- 
linville, N. Y.; Bill Jones Motors, 
Inc., Augusta, Ga.; Howe Motor Co., 
Beatrice, Neb.; King Dodge Co., 
Minneapolis; Hill Motors, New Hol- 
land, O.; Keller-Koch, Inc., Chicago; 
Hockett Motors, Inc., Indianapolis; 
Young Auto Co., Killeen, Tex; Gray 
Motor Co., Waukon, Ia.; Concord 
Auto, Inc., South St. Paul, Minn.; 
Claremont Auto Mart, Claremont, 
N. H.; Kahle Motor Co., Batavia, 
O.; G & B Sales & Service, Stam- 
ford, Conn.; Hutton Scott Co., Char- 
lotte, N. C., and Woodstock Motors, 
Inc., Woodstock, Ill. 

West End Motors, Inc., Hunts- 
ville, Tex.; Hanks & Simons Motor 
Co., Camdenton, Mo.; McAfee Mo- 
tor Co., Dyersburg, Tenn.; Lewing 
Motors, Mansfield, La.; Lancer 
Sales, Inc., Traverse City, Mich.; 
Emery Colkett Motors, Inc., Olym- 
pia, Wash.; Spitzer Motors Of Mi- 
ami, Miami; Hundley Motor Co., 
Shelbyville, Ky.; Cross Motor Co., { 
Spooner, Wis.; Neuerburg Motors, 
Andrews, Tex.; Harold’s, Paw Paw, 
Mich.; Al Beatty Motors, Costa 
Mesa, Calif.; Anderson Johnson 
Motor Co., Clear Lake, Wis.; Curry 
Motors, Inc., New Britain, Conn., 
and Stromberg Brothers. Chicago. 

Raywood Motors, Inc., Abbeyville, 
La.; Morgan & Barnes, Kawthorne, 
Nev.; Worthing Motors, Hastings, 
Neb.; Jones Motor, Inc., Mt. Airy, 
Md.; Bertolett Motor Co., Upper 
Darby, Pa.; Widmer Motor Sales, 
Tarentum, Pa.; Bastian Motors, 
Inc., Brillion, Wis.; Strausburg Mo- 
tors, Brookville, O.; Sutter & Son, 
Delphi, Ind.; Wagoner Motor Co., 
Wagoner, Okla. 
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Ambassador Custom 
Country Club 
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The buyer who demands the dashing power and 
lightning-like acceleration of a big V-8 will find 
his wish comes true at the wheel of the Nash 
Ambassador V-8. With America’s most advanced 


: engine under the hood, 220 horses are in throbbing 
F or the P ower -M. inded readiness to respond to a nudge of the throttle 


. .. and this sensational power and performance 
WwW H O A Pp ¥ R E C I AT E is matched by its unequalled beauty and luxury. 
FI NE 7 AR LUXURY It’s the perfect answer to the fine-car market— 


at far less than other fine-car prices . . . and, at 
even lower cost, there’s the time proved Ambas- 


sador Super Jetfire 6. 


| 
| 
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For those Who Want 
*°BIG-CAR”’ ROOMINESS ona _ {gf 
"*SMALL-CAR” BUDGET 







The smart Nash Statesman is the buy. Here is 
traditional Nash economy, PLUS more than 
adequate performance . . . supplied by the new 
Statesman OHV “‘6’’. It is the roomiest car in its 
price class . . . with riding comfort and luxury 
features to match . . . and Statesman prices start 
near the low-price field. 





Statesman Super 
4-Door Sedan 





For those Who Demand aa eS 
TRUE DISTINCTION 


The Rambler Cross Country 4-Door Station Wagon is the 
most distinctive car of its type on the market. It manages to 
provide station wagon room and utility without having the 
boxy, bulky lines of other wagons. Completely restyled for 
1956, the Cross Country offers fine-car features not found 
on any other car in its price class. And this model, like all of R 

‘ F ce . ambler Custom 
the Rambler line, is priced below any competition with Cross Country 


No Wonder It Pays 
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ffers Such Coverage! 


THE MODELS AND PRICES 
OF THE AUTOMOTIVE MARKET’S 
AND BUDGETS! 


For the 
“MAN AND WOMAN 
ABOUT TOWN’ 


The sophisticated Rambler 4-Door Hardtop combines Park 
Avenue swank with Main Street practicality. Luxuriously 
finished inside and out, this Rambler model sets a new style 
trend with its Fashion Safety Arch sweeping up and over the 
rear roofline to add even more smartness to America’s 
newest body style. 





Rambler Custom 
4-Door Hardtop 





For the Cost Conscious Motorist... 
AMERICA’S LOWEST PRICED 
4-DOOR SEDAN 


The most practical family car for young America on the go, the 
smart Rambler Deluxe 4-door sedan offers man-sized accommoda- 
tions for six husky adults, with ample room for all their luggage. 
Like all Ramblers, it has 33% more horsepower for 1956 . . . yet 
still retains its record-setting fuel economy. And at even lower 
cost with even more sensational fuel economy, Nash dealers 
have the compact Metropolitan. 


Rambler Deluxe 
4-Door Sedan 





American Motors mag 











5 To Sell 


A Fair, Equitable Agreement that Establishes 
a Partnership Relationship Between Dealer 
and Factory. 


An All-New Volume Car in the Lowest 
Price Field. 


Products with “Built-in” Safety...Found Only 
in Double Safe Single Unit Car Construction. 


A “Workable” Plan for Moving Trade-ins 
at a Profit. 


Liberal Dealer Incentive and Area Bonus 
Programs. 


Products that Lead their Price Fields in 
Resale Value. 


Protection against “Overloading” and 


““Over-Franchising.”’ 


Exclusive Features You Alone in Your Area 
can Offer. 


FOR COMPLETE INFORMATION ABOUT THE NASH FRANCHISE, CALL OR WRITE JOHN RAISBECK, VICE 
PRESIDENT-SALES, NASH MOTORS DIVISION, AMERICAN MOTORS CORPORATION, DETROIT 32, MICHIGAN. 
IN CANADA: R. J. ORR, NASH MOTORS OF CANADA LTD., 2951 DANFORTH AVE., TORONTO 13, ONTARIO. 
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Auto Legislation .. . 





Senator Seeks to Kill 
N. Y. Inspection Law 


ALBANY.—A bill to repeal a sus- 
pended 1954 law calling for com- 
pulsory inspection of vehicles at 
private garages has been intro- 
duced in the New York Legisla- 
ture by Senator Fred J. Rath, 
Utica Republican. 

He was one of the leaders of 
the movement that resulted in 
postponement of the effective 
date of the law until Dec. 1, 
1956. 

Rath said he was convinced that 
increased traffic law enforcement 
would be “far more effective” in 
improving highway safety than the 
semi-annual inspection program. 

According to the senator, law- 
makers did not become aware of 
what he called the relatively minor 
role of mechanical defects until 
after the law was passed. One 
study by an insurance firm, Rath 
said, showed that less than 2 per- 
cent of accidents could be traced 
to mechanical defects. 

Rath estimated that the $2.50 
cost of the proposed twice a year 
inspections would “impose an ad- 
ditional burden on car owners of 
somewhere between $20 million and 
$25 million. 

As an alternative, he suggested a 
smaller expenditure on enforce- 
ment and said he believed this 
would bring greater safety results. 
The law originally had been sched- 
uled to be effective Sept. 1, 1955. 
Protests and petitions against the 
law were said to have “poured into 
the state capital” thus sparking the 
postponement move led by Rath. 

Among other bills introduced, 
were those by Senator Pliny Wil- 
liamson, Westchester Republican, 
aimed at silencing automobile 
hornes at night and muting them 
during the day. 

Other proposed measures would 
prohibit passenger cars manufac- 
tured after Jan. 1, 1959, unless 
equipped with safety belts, padded 
dash boards, safety locks, steering 
wheels and protected roofs; require 
vision test in renewals of driver's 
and chauffeur’s licenses; prohibit 
registration of vehicles without 
proof of financial responsibility; 
hike fees for station wagons not 
strictly for passenger use, and one 
bill would prohibit cars manufac- 
tured after Jan. 1, 1957, on public 
highways unless equipped with seat 
safety belts. Dealers’ cars were 
exempt under this bill. 

It also was predicted that the 
New York Legislature this year 
would pass a compulsory auto in- 
surance bill. There was much sup- 
port for the measure, including 
Speaker of the Assembly Oswald 
D. Heck and Senator Harry J. 
Neddo, Whitehall Republican, and 
chairman of the Joint State Legis- 
lative Committee on Unsatisfied 
Judgments. 

In Rhode Island, a resolution 
has been introduced proposing a 
seven-member special committee 
to probe a gas tax hike. 

In Georgia, Gov. Marvin Griffin 


Legislators Study 
Five Automotive 


Bills in Kentucky 


A total of 260 bills have been 
introduced so far in the Kentucky 
Legislature. 

Of these, according to the Ken- 
tucky Automobile Dealers Assn., 
five affect dealers. 

House Bill 122 relates to install- 
ment sales contracts on motor 
vehicles. It has been passed by the 
House and sent on to the State 
Senate. 

House Bill 29 provides for annual 
mechanical inspection of all motor 
vehicles prior to issuance of license 
plates. A fee of one dollar would 
be charged. 

House Bill 81 provides penalties 
for improper use of license plates 
by dealers or vehicle owners. 

House Bill 127 requires that proof 
of financial responsibility accom- 
pany all applications for vehicle 
registrations. 

House Bill 176 prohibits contracts 
that make union membership or 
nonmembership a condition of em- 
ployment or continuation of em- 
ployment. 
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has recommended to the Legisla- | 
ture the appropriation of sufficient 
funds to employ additional mem- 
bers of the uniformed division of 
the State Highway Patrol. 

> + +. 


Compulsory Insurance Hit 

The idea that all owners of auto- 
mobiles should be. forced by law 
to purchase insurance, has been 
attached here by Norris C. Flan- 
agin, executive vice-president, 
Lumbermen’s Mutual Casualty Co. 
and American Motorists Insurance 
Co., Chicago. He said: “It would 
provide an opening to that small 
but dangerous group that has as 
its ultimate goal the socialization 
of industry.” Flanagin endorsed 
what he calls the “equal responsi- 
bility amendment,” by which a 
driver would be required to carry 
a certificate showing that he is 





| the revolving fund from which auto 


able to pay for accidents he might 
cause. 


+ * 7 
Aid for Indians 
A resolution has been placed on 
the order paper of Canada’s House 


of Commons to increase from $350,- 
000 to $1 million the maximum of 


loans are made to Indians. 
* * + 


Canada Ups Road Aid 


Public Works Minister Robert 
Winters has disclosed, in Ottawa 
that he would ask Parliament for 
authority to raise the total Federal 
contribution to the Trans-Canada 
highway from $150 million to $250 


million. 
+ + * 


Ariz. Gas Tax Hike Asked 


A one-cent increase in the gas- 
oline tax—from seven to eight 
cents—has been recommended by 
Gov. McFarland in his message to} 
the Arizona Legislature. He said 
the state will need new matching 
funds if increased Federal aid is 
authorized. 





+ * * 
Hike in Benefits Urged | 
Gov. Thomas B. Stanley has 


recommended liberalization of Vir- 
ginia’s unemployment and work- 











“Concerning your discussion of 
selling devices, men,—lI’ve found 
the best selling device to put on 
an auto is an enthusiastic sales- 
man!” 





men’s compensation laws. 


| gested workmen’s compensation be | 


hiked from $27 to $30 a week and 
that jobless pay be raised from $24 


|for 16 weeks to $28 for 18 weeks. 


* * * 


Sales Tax Loophole Hit 


A bill aimed at preventing loss 


He sug-| 





sales by out-of-state retailers to 
Rhode Islanders has been intro- 
duced in the Rhode Island Legisla- 
ture. It would compel such re- 
tailers who solicit business in 
Rhode Island to obtain a sales per- 
mit. They would be asked to col- 
lect the 2 percent tax and turn it 
over to the State. 


* * * 


|S. C. Bill Would Set 
Seat-Belt Standards 


Bills have been introduced in the 
South Carolina Legislature by Rep. 
Foy W. Dickson jr. that would re- 
quire the state highway department 
to prescribe standards for auto 
belts and hydraulic brake fluid. 

Another bill, introduced by the 
Kershaw County delegation, would 
forbid altering or “souping up” a 
vehicle for racing or speeding on 
public roads. 


+ * 


N. Y. Reviews Wagon Fee 


A bill has been introduced in the 
New York Legislature to make the 
license plate fee on station wagons 
primarily used as a passenger car 
the same for a passenger car of 
equal weight. Under present law, 
owners pay the same rate as com- 


= 


of State sales tax revenue from! mercial vehicles. 


PROGRESSIVE ENGINEERING 
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Used-Car Notes 


ee 


a: 


CINCINNATI.—The used-car bus- 
iness of the late Earl A. Schott 
has been purchased by Jack D.} 
Kimball. K. F., Inc., was formed | 
several years ago by the merger 
of Schott Auction Co. with Earl 
A. Schott, Inc. The deal involved | 
approximately $250,000 and included 
approximately 260 used automo- 
biles. 

Kimball, formerly general mana- 
ger of Schott Auction Co., said no 


real estate was involved. 
* * 


Knapp Opens Doors 
MANCHESTER, N. H.—K napp 
Motor Co., a used-car firm, has 
opened headquarters at 401 S. Wil- 
low St. here. The proprietor is 
;Larry Knapp Vallas. 


* * 





* 


Stokes Wins Fishing Contest— 


John M. Stokes, of John M. Stokes Oldsmobile, Bellflower, Calif., took top honors 
in the Oldsmobile deep sea fishing contest with this 248-pound blue marlin he landed | 
off Fort Lauderdale, Fla. It took him nearly three hours to land the 11-foot, 4-inch 
fish. Stokes was among 400 Oldsmobile dealers and sales managers who enjoyed a 
vacation at Boca Raton, Fla., as the result of winning a national sales contest. 


Spokane Independents 


Name Nelson President 

| SPOKANE.—New officers of the 
|Independent Used Car Dearlers 
|Assn. of Spokane are Rudy Nel- 
son, president; James P. Lucas, 








OF CRANKING MOTORS FOR 


A new series of Delco-Remy cranking motors, with many new 
design features, is now available for outboards, garden tractors, 
power mowers and other similar applications. 


With a frame diameter of only 3 inches, an overall length of 
slightly over 5 inches when mounted, and a weight of about 
6% pounds, the powerful new motors will crank one-cylinder 
engines up to 15 H.P., two-cylinder engines up to 35 H.P., and 
four-cylinder engines of even higher horsepower. 


These four-pole, four-field motors, designed for both 6-volt and 
12-volt systems, may be powered by standard Delco batteries. 


Available now for original equipment applications, the new 
motors can be supplied with or without automatic drives and 
solenoid switches to meet varying requirements. They are yet 
another example of Delco-Remy leadership in electrical equip- 
ment ‘‘Wherever Wheels Turn or Propellers Spin.’”’ Manu- 
facturers of engines and power equipment are invited to write 
directly to Delco-Remy for complete information and engineering 
assistance on the application of these units. 





DIVISION OF GENERAL MOTORS 


DELCO-REMY ANDERSON, 


ey GENERAL MOTORS LEADS THE WA 
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ELECTRICAL SYSTEMS 
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vice-president; Larry D. Lenz, 
treasurer, and Edwin Elkins, secre- 
tary. 

The association, formed in 1954, 
is working with groups in Tacoma, 
Everett, Seattle and Yakima to- 
ward formation of a statewide unit. 

* * * 


Pierson Heads Dealers 


In Washington State 
SEATTLE.—A. V. Pierson, Ever-| 


|ett, Wash., has been elected presi- 
| dent of the Washington State Used | 


Car Dealers Assn. 

Douglas Eller, Spokane, was 
named vice-president, Lee S. Mc- 
Bride, Spokane, was elected to the 
board of directors, and Harold G. 
Oglesbee jr., also of Spokane, has} 
been chosen publicity director. 

* * * 


Cianciola Named Head 


Of Waterbury Group 


WATERBURY, Conn. — Anthony | 
Cianciola has been elected president 
of the Greater Waterbury Used Car | 


DELCO-REMY DEVELOPS A NEW LINE 


OUTBOARDS AND OTHER APPLICATIONS 


INDIANA 


27 


Dealers Assn. Other officers are 
James Dimeo, first vice-president; 
James Lango, second vice-president; 
Francis X. Fitzmaurice, secretary, 
and Thomas Boiano, treasurer. 

Members of the Connecticut Au- 
tomotive Trades Assn. and the 
Connecticut Used Car Dealers Assn. 
attended the group’s annual meet- 
ing. 


* * 


Smith to Run for Mayor 


LOUISVILLE.—Eugene J. Smith, 
25, a used-car dealer, announced he 
will seek the Democratic nomina- 
tion for mayor of Louisville in 1957. 
He said he will ask the State Leg- 
islature to lower the 30-year mini- 
mum age requirement. 

+ od * 


Johnson Opens Lot 


PORTLAND, Ore.—Bob Johnson 
Fiance Co. has opened a used-car 
operation. Johnson has been in 
business of buying and selling cars 
here for 38 years. 

Associated with him are Ralph 
Riley, Eddie Williams, former 
owner of Western Auto Sales and 
Len Mention, in the auto business 
since 1920. 


* 


Annual Production 


‘Of 97,000 Trailers 


Seen for 5 Years 


EDGEWATER PARK, Miss.— 
The Truck-Trailer Manufacturers’ 
Assn. has been told that its mem- 
bers can “look forward ... with 
confidence” and that the “outlook 
still is highly optimistic.” 

This prediction was given by 
Prof. Marvin J. Barloon, Western 
Reserve University, Cleveland. His 
prediction of 1952-1955 production 
was 95 percent correct. Barloon 
said 1956-1960 truck trailer produc- 
tion will average 97,000 annually. 


Cc. J. Williams, president, Ameri- 
can Trucking Assns., said that 
truck competition with railroads 
had saved the U. S. public “billions 
of dollars.” He said that transpor- 
tation rates could be raised 50 per- 
cent and still be in line with the 
1929 share of the national sales 
dollar. 

E. G. Cox, safety chief, Inter- 
state Commerce Commission, urged 
the trailer makers to exert “every 
effort to reduce brake failure 
hazards.” Attendance exceeded 360, 
a record. 


World Bestos Has 
28% Sales Gain 


NEW CASTLE, Ind. — Sales of 
World Bestos brake linings and 
blocks in 1955 increased 28.3 per- 
cent over the previous year, R. A. 
Riley, assistant general manager, 
declared at the firm’s sales conven- 
tion here. 

Riley said that the World Bestos 
gain more than doubled the indus- 
try sales gain and credited the 
World Bestos increase to the firm’s 
continuing research. 

Two of the company’s salesmen, 
W. R. McClurg and J. P. Mycue, 
and their wives were awarded free 
trips to Mexico City and Acapulco, 
Mexico. 





Pontiac Names Allison 
Appointment of D. A. Allison as 
a Pontiac dealer in San Jose, Calif., 
has been announced. The firm will 

be known as Allison Pontiac. 





No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes, Pi in 
and run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 
For indoor or outdoor display, Write for 
free literature. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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Appointment of John H. Harris 
as planning vice-president and Wal- 
lace T. Gray as general works 
manager has been announced by 
Brush Electronics Co., Cleveland, a 
division of Clevite Corp. 

Harris formerly was vice-presi- 
dent and general works manager. 
Gray was works manager of Leece- 
Neville Co., Cleveland. 


* * + 


IHC Service Picks 


Faust and Paterson 


L. K. Faust has been named 
assistant general supervisor and 
J. C. Paterson supervisor of dealer 
service in International Harvester’s 
truck service section. 

Faust formerly was _ assistant 
manager of the Chicago sales dis- 
trict, and Paterson was manager of 
the Salt Lake City sales branch. 

= + * 


Allen Promotes Artley 

Ralph L. Countryman, sales man- 
ager, Allen Electric & Equipment 
Co., Kalamazoo, Mich., has an- 
nounced the promotion of Hamilton 
M. Artley to the position of Detroit 
special representative. He will act 
as liaison man between manufac- 
turers and the factory in Kalama- 
zoo. 

* = oe 


Ford Appoints Davidson 


District Sales Manager 

Earl 8. Davidson has been 
named Oklahoma City district 
sales manager for Ford cars and 
trucks, succeeding E. F. William- 
son, who resigned. 

Succeeding him as executive 
assistant in the southwestern 
region is L. T. Warinner, assist- 
ant district sales manager in New 
Orleans. 


* * om 
Fahrner Is Appointed 
Robert H. Fahrner has been 
named sales and traffic vice-presi- 
dent for Michigan Express, Inc. 
He succeeds Edward R. Miner, who 
has relinquished his active duties 
because of health reasons. 
* * * 


Damerel Rejoins Whitney 

William A. Damerel has rejoined 
Whitney Chain Co., Hartford, Conn., 
as assistant to the works man- 
ager. He will head a new division 
producing automotive original 
equipment timing chains. 

* + ” 


L-O-F Names Garnett 


Richard H. Garnett has been 
named field representative in the 
New York region for L-O-F Glass 
Fibers Co. 


* * * 


Gartner Named Assistant 


To Borg-Warner President 

Joseph M. Gartner has been 
named administrative assistant to 
the president of Borg-Warner 
Corp. 

Gartner, who joined the firm in 
1947 as a patent attorney, most 
recently had served as assistant 
patent counsel. P 

x 


Armstrong Picks Sackett 


Armstrong Rubber Co. West 
Haven, Conn., has named George 
A. Sackett director of repair mate- 


rial development. 
© = © 


L-O-F Appoints Damm 

Richard E. Damm has been ap- 
pointed credit manager of L-O-F 
Glass Fibers Co., according to F. H. 
May jr., secretary and treasurer. 
For the past nine years, Damm 
was credit manager of Kasco Mills 
division of Corn Products Sales Co. 
Prior to that he was with the sales 
order department of Libbey-Owens- 
Ford Glass Co. 


Hyster Names Aide 
Hyster Co., Portland, Ore., has 
named John P. Gueldenzopf assist- 
ant to the plant manager at the 
Danville (Ind.) factory. 
= t a 


Pontiac Appoints Johnson, 


Leighton and Anderson 

The appointment of C. O. John- 
son, M. L. Leighton and H. A. C. 
Anderson as general superintend- 
ents has been announced by B. E. 





Starr, Pontiac’s general manufac- 
turing manager. 

Johnson will head manufacturing 
in the Pontiac heat treat, axle, 
foundry and engine plants. Leighton 
will be in charge of manufacturing 
at the plating, sheet metal and car 
assembly plants. Anderson will 


supervise the afternoon shift. 
+ +* * 


New Auto History Chief 

Maude Payne has been named by 
the Detroit Public Library to suc- 
ceed Walter Conaty as chief of its 
automotive history. division. Conaty 
will leave the library in December 





Mexican Road Race 


to go into private business. 
Payne has spent nearly 40 years as 
a reference assistant in the tech- 
nology department. 

+ * 


Carroli Appointed 
Charles H. Carroll has been 
named assistant to the president 
of Detroit Gasket & Mfg. Co. 
+ * * 


Hudson Names Dearing 
W. J. Dearing has been named 
district manager for Southern Ore- 
gon by Hudson. His headquarters 
will be in Eugene. 
oa o * 


Tide Water Picks Barnes 


William O. Barnes has been ap- 
pointed industrial relations super- 
visor for the eastern division of 
Tide Water Associated Oil Co. He 
succeeds Seth W. Candee, who is 


Miss | - 





Sunoco Again Increases 


Antiknock Properties 


PHILADELPHIA.—Sun Oil Co. 
last week announced a new boost 
in the antiknock quality of Blue 
Sunoco gasoline. 

The increase, third in 21 
months, was made to meet 
the requirements of higher- 
compression engines now coming 
off the assembly lines, said Frank 
R. Markley, marketing vice- 
president. 





retiring. Barnes started with the 
company in 1925. 
* ia * 
White Appoints Lind 
John E. Lind has been appointed 
field sales engineer in Toronto, ac- 


cording to White Motor Co. of Can- 
ada Ltd. 

Lind came to White from Mack 
Truck of Canada where since 1947 
he was manager of the off-highway 
operations in the mining, lumbering 
and construction field. 

* * + 


Wing, Ex-Harness Maker, 


Retires from Milsco Mfg. 


William A. Wing, 68, has retired 
as vice-president of Milsco Mfg. 
Co., Milwaukee, ending a career 
that covered the _ transportation 
field from harness-making to auto- 
mobiles. 

Wing entered the harness busi- 
ness early in the century and 
joined Milsco in 1941. Milsco 
turned out its last piece of har- 
ness in 1945, Wing noted, but even 

(Continued on Page 29, Col. 3) 


WE WERE 


in every recent major automotive 


Spicer Products were there...helping 


Stock Car Races 


Mobilgas Economy Run 





1954—Lincoln, Ist and 2nd places. 

1953—Lincoln, Ist, 2nd, 3rd, 4th, 7th, 8th 
and 9th places. 

1952—Lincoln, Ist, 2nd, 3rd and 4th places. 


1955—30 races won by Chevrolet, 


5 races won by Ford Thunderbird. 


1954—24 races won by Hudson Hornet. 
1953—47 races won by Hudson Hornet. 


1955 Sweepstakes Winner—Studebaker. 
1954 Sweepstakes Winner—Studebaker. 
1953 Sweepstakes Winner—Ford 6. 
1952 Sweepstakes Winner—Mercury. 


Since 1904 . . . when Clarence W. Spicer adapted the first universal joint to automotive 
needs . . . Spicer Products have helped set many new performance records, and have 
helped establish new standards of motor vehicle value in America’s greatest industry. 


In each new model year, original Spicer designs or cooperative developments serve to 
increase power transmission efficiency, through engineering excellence and quality of 


manufacture. 


No matter what type of automotive vehicle you make . . . no matter what type of power 
transmission design you need . . . Spicer engineers and Dana resources can serve you well. 
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DANA CORPORATION Toledo 1, Ohio 
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Pike-Lyons Opens New Building— 





lot and an 1,100-square-foot showroom. 





More than 5,000 persons visited the new location of Pike-Lyons Chevrolet, Boulder, 
Colo., during the four-day grand opening. New facilities include a 7,650-square-foot 
service area, 1,680-square-foot for parts and accessories, a 3,000-square-foot used-car | named assistant manager of Ford’s 
| Rockford (Ill.) sales district. He 


Auto Personnel 





(Continued from Page 28) 


before that the firm had shifted 
to the production of cushion seat- 
ing for trucks, tractors and road 
equipment. 


* * ® 


Mack Appoints Schroeder 


Mack Trucks, Inc., New York, 
has named J. L. Schroeder manager 
of its Houston branch. 

* * * 
Ford Names Porter 

Christopher J. Porter has been 


THERE! 


endurance, speed and economy test... 
to establish new world’s records! 





formerly was manager of the sales 
planning and analysis department 
at Ford’s midwest regional sales 
office, Melrose Park, IIl. 


* * * 


General Names Williams 


Frank H. Williams has been ap- 
pointed Chicago sales representa- 
tive of the flooring division of 
General Tire & Rubber Co. 

* * * 


Mack Appoints Parker 


M. L. Parker jr. has been named 
bus manager of Mack Co.’s Atlantic 





Pike’s Peak Climb 


New world record set September 9, 1955, by Zora Arkus- 
Duntov driving a 1956 Chevrolet. Time 17 minutes, 24.05 
seconds. 










Durability Run 


25,000-Mile Durability Run in 238.77 hours total elapsed 
time for an average speed of 104.7 MPH established by 


a Packard Patrician. 
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division, with headquarters in Phil- 
adelphia. The division includes 
Pennsylvania, West Virginia, Mary- 
land and Washington. 


* * * 


NAM Elects Swigert 


National Vice-President 


Ernest G. Swigert, president and 
founder of Hyster Co., Portland, 
Ore., has been elected national 
vice-president of the National 
Assn. of Manufacturers. He was 
a regional vice-president of the or- 
ganization in 1955. 


Swigert founded Hyster Co. in 
1929. The firm manufactures ma- 
terial-handling trucks, attachments 
and tractor-mounted job equip- 


ment. 
* * * 


Flex-0-Tube Appoints 


2 District Sales Chiefs 


Flex-O-Tube division of Meridan 
Corp., Inkster, Mich., has appointed 
an East Coast and a midwest sales 
representative. 


Chester L. McCormick will su- 
pervise sales in Massachusetts, 
Rhode Island, Connecticut, New 
York, New Jersey, Delaware and 
Maryland, and Charles K. Stiles 
will be district chief in Illinois, 
Wisconsin, Minnesota, Iowa and 
Nebraska. 


Zimmerman, Loggins Fill 


New Buick Zone Spots 


E. A. Zimmerman has been ap- 
pointed Atlanta zone manager of 
Buick, succeeding John E. Shee- © 
han, who has resigned to take a 
Buick dealership. 


Replacing Zimmerman as El 
Paso (Tex.) zone manager is L. D. 
Loggins, formerly assistant St. 
Louis zone manager. 

* ad 7 


Mack Trucks Names Caley, 


Lawson to Southern Posts 


John G. Caley has been promoted 
to manager of national and fleet 
accounts in the southern division 
office of Mack Trucks, Inc., in 
Atlanta. 


Ben L. Lawson succeeds Caley 
as Charlottee (N. C.) branch man- 
ager. 


* * * 


Fruehauf Names Wagg 


Ev Wagg has been manager of 
used-trailer sales and sales promo- 
tion for Fruehauf Trailer of Can- 
ada, Weston, Ont. 


* = * 


Zone Post for Rinehart 


Lloyd Rinehart, former Chevrolet 
dealer in Ojai, Calif. has been 
named business manager of the 
Chevrolet zone office in Portland, 
Ore. He formerly served in Chev- 
rolet’s Los Angeles zone office. 

* * ok 


Delco Picks 5 Officials 


For Olathe (Kans.) Plant 


Key posts in Delco-Remy’s, 
Olathe, Kans., will be filled by four 
men from the division’s Anderson 
(Ind.) plant and one from _ the 
Buick-Olds-Pontiac plant in Kan- 
sas City. 

Roy G. Schuyler, Kansas City, is 
supervisor of purchasing and 
production control. Transferred 
from Anderson were Donald G. 
Shaefer, resident controller; Ro- 
bert J. Ellis, personnel director; 
Lewis B. Dean, general supervisor 
of assembly, charging and paint- 
ing, and Joseph R. Harold, general 
supervisor of rubber and lead 
molding, oxide manufacturing and 
plate casting. 

~*~ x cS 


Murray Elected President 


Of Grease Institute 


The National Lubricating Grease 
Institute has elected W. M. Murray 
as president. Vice-president is J. W. 
Lane, and A. J. Daniel is treasurer. 


Murray is vice-president of Deep 
Rock Oil Co., Oklahoma City; Lane 
is manager of Socony-Mobil Oil’s 
automotive division, lubricating de- 
partment, and Daniel is president 
of Battenfeld Grease & Oil Corp., 
Kansas City. 


Directors are D. P. Clark, of Gulf 
Oil Corp.; R. Cubicciotti, of L. Son- 
neborn Sons, Inc.; H. P. Ferguson, 
of Standard Oil Co. (Ohio); H. L. 
Hemmingway, of Pure Oil Co.; F. 
R. Hart, of Standard Oil Co. (Cali- 
fornia); C. L. Johnson, of Jesco 
Lubricants Co.; George Landis, of 
Atlantic Refining Co, and H. A. 
Mayor jr., of Southwest Grease & 
Oil Co. 
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Make 


Light Work 
of 


Heavy 
Lifting 


suspension prevents tipping. 
Sturdy combination handles 
provides accurate steering and 
smooth, fast pumping to raise 
load. Faster, easier to operate, 
more versatile, and less costly 
than other types of lifting equip- 
ment. 
Write today for Complete Information 
Jobber inquiries Welcome 


DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 Babcock Street, Buffalo 10, New York 


Combine hydraulic lift and can- 
tilever boom to make light, safe, 
fast work of removing and re- 
placing engines, loading and 
unloading trucks, raising auto- 
mobiles, and many other heavy 
lifting jobs. Available in one 
or two-ton capacities. Four-point 
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Highways and Safety... 
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Accidents Kill 92,000 


Hurt 9.2 Million in 


Gy) 


— of all types killed|the number of traffic deaths per 
92,000 Americans last year, in-| 10,000 registered vehicles, were: 


jured 9,200,000 and cost $10.3 billion, 
according to estimates by the Na- 
tional Safety Council. 

The death toll was 3 percent 
greater than the 1954 figure of 
89,432. 

As in 1954, motor vehicle deaths 
topped the list, rising 8 percent 
to 38,300. This was 42 percent of 
deaths from all accidents. Home 
mishaps killed 27,000, another 
14,200 died in work accidents and 
16,000 in public accidents other 
than the motor-vehicle type. 

The council noted that its motor 
vehicle total included some deaths 
which also were listed in the work 
and home categories. 

* * ” 


HE all-accident death rate was 
56 per 100,000 population, mark- 
|ing the second time it has fallen 
below 60 since the records have 
|been kept. Nevertheless, one of 
every 18 persons in the U. S. suf- 
fered a disabling injury in 1955. 
In estimating the economic loss 
due to accidents, the council in- 
cluded wage losses, medical ex- 
pense and overhead costs of 
insurance, production delays, fires 
and equipment and property dam- 
| age. 
In addition to the death count, 








| 7,950,000 persons were injured in 
home, work and public accidents. 
Economic loss amounted to $4.5 
billion. 

The 1955 auto-death total of 38,300 
was the worst since 1941 when a 
|record 39,969 were killed. Every 
month except January and Febru- 
ary brought more deaths than the 
corresponding month of 1954. 

* * * 

ECEMER’S toll was 3,960 —12 

percent greater than December, 
1954, and the largest monthly total 
since December, 1941. 

An additional 1,350,000 persons 
were injured in traffic during 
the year and the economic loss 
totalled $4.7 billion. Of this fig- 
ure, $1.75 billion was property 
damage. 

Thirteen states reported fewer 
traffic deaths in 1955 than in 1954. 
Idaho topped the list with a 23 per- 
cent decrease, followed by ‘Arizona, 
down 11 percent, and Minnesota, 
down 10 percent. 

Fatalities dropped in 207 of the 
531 cities reporting to the council 
with Syracuse and Tampa, Fila., 





leading the way among cities in the 
over-200,000-population class. 
x & a 


YRACUSE cut its traffic deaths 

37 percent in 1955 and Tampa 
posted a 34 percent decrease. Other 
large cities reporting drops of one- 
sixth or more were Seattle and 
Dallas, each down 28 percent; St. 
Paul, down 19 percent, and Mem- 
phis, down 17 percent. 


Eighty-one cities of 10,000 or 
more population had perfect rec- 
ords in 1955. Medford, Mass. (66,- 
100) was the largest city in this 
category, followed by Muskegon, 
Mich., and LaCrosse, Wis. 
Leading cities in each population 
group for 1955, ranked according to 








Safety-Check Program 


Honors Automotive News 


Automotive News has been 
awarded a “National Certificate 
of Appreciation” by the sponsors 
of the National Vehicle’ Safety 
Check Program for Communities. 

M. R. Darlington jr., represent- 
ing the program’s sponsors, told 
Automotive News Editor Pete 
Wembhoff: “We hope this certifi- 
cate will adequately express our 
appreciation for the important 
contribution your publication is 
making in bringing traffic safety 
activities to the attention of your 
readers.” 

The program is sponsored by 
the Inter-Industry Highway 
Safety Committee, Look maga- 
zine and the National Safety 
Council in cooperation with the 
National Conference of State 
Safety Coordinators. 
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Rate 
Over 1,000,000 Population 
OED. . cssdatduseednictiveccteriviaerd 3.4 
Detroit ......... dadinlebdicvaniiigesédaieiaaeehink a 
Philadelphia ............ 3.7 


7150,000-1,000,000 Population 


I asincicichdssincivhsasoa tivnivdconessounies 3.0 
a er Ea 3.1 
eee 
500,000-750,000 Population 
SINE: sccsucbistectetiieatslosiicberssrussoneoetuictsa” aaa 
SNL eualctscheunseceyimnigianeoliniersmysintes 1.7 
ea | 
350,000-500,000 Population 
SNE NOD: eves csivcssoiviavncvsesinians. AD 
SII. csSicerssitclosicrwtsetestsncsdtis “OD 
Kansas City ........... Feananseuivoss We 
200,000-350,000 Population 
CORREMONE CRY .o.ccccccscccnicncace LD 
a 
SES. taieithsnlabintvincssicdiseddpertetsaveties 1.5 


100,000-200,000 Population 


a 0.8 
Wilmington, Del. ........................ 09 
Ey IDS. issicccicncadiceasicsdiestonccscs WUD 
50,000-100,000 Population 
Medford, Mass. ............................. 00 
NINE SIS isssics ctesnins, adidesencestuvortes 0.2 
PII: We ciskineidinssenscnrseenvin 0.3 
25,000-50,000 Population 
Muskegon, Mich. ........................ 0.0 
SII «TIRING | cc csecccivesesuticivctenve 0.0 
en eee 0. 
10,000-25,000 Population 
Kingsport, Tenn. ........................ 0.0 
PN Ia ni civaitiernececsencevasecasciecinsas 0.0 


Klamath Falls, Ore. .................... 0.0 


—_— 'to Study 
Driver Training 
In North Carolina 


The North Carolina Department 
of Public Instruction this month 
will begin special courses to train 
teachers for the high school driver- 
training program. 


Twenty classrooms and four driv- 
ing stations will be set up at 
various points in the state. Each 
course will consist of four class- 
room sessions and two car instruc- 
tion and practice sessions. 


Upon completion of the courses, 
teachers will be given certificates of 
approval. There will be no tuition 
charges for the courses, and study 
materials will be loaned. 


During the past school year, auto 
dealers in the state provided 161 
cars, valued at more than $350,000, 
for use in driver-training programs 
of high school students. 

Both classroom and car instruc- 
tion was provided for 7,891 students 
in 248 schools. An additional 2,404 
students in 32 schools received 


classroom instruction only. 
* * 





Driver Attitudes 
Called Safety Key 


Amos A. Neyhart, who is credited 
with conducting the first driver ed- 
ucation course in the U. S., has 
said that he is convinced that 
safety on the highways is a matter 
of driver attitude. 

Neyhart, with Pennsylvania State 
College, said; “Fines and jail 
sentences are not the final answers 
to our traffic problems. Driver 
attitudes must be understood and 
changed.” 

He said he thought police psy- 
chiatrists “would be a big help.” 
Neyhart conducted the first known 
driver education course while at 
State College High School. 


* * * 


Sloan Safety Awards 


Increased from 11 to 14 


The Alfred P. Sloan Awards, 
offered annually to radio and tele- 
vision stations, networks and ad- 
vertisers for outstanding public 
service in promotion of highway 
safety, have been increased from 
11 to 14. 


Two of the new awards are for 


regional radio networks and one| ‘i 


is for noncommercial and educa- 
tional TV stations. The awards are 
sponsored by the Alfred P. Sloan 
Foundation and are administered 
by the National Safety Council. 
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NOW AVAILABLE FOR ALL CARS! DEALERS 


DISGUSTED WITH TOUCH-UP 
GADGETS? Try TRU-MATCH 
in the time-tested, customer- 
approved One Ounce Bottle. 


WE FEATURE .. - 


/ IMMEDIATE DELIVERY NO WAIT- 
e ING ' 


LEAK PROOF, EVAPORATION PROOF 
© SEAL ON EVERY BOTTLE. 


GUARANTEED ORIGINAL COLOR 
@ MATCH. 


2 
3, NEW, HIGH SOLIDS FORMULA. 
4 


NO MINIMUM ORDER REQUIRED. 


& WILL SHIP 1 BOTTLE. 


6 POSTAGE PREPAID ON ORDERS OF 
e 30 BOTTLES OR MORE. 


Send us your order TODAY! 
AUTOMOTIVE SOLVENTS & 
SPECIALTIES CO. 


Box 346 
ST. CLAIR SHORES, MICHIGAN 
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_of your nearest 


» representati 








TURNTABLES 
* 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 
Stemford 2, 
Conn. 


HAS THE 
FP) HELPING 
HANDS 
FOR 
YOUR 
SALES 
AND 
PROMOTIONS 


SEND FOR IDEA CATALOG 


ef LITE ade ede 
ry) (Station7”“A°BOK 1037-CLEVELAND 2. OHIO 





















more than double those of 1954 and 
gales increased 30 percent, Edward 
G. Budd jr., president, reported to 
the company’s directors. 

Earnings climbed to $13,790,578 
from the 1954 figure of $6,292,424 
and sales hit $316,572,778 compared 
to $244,013,301 the previous year. 
The company declared a 35-cent 
dividend on common stock, payable 
to holders of record March 6. 


* x + 


H. K. Porter 


H. K. Porter Co., New York, an- 
nual report, 1955 vs. 1954: Earnings, 
$6,433,107 and $3,215,785; sales, $106,- 
099,816 and $68,111,431. 


* * * 


Inland Steel Reaches 


Sales, Earnings Peaks 

Record sales of $659,706,291 and 
record earnings of $52,466,098 for 
1955 were reported by Inland Steel 
Co. Best previous year for sales 
was 1954 with a $575 million total, 
while 1953’s earnings of $41 million 
formerly topped that category. 

Inland also reported 1955 produc- 
tion reached a record 5,189,509 in- 
got tons which represented an 
average operating rate of 103.8 per- 
cent of rated capacity. The indus- 
try average was 93 percent, Inland 
paid. * * - 


Allis-Chalmers Mfg. 


Allis-Chalmers Mfg. Co. has 
reported that its 1955 sales will 
amount to about $535 million. This 
is some $20 million ahead of the 
previous mark set in 1953, the 
company said. 

= * * 


Associates Places Note 


A $25 million senior term note 
issue has been placed privately with 
institutional investors at 3% per- 
cent by Associates Investment Co. 
The issue matures Jan. 15, 1976. 

* ~ * 


Sales, Earnings Off in °55, 
Continental Motors Reports 


A decline in sales and earnings 
has been reported by Continental 
Motors Corp., Detroit, for the year 





Divco Announces 
New High-Payload 
Delivery Truck 


DETROIT.—Divco Corp. has an- 
nounced a new “squared-up” de- 
livery truck which, it says, can be 
packed to the roof and from wall 
to wall with cargo because of 
Square, maximum-cube body design. 


Called Model 214, Divco says it 
was designed to eliminate round 
corners and slopes. It is intended 
for large delivery routes where 
high payload capacity and multi- 
stop convenience are necessary. 

The truck has a 127%-inch 
wheelbase, is 217 inches long, 87 
inches wide and 101 inches high 
unloaded. Top speed is said to be 
60 m.p.h. and a choice of engines 
and rear-axle ratios is available. 

The company says ease of main- 
tenance is a feature of the truck 
with 27 major service points ex- 
posed when the hood is raised. 


Erin Beckons 
Industry Told Advantages 


Of Treland 

DUBLIN, Ireland—The Irish 
Government has embarked on an 
intensive program to encourage 
American industrialists to invest 
their money, enterprise and “know- 
how” in Ireland. 

A. brochure, backed by the Oifig 
An Aire Tionscail Agus Trachtala 
(Office of the Minister for Industry 
and Commerce) in Baile Atha 
Claith (Dublin) reports these ad- 
vantages for industrialists: 

Adequate and adaptable labor 
supply, reasonable wage rates, good 
labor relations, easily obtained and 
well-located factory sites and gov- 
ernment protection of new indus- 
tries. 

Other information and the bro- 
chure may be had by writing Donal 
Scully, Irish Export Promotion 
a 33 E. 50th St., New York 22, 

ee 


On the Financial Front 











Budd Co.’s 1955 earnings were|ended last Oct. 31. The report 


included operations of subsidiaries 
Gray Marine Motor Co., Detroit, 
and Wisconsin Motor Corp., Mil- 
waukee. 

Sales were $145,465,155, compared 
to $182,061,693 the previous year. 
Earnings were $2,502,287 against 
$4,542,748. 


* * * 


Ranco 


Ranco, Inc., Columbus, O., first- 
quarter report (quarter ended Dec. 
31,), 1956 vs. 1955: Earnings, $674,- 
119 vs. $312,000; sales, $6,677,208 vs. 
$4,597,427. 


* * * 


Air Reduction 
Air Reduction Co., Inc., 1955 vs. 
1954: Net income, $11,569,290 and 
$6,337,725; net sales, $149,231,826 and 
$123,315,272. 
* 2 +. 


Bullard 


Bullard Co., on the basis of pre- 
liminary figures, estimated net in- 


NOW-get the bulk of this big 
replacement market with AC 


The big swing is to hydraulic valve lifters! Each year the propor- 
tion of new cars on the highways having them as original equipment 
is increasing! Over 8 million motorcars have from 12 to 16 hydraulic 
valve lifters in daily operation — an astounding total of 112,000,000 


component parts! 


And the big swing is to “No-Lash” Hydraulic Valve Lifters, for over 
half of the new cars have these GM-engineered lifters as original 
equipment — and the “No-Lash” line brackets 95% of the total re- 
placement market. You can service nearly every car in your area with 
one brand of hydraulic ‘lifters —‘‘No-Lash” . .. the name that’s 
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come of $275,000 in the final quar- 
ter of 1955 on shipments of $10 
million. The net reduced the full- 
year loss to approximately $1 mil- 
lion. 

+ * a 





American Airlines Nets 
$18,609,000 in Year 


American Airlines, Inc., reported 
preliminary, unaudited net earn- 
ings of $18,609,000 for 1955 on a 
revenue of $260,700,000. 


Net earnings for 1954 amounted 
to $11,431,000. Total revenue was 
$214,700,000. There was a credit of 
$3,043,000 arising from settlement 
of taxes in prior years. Net earn- 
ings and special credits for 1954 
thus amounted to $14,475,000. 


* * * 


American Steel Foundries 


American Steel Foundries, fourth 
quarter, 1955 vs. 1954: Net income, 
$1,852,090 and $202,424; net sales, 
$27,153,989 and $15,444,635. 


* * * 


McLouth Steel 


McLouth Steel Corp., 1955 vs. 
1954: Earnings, $8,148,000 and $1,- 
695,000; net sales, $144,987,000 and 
$59,134,000. 


known and accepted for quality and precision! 


It’s big and it’s here . . . the replacement market in hydraulic valve 
lifters! So get set to cash in on it with the pre-sold “No-Lash” 
Hydraulic Valve Lifters — the advertised line that blankets the market! 


DISTRIBUTED BY AC SPARK PLUG DIVISION, FLINT, MICH. e MANUFACTURED BY DIESEL EQUIPMENT DIVISION, GENERAL MOTORS CORPORATION 
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Chrysler Dealer Council Names Committee— 


The National Chrysler Dealer Council elected a seven-man executive committee to 
coordinate the council's activities. Committeemen are, from left, front row: E. J. 
Craigo, Jackson, Miss., secretary; A. L. Duckett, Provo, Utah, chairman; and C. A. 
Hahn, Yakima, Wash., vice-president. Second row: Samuel Himmelstein, Trenton, N. J.; 
Charles G. McKimmie, Richmond, Va.; J. D. Moulder, Tonawanda, N. J.; and Vern 
Orr jr., Pasadena, Calif. 


AVAILABLE PROMPTLY 
FROM YOUR REGULAR 





SUPPLIER 
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SPARK PLUG—The D-21 spark plug is 
said to utilize the turbo action principle 
of extreme clearance volume at the firing 
end of the plug to provide additional foul- 
ing resistance and wider operating range. 
it is especially effective where stop and 
go operation, long periods of idling, or 
running at constant speeds encourage de- 
posit build-up on the spark plug, it is 
claimed. It is installed with the conven- 
tional spark plug gasket. Champion Spark 
Plug Co., Toledo, O. 

a 





i ie 


PORTABLE BLINKER—The Griffin model 
361 portable blinker operates off the 
regular car electric system, either by 
plugging into the cigarette lighter or, as 
optional equipment, by means 
attached to the battery terminals, it is 
claimed. The mounting base features 
three rubber suction cups which permit 
attachment to any flat surface, it is said. 
The unit is equipped with a 10-foot plug- 
in cord and an airport prism-type lens 
that projects a beam visible through 360 
degrees. Griffin Lamp Co., 401. S. Third 
St., Hamilton, O. 





HEADLIGHT ADJUSTER—Automatic cen- 
tering, positive lever lock and double 
locating surfaces are said to be exclu- 
sive features of the Lev-l-Lite, a tool for 
headlight adjustment. A meter scale pro- 
vides absolute accuracy for setting hori- 
zontal alignment and a calibrated bubble 
scale insures positive vertical aim on all 
vehicles, it is claimed. Hopkins Mfg. Co., 
Emporia, Kans. 


tin. Salada 
WINDSHIELD COVER—Made of heavy 


canvas, the Jif-On windshield cover is 
waterproofed and mildewproofed by the 
Shuredry process, leaving it unaffected 


by temperature changes, it is claimed. | 
Made to fit any windshield, the cover | 


is available in two types—the Panoramic 
for wrap-around windshields, or the Stand- 
ard for regular windshields. 
Gover Co., P. O. Box 6286, Memphis 11, 
Tenn. 

eae 


of clips | 
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removed by wiping dry with paper 
towel or cloth. 

Lan-O-Let is said to remove all 
traces of grease, grime, paint, oil, 
putty, tar, adhesives, carbon stains, 
printing and duplicating inks and 
many other stains from the hands. 
It is non-oily, contains no harsh 
grit, it is claimed. Braun Labora- 
tories, Philadelphia, Pa. 


oi 





SPARK PLUG—A twin electrode spark 
plug that fires in oil has been marketed. 
Designed for cars with any type of oil 
condition, it has permanently gapped twin 
electrodes, air cooling fins, special re- 
| stricted chamber and baffle, with aluminum 
| oxide insulator, it is claimed. Leonard 
| Spark Plug Co., 148 Summit St., Newark 
3, N. J. 





* * + 


| 








HEADLAMP RIM—Constructed of heavy 
die-cut metal, triple pfated with chrome 
| finish, the BenMor “700"' headlamp rim 
is said to add over four inches to the} 
fender line of a car. Patented universal 
mounting arrangements permit its use with 
any make or model automobile, it is 
claimed. Morse and Bennett, Inc., 59 E. | 
Twenty-sixth St., Chicago 16, Ill. 





BATTERY CHARGER—A system that is 
said to enable the testing of any type 
of 12-volt battery with a single opera- 
tion has been incorporated in the C & C 
| Chargalyzer. A combination charging- 
| testing unit, the Chargalyzer carries a 
rating of 100 amps maximum on 6 volts 
and 80 amps on 12 volts. McColpin- 
Christie Corp., 3410 W. Sixty-seventh St., 
Los Angeles, 43, Calif. 





BEAD BREAKER—An 
of the Lee Air-power bead breaker has 
been introduced. The unit is mounted on 
a neoprene wheeled dolly with an ex- 

BABY SEAT—The Safer-Seat is designed | tended handle. The original principle of 
for youngsters between 6 months and 6 breaking both beads simultaneously has 
years of age. Weighing less than six | been retained, but improved by the intro- 
pounds, the seat is made of hardwood | duction of a twin piston arrangement that 


and does not use hooks. It can be used | directs positive pressure against both 
in either the front or rear seat. Safer|>eads at the same time, developing ap- 
Seat Co., 280 Noble Dr., Bryan, O. proximately 2,500 pounds pressure on 
|each side. 
Co., 11000 S. Alameda, Lynwood, Calif. 


* * * 














STORAGE JARS—Storage for small parts 
is now available in “junk jars,’ which are 
| fitted to hang on Masonite ‘Peg-Board” 
| panels. Each unit consists of a jar 3% 
|inches deep and 2 inches in diameter; a 

ALTERNATOR—T w o heavy-duty alterna-| hanger, which fits into two holes on the 
tors designed to replace standard DC | perforated hardboard, and a jar-top 
generators on cars, trucks, or other equip- | bracket which slips down and interlocks 








American( ment driven regularly at slow speeds, | in position with the clip. Masonite Corp., 


or which have heavy electrical loads,| 111 W. Washington St., Chicago 2, Ill. 





| have been 
'Model No. 5410-G3, with a 95-ampere | 
| capacity, is designed for rolling equip-| Sanzo Specialties Offers 


introduced by Leece-Neville. | a ee 





° - | 
improved version 


Automotive Equipment Mfg. | 
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NEW PRODUCTS 


two ways—either as a file prospect 
or a card of introduction. 

Printed on the envelope in red is: 
“One Hundred Dollars! Profit Shar- 
ing Plan. The enclosed cards won 
be worth $1000 to you. Use them 
Wisely.” For each prospect sent in| 
that is sold, the firm pays its cus-| 
tomer “bird dog” $10, under the| 
plan. 








TRANSMISSION JACKS — Transmission 
service equipment, called T-Lifts, are avail- 
able in three models. The T-1 is designed 
for on the floor service. Transmissions 
can be raised and lowered all the way 
while tilted to clear frame cross members, 
it is said. The T-2 and T-3 models serve 


cars standing on two-post lift or over 
a pit. These jacks have a special posi- 
tioning carrier, which tilts forward 28 


degrees, backward 10 degrees, right and 
left 13 degrees and slides laterally three | 
| inches, it is claimed. Blackhawk Mfg., Co.,! 
| Milwaukee, Wis. 











FLASHLIGHT—Anchored to metal by a 
| permanent type magnet, the Magna-Flash 
| Magnetic flashlight's swivel-light head ro- 
tates 180 degrees. Made from royal blue 
and gray, high impact plastic, the Magna- 
| Flash is rustproof, it is claimed. Jeffrey- 
Allan Industries, 3249 S. Morgan St., Chi- 


cago 8, Ill. 
| @ 


* 
* 
+. 








FLOOR MATS—Contour-designed rear 
floor coverings have been added to the 
line of Stylemaster Kar-Rugs. As a twin 


to the front floor Stylemaster, the rear 
floor item is available in nine colors. 
Both coverings are made of heavy gauge 


TAIL PIPE COATING—The AP tail pipe 
on the left has been treated with the 
RC-63, a “hot melt" type compound said 
to keep pipes glossy for at least a year. 
The pipe on the right was untreated. 
Both were subjected to a month's exposure 
outdoors. RC-63 will be applied to all AP 
pipes manufactured east of the Rockies. 
AP Parts Corp., Toledo 1, 0. 


* * * 





POSTING MACHINE—The National Class 
42 posting machine is said to print all 


| installment records in a matter of seconds. 


The customer's passbook or statement, in- 
dividual ledger record and daily journal 
are posted at the same time, in original 
print, and the entire entry is locked within 
the machine as it is made, it is claimed. 
New balance, or credit balance, is avuto- 
matically computed and printed on both 
passbook and ledger card each time post- 
ing is made to an account, it is claimed. 
National Cash Register Co., Dayton 9, O. 





TIRE KiT—The Dill Vaive-Pak is said to 
include all the supplies and tools the 
service station needs for servicing both 
tube and tubeless tire valves. Packed in 
a transparent Styrene case, the kit in- 
cludes a supply of valve insides, valve 
caps, three types of tubeless-tire valves, 
a pencil tire pressure gauge, tire tread 
depth gauge, valve inside extractor, valve 
fishing tool and valve repair tool. Dill 
Mfg. Co., 687 E. 82nd St., Cleveland 3, O. 





FLASHING LIGHT—The Busy Bee, a 
360-degree flashing light, employs a 
spring mounted bulb which vibrates with 
the motion of the vehicle. This is said 











{ 


Braun Laboratories Develops | ment with six-volt electrical equipment. éme ° 
Ww L Hand Cl , | Model 5412-G6, with a 50-ampere capac- | Plan for Bird Dogs ‘ molded rubber with a diamond design for 
aterless Ma eaner | ity {equal to 100 amperes of six volts), | A “bird dog” plan is being offered catching and holding mud, dirt and water. 
Contained in a pressure can, Lan-| offers the same applications except that| dealers by Sanzo Specialties, Box | A special grip pattern on the underside 
O-Let, a waterless hand cleaner, is| it is used on vehicles having 12-volt sys- | 69, Endicott, N. Y., which consists | is said to prevent the mats from sliding 
squirted on the hands, rubbed well|tems. Leece-Neville Co., 1374 E 51st} Of 10 envelopes in a bankbook-type | from their installed position. Wooster 


te climinate surface grime, then| St., Cleveland 3, O. , ‘envelope to be used by customers in! Rubber Co , Woost«r, O. 


to add to the flashing effect although 
light is provided with an _ off-and-on 
flasher. The unit stands 7 inches high 
and can be supplied with red, blue or 
cmber lenses. Trippe Mfg. Co., 218 N. 
J: fferson, Chicago 6. lil. 
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Affecting Factories and Dealers . . . 
re 


Auto Advertising 


By Martin L. Whitmyer | staff in the radio-television depart- 

Staff Writer | ment; George Stewart Griffin, who 

Viewed from any standpoint, “the | previously worked for Sterling Drug 
field of mass communication has a| #5 4 Manager in Bogota, Colombia, 


tremendous job in front of it if the| and Mexico, will serve as an ac- 





is to be achieved,” says E. A.| dorn was appointed an art director 
Schirmer, senior vice-president of | in the Chicago office. 
Campbell-Ewald Co., Detroit. | e 
Speaking before the 88th an- 
nual convention of the Michigan 
Press Assn. in East Lansing, 
Schirmer said “we in the adver- 
tising and newspaper business 
have a responsibility to meet the 
challenge of the future.” | 
Urging newspapers to do a more 
aggressive, a more militant exposi- 
r tion of their position in the present | 


* * 


| Holland Joins Motorsport 


Bill Holland, Indianapolis 
|mile race driver, 
| editorial staff of Motorsport maga- 


500- 


| cording to Bill Callahan, editor. 
Holland will conduct driver reac- 
tion tests of current American cars 
and report his findings monthly in 
the magazine. 
* 





|}count executive in one of Grant’s| 
measurable growth of our economy | eastern offices, and Victor C. Hei-| 


has joined the 


| zine as chief road test engineer, ac- 
i | 
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ithe agency since 1938, and since 

that time has been engaged primar- 

| ily on programs developed by the 

}agency for divisions of Chrysler 

| Corp. 

| Loring’s product analysis staff 
serve as advisors to the agency’s 
creative staff in the interpretation 
of engineering and technical infor- 

| mation used in consumer and dealer 


advertising. 
* * 


BBDO Promotes McKee 


| John McKee jr. has been named 
| a vice-president of Batten, Barton, 
| Durstine & Osborn, Inc., according 
. to Robert E. An- 
derson, Detroit 
branch manager 
and _ supervising 
vice - president. 
McKee is account 
executive on the 
DeSoto account. 
With BBDO 
since 1948, he has 
worked on the 
DeSoto account 
for the last five 


* 


| 
| 
| 
| 
| 
| 





| oy 





|}seats for trucks and 


for Palmer-Bee Co., GMC and 
Brooke, Smith, French & Dorrance, 
Inc., advertising agency. 

om * * 


Bostrom Names Allman 
Appointment of Allman Co., De- 
troit, as advertising, sales promo- 


tion and marketing counsel has 
been announced by Bostrom Mfg. 


| Co., Milwaukee. 


Bostrom is the pioneer and leader 
in sales of suspension type drivers’ | 
industrial 


equipment. 


* * 


Ad Rates Hiked 

Effective with the August is- 
sues, new advertising rates will be | 
established for Farm Journal, 
Town Journal and the Country- 
side Unit. 

The new rates reflect only the 
increases in paper and manufac- 
turing costs not anticipated when 
current rates were set, and in no 
instance exceed a rise of 3% per- 
cent, R. J. Babcock, president of 
Farm Journal, Inc., said. 


* 
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nal, 3,400,000; Town Journal, 2,- 
000,000; Countryside Unit, 5,400,- 
000. 





+ * * 


Rothman Selected 


Edward E. Rothman, a veteran of 
27 years in the advertising agency 
business, has been named director 
of the product ad- 
vertising and sales 
promotion office, 
sales and adver- 
tising staff, Ford 
Motor Co. 

Rothman suc- 
ceeds R. F. G. 
Copeland, who re- 
cently was named 
assistant general 
sales manager- 
advertising, sales 
| £2. oo promotion and 
| training, in Ford's Special Products 
| division. 
| A former general manager, direc- 
|tor and senior vice-president of 
| Campbell-Ewald Co., Rothman has 
| spent most of his career in automo- 
tive advertising. He was with 












4, day economy, Schirmer said: “You s+ « 
e in the newspaper business know ‘; | John MeKeo Jr. years. He will con+ The new rates apply to the full | Campbell-Ewald from 1921-1936 and 
P more about your individual mar-| Ross Roy Ups Loring tinue as client contact on the ac-| circulation of the magazine, and |again from 1949-1955. He also 
s. kets than does any advertiser or| Kenneth S. Loring, director of | count. to their southern and western | worked with MacManus, John and 

any advertising agency.” It is, there- | product analysis for Ross Roy, Inc., He began his career with the| editions. Circulation guarantees | Adams, Inc., Batten, Barton, Dus- 





| stine and Osborn, Inc., and E. & B. 


fore, your responsibility to keep us 
in the advertising business advised 
about your markets, to be close 
enough to the advertiser and the 
agency so that you can comprehend | 
the objectives and thus be in posi- 
tion to offer a more thorough) 
service.” 

Stating that “top management | 
is breathing down the necks of | 
sales and advertising managers, 
and productive ability has been 
fantastically increased through 
vast capital expansions and mod- 
ern applications,” Schirmer said 
sales projections and quotas have 
imposed upon sales managers a 
terrific responsibility. Sales man- 
agers in turn are demanding of | 
advertising greater and greater 
results. : 
“You in the newspaper business 
represent a’‘very vital segment in 
this selling field. In this hectic race 
for product supremacy, people who 
make decisions often forget the 
simple fundamentals of quality, 
depth and importance. ~Y 


“Newspapers have all three of 
these characteristics in great abun- 
dance,” he said, “and it is up to you 
area, including northern New 


newspapermen never to let anyone 
Jersey, Long Island and southern 


forget it.” 

x * = 

/ TV Talent Supports Dodge | 
j Lawrence Welk and his orches- 
tra, Comedian Danny Thomas and 
Quizmaster Bert Parks will give 
| Connecticut, will stage the six- 

: 


has been elected a vice-president 
of the agency. Loring has been with 


advay 
kat] 





support to a six-week concen- 
trated sales campaign conducted 
by 107 Dodge dealers in the New 
York metropolitan area. It opens 
Feb. 13 and closes March 24. 
Three - State Associated Dodge 
Dealers of the New York City 
week “Sell-a-thon” promotion in 
which their goal is to double their 
normal volume of Dodge car sales 
for this period. 
x 


* * 


Finney Joins A. N. 

_ Jared W. (Jerry) Finney has 
» joined Automotive News to head up 
& new promotion and research de- 





partment. 
For the past 3% 
_ years Finney was 
@ space buyer at 
MacManus, John 
& Adams agency, 
working on such 
accounts as Ben- 
dix Aviation, 
Dowell, Inc., and 
Bull Dog Electric 
Products. Prior to 
that he spent 
three years in the 
Detroit office of Scripps-Howard 
Newspapers, doing market research 
a preparation of sales presenta- 
ions. 


Finney also- worked as a space 
salesman for one year in the Detroit 


office of Moloney, Regan & Schmidt. 
* ~ * 


4 Named to Grant Staff 


Grant Advertising, Inc., has an- 
nounced the appointment of two 
account executives, an art director, 
and a radio-television coordinator. 

Maurice F. Dunne jr., who for- 
merly was vice-president and part- 
ner of Dun Var, Inc., joins the Chi- 
cago office as an account executive; 
Jeanne Ruzek, formerly with Earle 
Lundgin & Co., joins the Chicago 


Q 
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four years now.’ 
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| advertising department of Fruehauf 
' Trailer Co. in 1937. He also worked 
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“We've made a lot of steady and satisfied service customers 
by recommending Royal Triton Motor Oil for their new 


“No other oil we know of keeps valve lifters so free and 
engines so clean as Royal Triton. That's why we've used it 
exclusively in our personal cars and demonstrators for about 


The experience Ralph Hook has had with Royal Triton 
Motor Oil is typical. Auto dealers and service managers all 
over the country report greater customer satisfaction and 


recommend amazing purple Royal 





upon which national advertising 
rates are based are: Farm Jour- 


| Brewing Co. 





America’s Finest 
Motor Oil! 








Ralph C. Hook, Jr., manager, Hook Buick Company, Lee's Summit, Mo. 


‘Recommending Royal Triton is good business” 


Triton. Your nearby Union Oil representative will give you 
prompt delivery of both 5-20 and 10-30 grades. Order 
Royal Triton for your service department today. 


UNION OIL COMPANY 


OF CALIFORNIA 


Los Angeles: Union Oil Bldg. * New York: 45 


Rockefeller Plaza * Chicago: 


1612 Bankers Bldg. * New Orleans; 644 National Bank of Commerce Bidg. 
Dallas : 313 Fidelity Union Life Bldg. * Kansas City, Mo.: 612 W. 47th St. 








On February 1, 1956, Industrial 
Wire Cloth Products Corporation of 
Wayne, Mich., became a wholly owned 
subsidiary of Purolator Products, Inc., 


Rahway, New Jersey. 


JAMES D. ABELES 


This announcement is assurance to the entire automotive 
industry that not only has Purolator been able to adapt the 
Micronic element to air filtration, but that before long the new 
advanced Purolator Dry Type Micronic Air Filter will be made 


avatlable to the manufacturers of all motor vehicles. 


With the advent of this new air filter, another source of engine 


wear will be minimized. 
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For it is, indeed, a recognized fact that a truly surprising 


amount of grit and abrasives can enter the top cylinder area of an 


engine through the conventional air cleaner. 
The new dry type Micronic element, like its counterpart 


the Micronic oil filter, is capable of removing more than 99% of all 


foreign substances from the air that enters the engine. 


TE ar ea 








; Purolator’s new Micronic dry type air 
filter will offer many other important 
advantages. These will be discussed @ 


nee 
_ ene 
¥t "oa 
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PRESIDENT ; 


later. 


A ee eR. 


PUROLATOR PRODUCTS, INC. 


RAHWAY, NEW JERSEY; TORONTO, CANADA 


** and “‘Micronic’’ Reg. U.S, Pat. Off. 








36 
Dunlop Pioneer 


Leaves $80,000 


LONDON, England. — (UTPS) — 
Sir Arthur du Cros, former presi- 
dent of Dunlop Rubber Co., left an 
estate of about $80,000, according to 
a will published here. He died last 
fall at the age of 84. 

It was estimated that du Cros 
made and lost more than $3 million 
from 1912 to 1932. He was adjudged 
a bankrupt in 1932 but was dis- 
charged in 1933. 

Du Cros entered the tire business 
in 1892, joining his father and 
brothers in the then newly formed 
Dunlop Pneumatic | Tire Co. 
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Curren 


include the suggested base factory list 
prices, Federal excise tax amoants and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation | 
charges and optional equipment. | 
BUICK—Special—4-dr. sed., $2,372; rts 
dr. sed., $2,313; 4-dr. hardtop, "$2, 484; bas. 
hardtop, $2, 413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century-—4-dr. hardtop, $2,-| 
980; 2-dr. hardtop, $2,918; conv., $3,261; | 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,295; 2-dr. hard- 
top, $3,159; conv., $3,499. Readmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- | 
flow standard on Century, Super and Road- | 
master.) 
CADILLAC—Series 62—4-dr. sed., $4,-| 
| 241; cl. cpe., $4, 1146; 4-dr. hardtop, %, 698; 


The following advertised-delivered prices | 





Big Volume, Small Margin 
Declared Here to Stay 


WASHINGTON.—Like it or not, | 


in the management of two 


volume selling of new cars at a| Oldsmobile - Cadillac dealerships 


low profit margin is here to stay, 
in the opinion of an educator with 
dealership ties. 

Dr. Charles Franklin Phillips, 
president of Bates College 
Lewiston, Me., urged dealers at- 
tending the NADA convention 
last week to adjust themselves to 
a new sales era. Phillips is active 


Employes Called 
Crucial Asset 


Of Any Company 


DETROIT.— People are the one 
factor that can give a company a 
competitive advantage over an- 
other, Robert W. 
Conder, Chrysler 
Corp. industrial 
relations vice- 
president, told 
graduates of the 
Wayne University 
materials man- 
agement center. 

He explained 
that salaries, 
wages and prices 
of supplies and 
components are 
pretty well standardized, but a com- 
pany’s “opportunity to be competi- 
tive through the superior perform- 
ance of its people is almost limit- 
less.” 

Turning to automation, Conder 
said it should be examined in the 
light of the effects of mechaniza- 
tion on our past. 

In the past, he declared, “Ma- 
chines did not destroy job security 
but brought about many and new 
opportunities. Machines did not 
create an excess of labor but a 
shortage of labor.” 









R. W. Conder 


New Passenger Car Registrations, 35 States for December, 1955-1954 












Car registrations by states 
are rel here weekly, as Hud- 
compiled by R, L. Polk rep- son 


resentatives in state capitals. 





Nash | TORS 


in New York State. 


“We shouldn’t forget,” Phillips 
said, “that the customer likes this 
mass-selling, low-margin approach. | 

“To him it means more car for | 
the money and, perhaps, a new) 
car instead of a used one. It may| 
even mean a new car more often| 
than would be possible under a pol- | 
icy of limited production and 
higher margins.” 

Phillips said that, as a matter of 
fact, the volume-selling principle 
had been slow in reaching the au- 
tomobile field. 

The idea has been practiced 
for nearly a century in chain | 
stores such as the A&P group, 
he said, and after World War II 
it spread to the merchandising 
of hard goods—particularly elec- 
trical appliances — through 
growth of the discount house. 
Phillips suggested that new-car 

dealers “stop wasting our strength | 
and energy in calling our volume- | 
dealing competitors by dirty) 
names.” | 

He assured his NADA audience | 
that, with the proper kind of man- | 
agement, volume selling could be 
profitable. 

And “the proper kind of man-| 
agement,” he said, is the kind that 
recognizes the long-run importance 
of a location accessible to prospec- 
tive buyers and of well-trained, 
well-paid salesmen with good facil- | 
ities. 





Speed Foe 
WASHINGTON. — Rep. Walter 
Norbald, Oregon Republican, re- 
ports he is “exploring the possibility 
of legislation to prohibit manufac- 
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$2,443; Z-dr. sed., $2,378; . 4-dr. — 
$2,627; 2-dr. hardtop, $2, 555. Super 


. 4-dr. sed., $2,595; 2-dr. sed., $2,529. 
t Prices on New Cars hardtop. s2.6a0;, ar: “navdton, aft 
conv., $2,986. Series 98—4-dr. sed., $3, 
4-dr. hardtop, $3,506; 2-dr. hardtop, 3. 
2-dr. hardtop, $4,569; conv., $4,711; Eldo-; $2,873; 2-dr. 500 hardtop, $2,841.90; 500, 435; conv., $3,695. (Hydra-Matic a», 
rado 2-dr. hardtop and conv., $3,061.40. Station Wagons — 2-dr. | power steering standard on Series 98.) 


$6,501. | conv., 
Serfies| Suburban 6, $2,452.25; 2-dr. 
V-8, $2,560; 2-dr. Custom Suburban V-8, 
(Hydra-Matic and power steering stand-| $2,689; 4-dr. 6-pass. Sierra V-8, $2,677.25; 
ard.) | 4-dr. 8-pass. Sierra V-8, $2,782.75; 4-dr. 


— 6-pass. Custom Sierra V-8, $2,829; 4-dr. 
CHEVROLET (Priece are for S-cyi. | | 8-pass. Custom Sierra V-8, $2,934.50. 


Series 60 Special—4-dr. sed., $4,992. 


75—8-pass. sed., $6,558; limousine, $6,773. PACKARD—Patrician — 4-dr. sed., %. 


160. 400—2-dr. hardtop, $4,190. Cartbbeas 
—2-dr. hardtop, $5,495; conv., $5,995 
(Ultramatic standard.) 














models; for V-8s, add $99)—One-Fifty— | 4 TH— anf ( 
4- = sed., $1,835; 2-dr. sed., $1,792; bus.| _FORD—(Prices are for 6-cyl. models; for eon. oe. han” cat ei au s: gy = 
$1,700; 2-dr. stat. wag., $2,137. Two-| V-8s, add $99.98)—Mainline—4-dr. sed.,| ¢1°750'50. Plaza V-8—4-dr. sed., $1,995 
Ten_—4- dr. ‘sed., $1,921; 2-dr. sed., $1,-| $1,835.38; 2-dr. sed., $1,800.20; business 2-dr, sed., $1,952.75; bus. cpe.. $1, 353.75 | 
878; 4-dr. hardtop, $2,083; 2-ar. hardtop, | 2-dr., $1,698.12. Cus -dr. sed., Savoy 6—4-dr. sed... $1,951.50; 2-cr, sed, 
$2, 029; cl, cpe., $1,937; 2-dr. stat. wag.,| $1, 950. 75; 2-dr. sed., $1,905.57. Fairlane— $1,948.50; 2-dr. hardtop, $2,095.75. Sq 
| $2,181; 4-dr. 2-seat stat. wag., $2,229;|4-dr. sed., $2,043.54; 2-dr. sed., $1,998.36;| Vg 4-ar. sed., $2,094.75; 2-dr. sed. $2") 
4-dr. 3-seat stat. wag., $2,314. Bel Alr—|4-dr. hardtop, $2,198.70; 2-dr. hardtop, 051.75; 2-dr. hardtop, $2,199.25. Belveder 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. | $2,143.88; Crown Victoria cl. cpe., $2,287.65; | ¢—4-ar sed., $2,075.50; 2-dr. sed., $2. 
hardtop, $2,196; 2-dr. hardtop, $2,142; conv., $2,309.97. Station Wagon—(2-dr. 2-) 930 509: 4-dar. hardtop, $2,247.50; 2-dr. “hard. | 
conv., $2,310; 4-dr. 3-seat stat. wag.,| seat)—Ranch Wagon, $2,134.95; Custom) top, $2,179.75. Belvedere V-8-—4- dr. sed, 
$2,448; 2-dr. Nomad stat. wag., $2,574. Ranch Wagon, $2,199.50; Parklane, $2,-| s9 178.75; 2-dr. sed., $2,135.75; 4-dr. nar | 
378.95; (4-dr. 2-seat)—-Country Sedan, $2,- top, $2,351; 2-dr. hardtop, $2, 283; cony, 
CHRYSLER—Windsor—4-dr. sed.,_ $2,-| 246.77; (4-dr. 3-seat) — Country Sedan, | so 443.50. Fury V-8—2-dr. hardtop, $2,939) 
824.75; 2-dr. Nassau hardtop, $2,859.25; | $2,378.95; Country Squire, $2,482.50. | Suburban 6—2-dr. Deluxe stat. wag. . $2. 
eal Newport Se Bie $3,082.75; 2-dr.| Thunderbird—2-dr. hardtop, $3,101.50. | 162.50; 2-dr. Custom stat. wag., §2, 233.50: 
aie Gar oo a a 552.56. een HUDSON — Wasp 6 Super — 4-dr. sed.,|4-dr. Custom stat. wag., $2, 279.75: dap 
Yorker—4-dr. sed.. $3,727 50: S.ae. Naw- $2,380. Hornet 6 Super—4t-dr. sed., $2,729.| Sport stat. wag., $2,449.75. Suburban v 
port hardtop $3,899 50: 4-dr Newport Hornet 6 Custom—4-dr. sed., $2,978; 2-dr.|-—2-dr. Deluxe stat. wag., $2,266; 2-dr. 
hardtop, $4 050: 2-dr. St Regis hardtop hardtop, $3,095. Hornet V-8 Custom—4-dr.| Custom stat. wag., $2,337; 4-dr. Custom 
$3,943.50; conv.,. $4 190.75: 4-dr stat wag.. sed., $3,245; 2-dr. hardtop, $3,388. stat. wag., $2,383.25; 4-dr. Sport stat, } 
$4,471.50. 300B—2-dr. hardtop, $4,367.25., IMPERIAL — 4-dr. sed., $4,780; 2-dr.| W28-, $2,553.25. 
(PowerFlite standard on New Yorker.) Seeeied, T0088; 4S. — mien PONTIAC — Chieftain 860 — 4-dr. seq, 
rown imperial—-4-dr. -pass. sed., >- 259; -dr. ., $2,201; 4-dr. har 
CLIPPER—Deluxe — 4-dr. sed., $2,731. 550.50; 8-pass. limousine, $7,684.50. (Pow- eee: = Solin. $2,331; 2-dr. tap, 
oruee Gen sed., $2,866; 2-dr. hardtop, | erFlite and power steering standard.) wag., $2,529; 4-dr. stat. wag., $2,612 
eee aa. dr. sed., $3,069; 2-dr.| yincoLN — Capri — 4-dr. sed., $4,157; | Chieftain | 870—4-dr. sed., $2,374; 4-dr, 
CONTINENTAL MARK Il — 2-ar. sed.,| 2-2? hardtop, $4,064.50. Premiere—4-dr. | hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr, 
$9,507 (Turbo-Drive and power steering sed. and 2-dr. hardtop, $4,546; conv., $4,-| stat. wag., $2,709. Star Chief—4-dr. sed, 
standard.) 691. (Turbo-Drive and power steering | $2,488: 4-dr. hardtop, $2,696; 2-dr. hard. 
5 Des “ standard.) | top, $2626; conv, $2,818; 2-dr. Safari 
“aa. te. aa aaah Ot tea a, _MERCURY—Medalist—2-dr. sed., $2,214. Stat. wag., $3,089 
4-dr. ‘Seville hardtop, $2,787.25: 2-dar.| (ustom—4-dr. sed., $2,370; 2-dr. sed., $2.- RAMBLER—Deluxe—4-dr., sed., $1,795, | 
Sportsman hardtop, $2,808.75; 4-dr. Sports-| 710-90, ,4-dr. hardtop, $2,515; 2-dr. hard-) super — 4-dr. sed., $1,905. Custom — 4-dr, 
|man hardtop, $2,907.75; conv., $3,035.75; | {0?:.,57 445: 4-dr. 6-pass. stat. Wak. sed., $2,025; 4-dr. hardtop, $2,190; 4-dr, 
4-dr. stat. wag., $3,325.25. Firefiite—4-ar. | $2:°°2: 4-dr. S-pass. stat. wag, S$2.77%.\ stat. wag., $2,295; 4-dr. hardtop stat. wag,, 
sed.. $3,073.50; 2-dr, Sportsman hardtop. | Monterey—4-dr. | sed., aeeenS: AG. Ot. | $8,400. 
$3,300.50; 4-dr, Sportsman hardtop, $3,- | 24... $2,611.50; 4-dr. hardtop. $2.660; 2-dr ' i 
385.50; 2-dr. Adventurer hardtop, $3,682.50; | 2@™dtop, $2,590; 4-dr. S-pass. stat. ox aan STUDEBAKER — Champion 6 — 4-dr. r.| 
conv., $3,498.50: Pace Car conv.. $3,569.50, 57:937- Montelair—4-dr. spt. sed., $2.746; sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr.} 
(Po verFlit stand i Fi flite a. mo" 4-dr. hardtop, $2,794.50; 2-dr. hardtop. sedan, $1,943. Hawk 6—Flight Hawk 5.1 
eenen - ee ee o $2,724.50; conv., $2,859.50. pass. cpe., $1,982. yn ag Pag | 
— Covent 6 4-Gr. sod., $3. METROPOLITAN — Hardtop, $1,145;. Sedan, $2,121; 2-dr. sedanet, $1,970; 2@. 
ae re ‘cts. £0. Cosentt a, conv., $1,469 (both prices at coastal ports rent. —" ee tes, Poodenss ae 
263; 4-dr. hardtop, $2,512.50; 2-dr. hard-| entry). sic—-i-dr. sedan, $3,485. Hawk V-8—Power 
top, $2,398.50; conv., $2,638.50; 2-dr. 500; _. NASH—Statesman Super 6—4-dr. sed., tawk 5-pass. cpe., $2,097; Sky Hawk| 
sed., $2,494.90. Royal—4-dr. sed., $2,473.75; | $2,345. Ambassador Super 6—-4-dr. sed.,/ oar. hardtop, $2,473; Golden Hawk 2-dr,| 
4-dr. hardtop, $2,657.75; 2-dr. hardtop, | $2.644. Ambassador Super V-8—4-dr. sed..| hardtop, $3,057. Station Wagons—Peiham| 
$2,543.75. Custom Royal—4-dr. sed., $2,-| 52.956. Ambassador Custom V-8 — 4-dr.| ¢ cy), 2-dr., $2,229; Parkview V-S 2-dr,,/ 
583.75; 4-dr. Lancer hardtop, $2,767.75; | S¢4., $3,195; 2-dr. hardtop, $3,338. $2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
2-dr. Lancer hardtop, ‘$2, 653. 50; conv., OLDSMOBILE — Series 88 — 4-dr. sed., drive standard on Golden Hawk.) 


ee . ' 





New Commercial Car Registrations, 


36 States for December, 1955-1954. 


Truck registrations by states Di | 
are released here weekly, as | grock-| Chev- om | 
compiled by R. L. Polk repre- | way | rolet a 
sentatives in state capitals. 


Inter- 


tion- 
nation) sack 


Stude- 


Dodge| Ford Reo | baker | White 


G 
M. 
c. 


Willys | Misc. 























28 States Previously ‘55 28| 12436 178; 2082! 10271| 3790! 2934) 49%6| 83) 318| 517| = 1315) 377; 34825 
Reported for December 54 27 9173) 140 2360 9561! 2003 2919) 244) 68} 401 | 404) 1025] 174; 28499) 
lowa ‘55 | 479) 13 73) 439) 109) 205 | | 9| 16) 17| 8 
"54 1} 591 | 8} 133) 636} 89! 351} 4) | 31} 10 21) a 
; Louisiana ‘55 768 5) 54) 819) 136) 99 1} | I} 8 33| I 
‘54 342) 3 46 377| 80) 60 I] | Ih} 4 15 
| Massachusetts ‘5S 4) 239 2) 42) 330} 102) 61) 9) 7 | 12} 67 15 
‘54 5| 170} 7 66| 245) 38 77 18) 9 3} 28 37 5 
Minnesota *55) | 771 4 % 740) 154) 194) 4) 3 30} 5| 60 i 2072 
54) | 447 | 78 474| 83| 180} 1| 2 30} 24 12 
Missouri ‘55 | 778 64 518! 216} 142) 3) 2! i} 24 35 3 
‘54 | 681! 2 65} 525| 282! i 1} 2 17} 9| 16 
Nebraska ‘55 | 379| 8 112) 244 aa} 109 3 1| 6) 23) 29 6 
'54/ | __ 283] 5 42| 249 60} —-% l 2 9| 5 40 21 
| Oklahoma ‘55 | 1117 3 83 764) 274 246 | 30 8) 18) 16} 32) 3 
"54 791 I 120 679} 173 245| 22) 3 26} 27) 17 6 
Oregon ‘55 410 I 45 419 4 101 10) 10} 14 19) 80! 24 
: 222 2 159 278 89 87 2! 39) 112) 
36 States Reported ‘55 32| 17377 214| + 2651| 14544) 5076! 409! 556) 119) 420) 640 1668! 448 478% 
To Date for December "54 33} 12700 169| 3069} 13024) 2897) 4126 294 | 89) 547| 526| 1307 237| 39018 
Year "55! = 1042| 312467 3567| 63454) 282064, 80080) 96951| 10387; 2954) 10436) 13713) 25919! 8070 91114 
To Date ‘54 1265| 283360 2602) 58251| 258777| 64704| 81504; 5885) 2213| 9796] 11091| 16865| 4921) 801234 


ture of automobiles capable of 
speeds over 70 m.p.h., or to require 
governors which would hold speeds 














“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 





to that limit.” 
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TOTAL 




















R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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21 States Previously "SS| 994) t9en) 2043 3ase) 2969) Sa34) taaa7) 2709) 4izey| Ney) 9739) 51474) 16379) 4364) 47661) 18204 12233 ‘| | 170) tavo 3060! 1147) sat 
Reported for December ‘54| 1157} 2087| 3244] _-4075| 2556] _5662| _13498| 25791| 56398, 62522| 14358 _3867| 62383) _11837| - 10aeo4| 128] 24a) 372) 'Se3| panel 337511061, 20098 
55, 42 144) 237 304) 727| 14862255; 48 2747| 817 2584) 713| 2; 53) 125| +178) —~«-36,— 944s 

_ ‘5A | s | e8} 19,933 I9rt| eet] sl 2 40%s| 869] 213 3908] 788] 795] e870) 23} 21] _—-204)_~— 225] ‘2 

Touisiana 55) 12 E 154) 121) 278) 736) 1289) 2699| 44] 3213| 745) 162) 2000) _751|  767| 5225| [a7 154) 203) 14) 10014 
“|_| @ 166] _121| 281] __31|_‘1199) 3014], za 3279| _597| _-145| 3501) 500) 604) 5347 Bi 19; _—*63|_—*82|_—=| (100% 

a) ss] lei] — fre) 30a 1006 2050 2435) 761; 157) 2548) 730) 691| 4887 | 117) 116) 233) ~—~«76 «Sb 

_—* a i23|_169]_ta|_2eo|_13|_1365] _200 a 2e8| 2088] 87/1651 2654 44989114816 9| 24] tea]_——188| 24) 93 

husett 55 «53 212 283} 683) 1321 341| 2464) 839 205) 1962) 920 2) 52) 67) «+119) ~~) «| 
Massachusetts 54 | ial 33 217 ie | 142 297) _—733|_—«1360 3080| 331} 3428) 834 196} 3108] 816 774| 5728 25 | 43| 137) — 180) 71) NO 
— 55) 33 158) 163) 219) 293) 1208) 1883) 2801) 54) 639) 3496) 936) 218) 3580) 929) eI) 6474 60] a7) 207/68) 

ati ‘54 | io| ie] 1581196 = 303| 1031; 1659/3783 43 a 803} 237). 6669; 780/ +794) ~=«9283 14; «30/166; «198 B 248 

k a a 135| 295 1048) 23 1255| 398 1263, 317/236) 2303 44) 7) 

a 4) i] 42] 83 ‘| | tel 356] art] si 3] 15s| tase] 429/861 584] 331 aaa 4] ll es: ‘a 

Moved | 10 —_—i— oo a el a 13) 28) 41 1055) 

apes mal lel 2 ral 7 | tel eel aes] aes) <t6|_is7|_97|_ a3 ! A 3516 

Ohio ‘ss is] aaa us taa| 2978s 9172 Weve) “Tii37) 3672 aya] 978) 2873/2514) 10936 1 3) 275/374) 46a) 37H 

‘Sal 179] 35t{ S301 48] 703 1316] 29001 S447 10660 1581 Ivor) 119201 3246] 84] _13Tor| 2128) 2809] 21977132 97|__115| 532] 647 4) 4068) 

Oklahoma sl a t13/ 120/147 3 BIS; 1436| 2868| 59] 616) 3546, 1021 226) 3554) 1047) 935|  6783/ ; 2 tay sy ae 
‘54 163} __170 634| _1270| - 3146] _52| __-398| 3596) ~—«856| ~—=«95|—«3415| Bai] ~—«830)—bI37| 4 He eS 

Pennsylvania = er 7 War) ya 4906) 9906) 9524) 264) Toei | toves)—aaio) —Taz7/ — 99ke) 9409) 3234) 22122 2a 443| 908) 256, 43614 
‘54 i oe _ ve 168! “so 8456| 10575} 210} ‘1105! _11890| 3553] __—-931|_‘14221| © ‘2712 24471| 51} 206| _—_—-257 676| _973| 144) 46069 

Utah ‘ss 54) «86 343) 603) 20|  154|_777|  218| 74) 575) 234) 172) 1273] 11] 26) 32) 2486 
. 25 5) a7 E a” 647| 14) _—*7|_—*737|_—- 224) ~——49|_~—«550| —st@o|—st74|_'177| | ol ul 5| 2315 
Vermont 4 18 zi is) 22) 237 2\ 269, 68) 23) 267) ~—-78|~—~«S) 492 rayys 3 963 
7; 2 2 54 18 348 372| _78| _—*10|_—=s37|_—=siS3|—5| S53 ae 23; 7|_1 

Washington 55) 4i| —*1I7| «188 EH = 202) i vézo/ 37) aaa) teen) aaa Naa) taza) a3 34a art 35) 2a toa ta 574 
55| 121] _‘176|* 136] «99-206 ae 202} 2537| __-483/_—«126| ~—«41807|_—«512| —«457| ~—_3385| 16 137| 158) _—*52| 7208 

West Virginia a se a CB Wl aa] a al 179| 1294) 401 | 218) 253/299) 2239 i 2 a a 733, 

‘5A ol ti] yal__t9t| er] yon] ter] 18} _‘tarl_aosel_3891—72]_taes| 203 2945 eh al 15| 

35 States Reported 55) 1587 a5 5120) 7272| 5856| 11738] 29039| 53905| 79226| 2128) 15595| 97105 31190 _7833| 68611 28006 23501| 179141 116] 125) 2412) 3684 6) 2102| re 
To Date for December ‘Sa! 1968] 37251 8713] 77691 844311348] 26880] 514401 103614] 1484] 102471 118546) 275101 71951 119628] 223261 23883| 200242/ 263] 622! B85| 1186) 5436) 6626] 1586/3820 
Net. Adjustment 55) _—13) —27| —40| —é4| —42| —157| —297| —560| —470| _—6| —99| —S75| —465|  —3| —1000| —3I7|  —7| —1932| | —2|—2|_—13| —76| —89| _—18| —3! 
Year "55[ 42152) 91109} Ta3z61| Vs07e0) T13762| 275430) 626152) 1766124] 1506336) 33091 | 357617/ 1099529) 710442 | 133566 1547100) Sé6122/ 10367|3487587| 994) 6206) 7140) Sos46| 92413) 142959) 49261 |GodaD 
To Date "54! 34632] 90895! 115527] 96474] 73411 146834] 363695| 680414! 13381721 35249| 262181 |1635602| 491984! 104103] 1345023 341602|2673356| 90191 | 17370| 26389] 38044) 92165] 130209! 27646|5289l 





“The information contained in this report has been compiled from official state documents. 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


; 





received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liabilil 
by reason of inaccuracies cr omissions.’’—R. L. Polk & Co. 
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CADILI 
400* 
$4,67¢ 
(ps); 
4-dr., 


CHEVR 
425°; 
275°, 
$1,975 
Corve' 
conv., 
825°, 
dyma: 
$1,108 
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Mode! 
1956... 
1955... 
1954.... 
941) 1953... 
1952... 
1951... 


1949... 
Ove! 
Ave! 
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(Compiled by Automotive News from auction reports.) 


$875 $868 $851. gay 


March Apr. May 





Market Trend 


| The wholesale used-car market 
sed, semained unseasonably strong 
last week, although the overall 


stat, i 
$2,612) gyerage price was shaved $2, ac- 
.{%| cording to Automotive News in- 
) sed | dex. . ‘ 
hard-} Except for wide fluctuation a 
Safa the top of the index, prices stayed 
siz) Within a few dollars of previ- 
cal ously established averages. 
4-d.) The average price of ’56s went 
at down $42 and the price of ’55s 
4-dr, | advanced $31. 
2dr | Other models gaining were: 
aa 52s, up $3 and ’50s, up $4. 
; 2d! Other setbacks included: ’54s, 
sedan, | down $4; ’53s, down $2; ’51s, down 
fae! $2, and ’49s, down $5. The price of 
Hawk) '51s represented a new low. 
Pema | The average consignment last 
2-dr,| week consisted of 127.8 units, 
(Over) eompared with 153.3 a week ear- 


lier. Of these, an average 76.0 
| percent was sold (highest ratio in 
| three weeks), compared with 74.1 

percent in the previous week. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of Jan. 31.) 

(Prices were good, but due to a heavy 

34825 +snowstorm our consignment was very low. 

2249 Seld 44 cars out of 55 offerings.) 

1373} BUICK—’55 Special 2-dr., $1,790. '54 Spe- 

1980) cial 4-dr., $1,345. '53 Super 2-dr., $1,050. 
4935 *50 Super 2-dr., $205. 


939) CADILLAC—’53 (62) 2-dr., $1,685. 


$93) CHEVROLET—’54 Two-ten 2-dr., $755. °53 
708) Two-ten 4-dr., $710; 2-dr., $685, $680, 
$665. '52 FL Deluxe 2-dr., $505, $450. 51 


* 


TO- 
TAL 





| SL Deluxe 2-dr., $390, $300. 
779%) CHRYSLER — ‘56 Windsor 2-dr., $2,775° 
1711 (ps). 
~~ 1006 DODGE—’53 Coronet 4-dr., $595. °52 Coro- 
giz) net 4-dr., $405. ‘49 %-ton pickup, $285. 
~~ 2594 FORD—’'55 Fairlane (8) Victoria, $1,490*, 
21108 $1,250*, $1,005; Main (8) 2-dr., $1,240. 
—— ’54 Main (6) 2-dr., $745, $625. °53 Cus- 
1342) tom (8) 2-dr., $710; 4-dr., $580, .’52 Cus- 
1026f tom (8) station wagon, $625. 
478%} MERCURY — ’55 2-dr., $1,700. '53 2-dr., 
39018) $765. 
311104) OLDSMOBILE—'53 (88) conv., $695*. 
90/24) PLYMOUTH—’55 Savoy (8) 2-dr., $1,400. 
54 Cranbrook 2-dr., $1,045; 4-dr., $1,030. 
s been) °53 Cranbrook 2-dr., $545; 4-dr., $480, 
ished. | $430. °52 Cambridge 4-dr., $330. ‘51 
Cranbrook 2-dr., $360. 
| PONTIAC—’53 Chieftain (8) 2-dr., $890°, 
$715. °52 Chieftain (8) 4-dr., $575. ’51 


a 


Silver Streak (8) 2-dr., $525*. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
lay. Prices are for sale of Jan. 30.) 
(Sold 201 cars out of 250 offerings.) 


BUICK—’56 Super Riviera, $3,100* (ps). 
‘55 Super Riviera, $3,035* (ps), 2 at $2,- 
215* (ps), $2,170* (ps); Century Riviera, 
$2,200*, 2 at $2,185*; Special Riviera, 2 
at $1,995*, $1,950*, 2 at $1,925*, $1,865*, 
2 at $1,750*, $1,685. 54 RM Riviera, $1,- 
850* (ps); Super Riviera, $1,305". '53 
RM 4-dr., $900* (ps); Super 4-dr., $870* 

+ (ps). ’50 Super Riviera, $320*. 

| CADILLAC—’56 (62) coupe de Ville, $5,- 

400° (ps); conv., $4,900* (ps); coupe, 

$4,670* (ps). '55 Eldorado conv., $4,750* 

(ps); (62) coupe de Ville, $3,725* (ps); 

aa. $3,450* (ps), $3,400* (ps), $3,295* 
ps). 

| CHEVROLET—’56 Bel Air (8) conv., $2,- 

|} 425*; Sport coupe, $2,350, $2,300*, $2,- 

275*, 2 at $2,250*; Two-ten (8) 4-dr., 

$1,975; One-fifty (6) 2-dr., 2 at $1,700; 

Corvette conv., $1,920*. ’55 Bel Air (8) 

conv., 2 at $1,855*; Sport coupe, 2 at $1,- 

825*, $1,775*, $1,770; Two-ten (8) Han- 

dyman, $1,750*. '54 Bel Air Sport coupe, 

$1,105; Two-ten 2-dr., $915. ’53 Bel Air 





Model Breakdown 
Of Auction Averages 


Feb., 1956 Jan., Dec., 

Model To Date 1956 1955 
acc $2,296 $2,338 $2,372 
| 1955 1,663 1,632 1,748 
1954 1,073 «1,077 1,133 
1953 152 154 115 
1952 487 484 510 
1951 318 320 355 
950 244 240 251 
1949 190 195 180 





Average... $ 878 $ 880 $ 915 
a 





$810 


$789 $769 $747 $725 


June July Aug. 
* Prices of '56s added; 


Sept. Oct. 
"48s dropped. 





conv., $1,000; Two-ten 4-dr., 
SL Deluxe 4-dr., $535*, $500°*. 
CHRYSLER "56 NY Hardtop, $3,375* 
(ps); Windsor 4-dr., $2,825* (ps). ’55 
(300) Hardtop, $2,620* (ps); Windsor 4- 


$755. °52 


dr., $2,010* (ps), $1,870* (ps). '53 NY 
4-dr., $1,185* (ps); Imperial 4-dr., $1,- 
380* (ps). 


DODGE—’'56 Royal (8) station wagon, $1,- 
900, $1,850; Hardtop, $1,845* (ps); Cor- 
onet (8) Hardtop, $1,775*, $1,770* (ps). 

FORD—’56 Fairlane (8) 4-dr., $2,130*, $2,- 
055* (ps); Custom (8) 4-dr., $1,925°. 55 
Fairlane (8)- Crown Victoria, $1,920*, 
$1,905*, $1,850*; 4-dr., $1,830; conv., 





Average Used-Car Auction Prices 


1956 


Jan. Feb. to Date 


$1,725, $1,650; Custom (8) 
$1,400*, $1,370. '54 Crest (8) Victoria, 
$1,250; Main (8) 2-dr., $865, $850. ‘53 
Crest (8) Country sedan, $1,050*; Vic- 
toria, $800*, $770. ’52 Main (6) station 
wagon, $835. 

HUDSON—’55 Rambler 4-dr., $1,625*. 
Super Wasp 4-dr., $560°*. 

LINCOLN — '56 Premiere coupe, $3,965* 
(ps), $3,960* (ps). 

MERCURY—’'56 Montclair Phantom, $2,- 
990° (ps); Monterey Hardtop, $2,800* 
(ps). '55 Montclair 4-dr., $2,230*%; Mon- 
terey coupe, $1,975°; 4-dr., $1,880. ’51 
Monterey coupe, $460°. 


4-dr., 9 at 


"53 


OLDSMOBILE—’56 (98) Holiday, $3,255* 
(ps), $3,210* (ps), $3,200* (ps); (88) 
Super Holiday, $3,075* (ps), $3,015* (ps), 
$2,940* (ps); Deluxe Holiday, $2,665* 
(ps), $2,595*. '55 (98) Holiday, $2,500° 
(ps); (88) Super 4-dr., $1,895* (ps), '54 
(88) Super Holiday, $1,810* (ps). °53 
(98) 4-dr., $1,395* (ps); (88) 4-dr., $1,- 
230°. 

PACKARD—'53 4-dr., $775*.. 

PLYMOUTH—’56 Savoy (8) 4-dr., $2,120*, 
$2,050*; Plaza (6) club coupe, $1,680. 
‘55 Plaza (8) Suburban, $1,850*; Belve- 
dere (8) conv., $1,750*, $1,650*; Savoy 
(8) 4-dr., 3 at $1,375*. '50 Deluxe Sub- 
urban, $435. 

PONTIAC—’56 Chieftain (8) Catalina,  $2,- 
575*, $2,500* (ps), $2,445*; 2-dr., $2,050; 
Star Chief (8) Catalina, $2,400*. ’55 
Chieftain (8) station wagon, $2,175* (ps), 
$1,940°; Star Chief (8) 4-dr., $1,925*. ’51 
Silver Streak (8) 4-dr., $300*. 

STUDEBAKER—’53 2-ton truck, $450. 

WILLYS—’53 Jeep pickup, $485. '51 %-ton 
pickup, $445. ’50 station wagon, $370. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Jan. 31.) 
| (Sold 246 cars out of 350 offerings.) 
| BUICK—’55 RM Riviera, $2,200* (ps); 4- 
dr., $2,070* (ps); Super Riviera, $2,155* 
(ps); conv., $2,150* (ps); Century Rivi- 
era, $2,120* (ps). ’54 Skylark conv., $1,- 
825* (ps); Super 2-dr., $1,525* (ps); 
4-dr., $1,490*, $1,465* (ps). ’53 Skylark 
} conv., $1,410* (ps). 

CADILLAC—'56 (62) coupe, $4,585* (ps). 
"55 (62) coupe de Ville, $3,840* (ps); 
coupe, $3,770* (ps); conv., $3,615* (ps). 
’54 (62) conv., $3,140* (ps); (60) Spe- 
cial 4-dr., $3,125* (ps). 


$1,555°; 4-dr., $1,510* (ps); Two-ten (6) 
4-dr., $1,215. ’54 Bel Air Sport coupe, 





CHEVROLET—’55 Bel Air (8) Sport coupe, | 
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$1,210* (ps); 4-dr., $980; Two-ten 2-dr., 
$875*; %-ton pickup, $785. '53 Two-ten 
4-dr., $750, $715, $450. 52 SL Deluxe 
4-dr., $500*; 2-dr., $500*, $485*, $460*; 
SL Special 2-dr., $365. '51 SL Deluxe 
Bel Air, $475; 4-dr., $385*, $340*, 


CHRYSLER — '54 Windsor 4-dr., $1,065* 
(ps); NY 4-dr., $1,025* (ps). '53 Wind- 
sor 4-dr., $715*. '51 Windsor 4-dr., $430°*. 
*50 Windsor 4-dr., $250*. 

DeSOTO—’'54 Powermaster 4-dr., $945*. '53 
Fire Dome (8) 4-dr., $700*; Powermas- 
ter 4-dr., $655* (ps). ’'52 Fire Dome (8) 
4-dr., $490* (ps). '50 Custom Sportsman, 
$240°*. 


DODGE—’54 Coronet 4-dr., $950*, $920*. 
‘53 Coronet 4-dr., $610*, $600*, $580*. 
‘52 Wayfarer 2-dr., $375*; coupe, $325. 

FORD — '56 Fairlane (8) 4-dr., $2,060* 
(ps). ’55 Thunderbird, $2,500*; Fairlane 
(8) Country sedan, $1,400; 4-dr., 2 at 
$1,325*; Custom (8) 4-dr., $1,195, $1,- 
155; Custom (6) 2-dr., $1,160, $1,155. 
’54 Crest (8) Victoria, $1,320*; conv., 
$1,120*; Main (8) Ranch Wagon, $1,015. 
’53 Crest (8) Victoria, $975*, $920*; 
Country sedan, $855*. 

HUDSON—’54 Wasp 4-dr., $615. °52 Hor- 
net 4-dr., $335°. 

KAISER—’54 Manhattan 4-dr., $935*. ’53 
Manhattan 4-dr., $590*, 

LINCOLN—’50 4-dr., $315*, $265*. 

MERCURY—’56 Montclair coupe, $2,545* 


(ps). '55 Monterey coupe, $1,890*; 4-dr., 
$1,850*; Montclair coupe, $1,795*. °'54 
Monterey coupe, $1,405*; 4-dr., $1,235*%, 
$1,165*. '53 Monterey coupe, $1,200*, $1,- 
145*, $1,065*. 

NASH—’54 Rambler 4-dr., $935. °53 Am- 
bassador club coupe, $860*. '52 States- 
man 4-dr., $500*%, $465, $275; 2-dr., 
$425". 

OLDSMOBILE—’56 (98) Holiday, $3,375* 
(ps). '55 (98) Holiday, $2,360* (ps), $2,- 
280* (ps); (88) Holiday, $2,315* (ps). 


(Continued on Page 38, Col. 3) 


Your trade wants batteries 
that give 20% faster cranking 


speed... 10% more power in cold weather. 


That means batteries with 


MICROPOROUS 
Rubber Separators: 
















SG ¢ 





UNITED STATES RE 


BE 


A battery equipped with U. S. Peerless® 
Microporous Rubber Separators has power 
to spare in frigid weather. Even when the 


temperature is zero, Peerless Separators de- 
liver 10% more power and 20% faster 
cranking speed. That’s because Peerless has 
15% lower electrical resistance than ordi- 
nary separators. This means greater battery 


capacity. Peerless Separators also have other 







¥ ; 





co 


Electrical Wire and Cable Department Rockefeller Center, New York 20, N. Y. 


x 
SOS 


; i 
city 
; Litres 


IPANY 


big advantages: they are unaffected by over- 
charging, heat, battery acid or plate pres- 
sures. They will not get mushy or soft and 
will maintain their original toughness 
throughout battery life. 


Make sure the batteries you stock and sell 
have Peerless Rubber Separators. They 
guard batteries against premature failure, 
save you the nuisance of replacement, and 
increase your profit per unit. 
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, | - — 
| $1,065*; 4-dr., $725, $695; 2-dr. $665 ” 
$455. "52 SL Deluxe club coupe, $170, "5j 
e e SL Deluxe 4-dr., $350, $250; 2-dr. $209s. 
= U SL Special 2-dr., $235. '50 SL Delux 
sed-Car Auction Prices _ ||: 2° 
CHRYSLER—’52 NY club coupe, $475*, 
FORD—'56 Custom (8) 2-dr., $1,705. ‘55 
Fairlane (8) 4-dr., $1,415; Custom (9) 
4-dr., $1,350. '54 Crest (8) Victoria, §]. 
(Continued from Page 37) 185* (ps), $1,120*, $1,015; Main () 
Ranch Wagon, $1,110*; 4-dr., $85; Cug. 
’54 (98) Holiday, $1,890* (ps), $1,860* 150. '54 Custom (8) 2-dr., $880; Main (8) tom (8S) 4-dr., $900*, ’'53 Main (8) Rane, (ps) 
(ps), 2 at $1,835* (ps), $1,750* (ps); 2-dr., $800, ’53 Custom (8) conv., $790* Wagon, $940; Custom (8) 2-dr $660, conv 
4-dr., $1,650* (ps), $1,545* (ps); (88) (ps), $770%; 2-dr., $750*, $700; %-ton $640, $630; Custom (6) 2-dr., $625, "5 yMo 
4-dr., $1,580* (ps), $1,550*%, $1,510*. °53 platform, $520. ‘52 Custom (8) 2-dr., Custom (8) Victoria, $260; 2-dr., $255 res B 
on (98) 4-dr., $1,120* (ps), $1,070* (ps), $540; 4-dr., $500; Main (8) 2-dr., $400. $235*; Deluxe (8) 2-dr., $150. ‘ $8 0 
Neue THE wee ics $845; (88) 4-dr., $905*. *51 Custom (8) 4-dr., $430*, $350. ’50| LINCOLN—’55 Capri club coupe, $2,509 an 
o/ a. oe Pins PACKARD—’55 Clipper Panama, $2,005* Custom (S) 4-dr., $250, | MERCURY— 51 4-dr., $305. 50 club coupe no | 
. eae 1° hde TEL SIGNS 4) (ps). °51 (200) 4-dr., $230*, $220*. HUDSON — ‘54 Hornet 4-dr., $1,125". ’51 $230. *§) PONTIA 
coer eiaas tose THAT Keep “Gane PLYMOUTH—’55 Belvedere (8) 4-dr., 2 at} Super (6) 4-dr., $210. coe TY ee OLDSMOBILE — '55 (98) 4-dr., $2,085 500 
IN THE $1,625*. °54 Belvedere Sport coupe, $1,- KAISE an P (ps). ’54 (98) Holiday, $1,715*; (88) 2 oll 
000*; Savoy 4-dr., $895*; Plaza 2-dr.,| KAISER—'51 Deluxe 4-dr., $120. dr., $1,375*. ’53 (88) 4-dr., $850*, 1 § «52 Cl 
$595. °53 Cranbrook 2-dr., $685, $490; | LINCOLN—’53 Cosmopolitan 4-dr., $940* (98) Holiday, $345*. ’49 (98) 4-dr., $105* a STUDE! 
conv., $645, ’°52 Cambridge 2-dr., $360. (ps). PACKARD—’ 52 (200) 4-dr., $490*. : $270 
’51 Concord coupe, $205. . MERCURY — '51 coupe, $320, ’50 2-dr., | PLYMOUTH—'54 Savoy club coupe $850, 8 
PONTIAC — ’'56 Star Chief (8) Catalina, $130. ’53 Cranbrook 4-dr., $570. '51 Cambridge § 
$2,250* (ps). ’55 Chieftain (8) 4-dr., $1,- . = . . ‘ 4-dr., $135. ’50 Deluxe 2-dr., $175; 4-dr, § 
530*. '54 Star Chief (S) Catalina, $1,- ee ae 56 (S88) Holiday, 2 at $2,- $170. ir, § (Flint 
260*, '53 Chieftain (8) Catalina, $950*,| 504." o (88) Super Holiday, $1,575*; | poNTIAC—'55 Star Chief (8) 4-dr., $1. Wednes’ 
$945*, $900*, °52 Chieftain (8) 4-dr., =-OF., cm (ps); (98) 4-dr., $1,550 765* (ps); Chieftain (8) 4-dr., $1,565* (Pri¢ 
$615*, $350; 2-dr., $375*. °51 Silver] {PS). “92 (88) 4-dr., $650*. ’50 (88) Su-| +53 Chieftain (8) 4-dr., $730. '50 Silver @. dine 
Streak (8) 2-dr., $475%, $375*. snrianioes $250°. Streak (8) Catalina, $245*; 4-dr., $239% @ shortas 
STUDEBAKER—’56 Golden Hawk Hard- a! H—’55 Belvedere (6) 4-dr., $1,-| STUDEBAKER — ‘53 Commander Lan ears ov 
“ANNOUNCING BUMPA-TEL PETITE" top, $2,700*. ’54 Commander club coupe, 300. '54 Savoy 4-dr., $515; 2-dr., $750. Cruiser, §$ ’51 Commander La na BUICK 
$725. '53 Champion club coupe, $640. ’51 51 Cranbrook 2-dr., $350. Cruiser, $355*. cial F 
‘ bs 5 A | Commander 2-dr., $260*. PONTIAC — ’54 Chieftain (8) 2-dr., $1,- | WILLYS—’52 2-dr., $250. $1,480 
We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver-| WILLYS—'54 station wagon, $720; 2-dr., 175*. ’50 Silver Streak (6) 2-dr., $190. | MISCELLANEOUS ’53 Henry J 2-dr,, $1,325 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs.| $510. nue 3 2-dr., $160*. $315. —s 
. e : . : i ‘R— ’ Commander 4-dr., ar., 9 
The new Bumpo-Tel Petite is lower and blends into the body lines of most cars ALBANY $550, ’51 Commander 2-dr., $160*. YE IND Rivier 
producing a very neat appearance. It is offered at the same price. In ordering be sure | D ER, ° Speciz 
and state Bumpa-Tel Petite. | (Tim Anspach Auto Auction. Sale every (Dyer Auto Auction. Sale every Friday, RM 4 
: | Monday. Prices are for sale of Jan. 30.) a Saag emygpe. PA. Prices are for sale of Jan. 27.) . “4 
° tI] . . +. e | (Freezing rain, sleet and snow, causing (Ebensburg Auto Auction. Sale every (Market steady with plenty of activity, "93 | 
Mount or Dismount Your Sign in Seconds Without hazardous highways, slashed car receipts | Thursday. Prices are for sale of Feb, 2.) Sold 187 cars out of 263 offerings.) ' coupe, 
ee at our sale here today. Many buyers ar- (Demand very good but autos scarce | BUICK—’56 Special Riviera, 2 at $2,545", CHEVR 
Tools, Absolutely No Damage to Car. rived Sunday and several who could not | due to bad road conditions. Sold 51 cars Super Riviera, $2,220* (ps), $2,105*,— 310°. 
| get through phoned in their buying or- soecn. 59 —. (ps); Special Riviera, $1,965*, i. 
* | ders. Prices were on the upside in most ‘K—’55 Special 2-dr., $1,690. '53 Super ’54 Super Riviera, $1,605* (ps); Special 725 
© Mounted or Dismounted in Seconds | cases as retail sales in this area have 4-dr., $925*. ’51 Super coupe, $595*. 2-dr., $1,235*. °53 Super 4-dr., $960*; luxe ‘ 
®@ Polished Aluminum Frames « Sheet Steel Face improved, and used-car inventories are CHEVROLET ’56 Two-ten (8) 4-dr., $1,- Special 4-dr., $900*, °52 Special Riviera, $390, 
® Sign Legs Telescope Into Non-Visible Brackets Mounted lower than usual. Sold 77 cars out of 90 715*. '55 Two-ten (8) 4-dr., $1,325*, ’53 $630". club ( 
Behind Bum Guards | offerings. ) Two-ten 4-dr., $750. '52 SL Deluxe Bel] ¢ 1359 9 ‘ 51 340% » $175° | 
per Air, $680. '51 SL Del 4-d $310*: CADILLAC 52 (62) 4-dr., $1,340*. "49 DODGE 
© Does Not Interfere with Operation of Trunk Lid BUICK — '56 Special Riviera, $2,250. '54/ 9.4) "¢350 so15* 50 SL. Deluxe d-dr. | (82) 4-dr., $440°. "47 (61) 4-dr., $275%; sedan, 
1 ivi g *. i € = * ‘ of . e 4 a o oe > 5 i ’ 
* After original Installation. State Make and Model When Ordering. | 7 an an a anabe tony *66 Ea ar $220*; 2-dr., $285; SL Special 4-dr., $270. | _‘®2) 4-dr-, $100*. FORD 
a = at $200, r., 3% ps). ‘9 pecia FL Special 4-dr., $165, '49 SL Deluxe CHEVROLET ~'56 Bel Air (8) Sport coupe, Crest 
Now Offered in Four (4) Options, Unlettered at $12.50, | .apintac_’ss 162) coupe de ville, s3,-| pdigra 9222' Sh Special 2-ar., $175, icin. Ga.bee* thes 41,408, Gh.0me*s WO coe 
Ls ——’ Sf 2) coupe « ille, $3,- ODGE—’55 Royal (8) 4-dr., $1,575. ’50 -dr., $1,590" (ps), , , $1,350*; Two- coupe, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, | %50* (ps); conv., s3,850* (ps); coupe, | | Wayfarer 2-dr., $260. ten (6) 2-dr., $1,585, $1,200, $1,180. °M} 4-dr.. 
° ° $3,600* (ps); 4-dr., $2,570*. ‘54 (62) | FORD—’55 Fairlane (8) Victoria, $1,685* el Air 2-dr., $905; Two-ten 2-dr., $875*, | HUDSO: 
Lettered on Full Scotchlite Background, the Top Sign for) ¢-ir., s2,570*: (ps); %-ton pickup, $840. ’54 Custom (8) $845, $830, $745. °53 Two-ten 2-dr.. $710; } net ch 
CHEVROLET—'56 Bel Air (8) 2-dr., $2,-| 4-dr., $995; Main (8) 2-dr., $865. 52 el Air 4-dr., $675*. 52 eluxe Bel | MERCU 
Night Use at $26.50. 200*. °55 Two-ten (6) 2-dr., $1,250. 54 Crest (8) Victoria, $665*. °51 %-ton ~~ v oaed aa ad = —— NASH 
| Bel Air coupe, $1,220*; Two-ten 4-dr., panel, $265. ’48 Deluxe (8) station wag- -dr., 50. *E . Deluxe 4-dr., 5*, | OLDSM! 
F.0.B., MOUNDS, ILLINOIS | $880, $870, 2 at $800, $780; 2-dr., $810: on, $175. $320*, $305. '50 FL Deluxe 4-dr., $235, | 470* 
2% Discount For Check In Full With Order. One-fifty 4-dr., $710; 2-dr., $740, $690. | HUDSON—'54 Hornet 2-dr., $945*. 51 Hor-| $210, $200. | J | 790° 
’53 Two-ten 4-dr., $715, $700; 2-dr., $680, net 4-dr., $315. c _— oe ao 4-dr., $440*. '50 § (9S) 
: ‘ i > 2 dias MERCURY—’52 4-dr., $595. °51 2-dr., $330; indsor 4-dr., $160. club ¢ 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick,| °°, Oneffty, Zar. $460; foar., $450. | Mitation wagon, $295, 0 | | DeNOTO—'52 Custom 4-dr., $340. PLYMO 
s s n .D a rf 20* °50 SL Spe- | NASH—’50 2-dr., $135*. DODGE — '55 Royal Lancer, $1,700*. 53 § PONTIA 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. cial “tar. $210. "49 L Special 4dr, | OLDSMOBILE ~51 (98) 4-dr., $300*. °50| Coronet Diplomat, $675*. ‘51 Meadow- 060*, 
a $185. (98) 4-dr., 2 at $300*; (88) 4-dr., $395*; brook 4-dr., $275, $200; Wayfarer 2-dr., Chieft 
We will accept telephone calls collect on orders | CHRYSLER — °52 Imperial 4-dr., $510*|  2-dr., $370*. _ $225. a Streal 
4 fi - | (ps). PACKARD—’52 4-dr., $500*, 51 (300) 4- | FORD—’56 Fairlane (8) 4-dr., $2,030* (ps). 2-dr., 
or tive or more signs. DeSOTO — °52 Custom 4-dr., $430*; Fire dr., $395*; (200) 4-dr., $325*. ’55 Fairlane (8) Victoria, $1,765*; Cus- $180; 
| Dome (8) 4-dr., $400* (ps). PLYMOUTH—’55 Plaza (8) 2-dr., $1,560. tom (8) 4-dr., $1,345*, $1,325*, $1,240*, conv., 
WARREN HASTINGS MOTOR COMPANY, INC, (vepGeE — 56 Coronet 4-dr., $2,025", '54| | 51 Cambridge 2-dr., $110. $1,150. '54 Main (8) Ranch Wagon, $1, | STUDE! 
s ° | Royal (8) 4-dr., $960*. '50 Coronet 4-dr., | PONTIAC — '54 Chieftain (6) 2-dr., $870. 185; — ae an a “wae WILLY: 
| 250. ’51 Silver Streak (6) 4-dr., $410; Silver ($8) 2-dr., 85. °5. Srest (8) Victoria, |} MISCEL 
103 NORTH BLANCHE MOUNDS, ILLINOIS), $250. sy adr, $1,010. 55| Sireck ts) Dare S5e5% $0568 "90 silver | $085* (pa), $900"; Custom (8) 2drofl $150. 
DEPT. 102 Phone 461 Thunderbird, $2,180*; Fairlane (8) Coun- Streak (8) station wagon, $250. $725; Custom (6) 2-dr., $695*. '52 Cus- J} 
| try Squire, '$1.730; Main (6) 2-dr., $1,-| STUDEBAKER — ’55 %-ton pickup, $850.| tom (8) Victoria, $750*; 4-dr., $480*. H 
’*50 Champion conv., $150. HUDSON—’52 Wasp 4-dr., $295. '51 Super | 
WILLYS—’51 (6) station wagon, $360*. (6) 4-dr., $165*. (Hors: 
MISCELLANEOUS—’ 52 Henry J (4) sedan, | KAISER—’51 Deluxe 4-dr., $100*. Tuesday 
$120. LINCOLN— 54 Capri coupe, $1,925* (ps). § of Jan. 
FARGO N D ’52 Cosmopolitan 4-dr., $815*. ‘51 Cos- (Mar 
9 ° > mopolitan 2-dr., $205*. and °53 
(Tri-State Auction Co, Sale every Thurs- | MERCURY—’'55 Montclair coupe, $2,225*§ BUICK 
day. Prices are for sale of Feb. 2.) (ps); Monterey coupe, $1,960*. '54 2-dr., 53 Su 
(The first sale of February got off to a | $875. °53 Monterey coupe, $1,075* (ps),— $470*. 
good start as we sold 68 cars out of 87 | $1,065*; Custom coupe, $995; 2-dr., $870.) ‘50 S 
offerings for a percentage of 78.) "52 Custom 4-dr., $555*. $120. 
BUICK—’55 Century Riviera, $2,230* (ps). | NASH—’53 Statesman Country club, $835*; § CADILI 
’54 Century Riviera, $1,495*. '53 Super| 4-dr., $635; Rambler Country club, $675. § "52 (6 
Riviera, $910*. '49 Super 4-dr., $145. | ’51 Ambassador 2-dr., $250*; Statesman) CHEVR 
- = ® CADILLAC—’53 (62) coupe de Ville, $1,-| 4-dr., $235*, $110°. B 235°. 
810*; (60) Special 4-dr., $1,800* (ps). OLDSMOBILE ’56 (98) 4-dr., $2,905° J sedan, 
CHEVROLET—’55 One-fifty (6) Handy- (ps); (88) Holiday, $2,600* (ps); coupe, § One-fi 
man, $1,405. '54 Bel Air 4-dr., $1,000; $2,500*; 2-dr., $2,345*. '55 (88) Holiday, | $630. 
Two-ten 4-dr., $945, $820; 2-dr., $910, $2,355* (ps); coupe, $1,950*; Super 4-dr.,@ dan, 
$890, $875, $865. "53 Bel Air Sport coupe, $2,000* <«ps), °54 (98) coupe, $1,850* 2 at | 
$925*; 4-dr., $825*, $775* (ps), $755*;| (ps). "50 S) 
Two-ten 2-dr., $690; 4-dr., $780, $725; | PACKARD—’51 Clipper 4-dr., $420*, $365*, $400, 
One-fifty 2-dr., $650, $615, $610. °51 SL 5220. $175. 
Deluxe 4-dr., $250*. ’52 2-ton truck, $695. | PLYMOUTH — ’54 Savoy 2-dr., $835. '53§ CHRYSI 
e 48 FM 2-dr., $120. Cranbrook 4-dr., $565. '52 Cambridge 4- $275. 
|] th CHRYSLER—’52 Imperial 4-dr., $600*; NY | dr., $295, $290; Cranbrook 4-dr., $250.) DODGE 
So q 4-dr., $550*. '51 NY 4-dr., $400*; Wind- | ‘51 Cranbrook 4-dr., $310, $275, $195; onet 
sor club coupe, $295*. Concord 2-dr., $255; Cambridge 2-dr., $250. 
DODGE—’54 Meadowbrook 4-dr., $755. $190. '50 Special Deluxe 4-dr., $195, $165. farer 
j FORD—’55 Fairlane (8) Town sedan, $1,- | PONTIAC—’55 Chieftain (8) 4-dr., $1,680° § FORD 
N U f L ? R 0 0 ; 400* (ps); Custom (6) 4-dr., $1,255 (ps). | (ps), $1,430*. °54 Chieftain (8) 4-dr.,J Main 
’54 Custom (8) 2-dr., $915. '53 1-ton/ §1.050*: Star Chief (8) 4-dr., $1,290*. 5 tom ( 
stake, $735. ’52 Crest (8) Victoria, $700;| °53 Chieftain (8) Catalina, $1,065*. "51— (6) se 
meee ee Ce ee ee eee Custom (6) 4-dr., $475*; 2-dr., $400. °51| silver Streak (8) conv., $335"; 4-dr.. 8 $600, 
] Custom (8) Victoria, $480; Deluxe (8)/| $360, $265*. ’49 Silver Streak (8) 2-dr., Custo! 
aty ae 2-dr., $275. ’50 Deluxe (8) 2-dr., $325;| gig5¢. (6) si 
WHEN MOTORISTS ASK YOU WHY THEIR CARS LACK | d-dr., $265; Custom (6) 2-dr., $295. "49 | sTUDEBAKER—'S5 Champion 2-dr., Sling _ $200. 
a : + a ao (8) 2-dr., $160, $150; 2-dr., 060*. °53 Champion 2-dr., $500*, $480*. oo 
; ; . '52 Commander 2-dr., $270*, ’51 Cham- § MERCU 
PEP, stall in traffic, and fail to deliver the performance | ele HUDSON —'33 Jet, 4-dr... $200. Copia Ft, eee Tae ane 
: * : NCOLN— -dr., $350*. | Cruiser, $150. Sport 
engineered into them, you know the answer. Multiple eS. oa ey Tn ee ee ee WILLYS—’54 Aero 2-dr., $485. ene 
ustom 4-dr., $1,210. oupe, $485. NAS 
‘ se : 4-dr., $365. | OLDSM 
carburetors designed for today’s high-speed, high com- | a nw ee. wl RAN 
. . : ° . o Ambassador 2-dr., $135. | ‘ i very Wed-— sedan 
pression engines collect moisture, gum and varnish very wore Pra eee: — "ob Cos) conv., 92,000 | (Laon Auto Ancien. Boe eer yn ae 
+ ° ca t TER FUEL (ps); Holiday, $2,400* (ps); (88) 4-dr., | (Market continues very strong with | PACKA 
rapidly when used for city start-and-stop driving. tT i) ‘ $1,585. '52 (88) 4-dr., $600*. °51 (98)| more buyers coming out - their shells. PLYMO 
RETOR cL 4-dr., $405*. | A high percentage sold today at good ‘52 ¢ 
PONTIAC—’'54 Star Chief (8) 4-dr., $1,-/| -_ ‘ “ ' Camt 
ee ; ; oe prices. Sold 62 cars out of 83 offerings.) amb 
230* (ps). °53 Chieftain (8) Catalina, | ” Z P Bd ae maa Delux 
$880*; 4-dr., $715*, $680*. °52 Chieftain | BUICK — ‘55 Special Riviera, $1,750, '54] $195. 
(8) 4-dr., $525. | Super Riviera, $1,490*. °53 Super sedan, J $220, 
THE ANSWER? CARBURETOR CLEANING WITH WYNN’‘S FUEL WILLYS —'47 Jeepster, $260. "46 station} $910. °52, Super sedan. $720*, 2 PONTIA 
as a Wagon, $245. uper sedan, 220", o M sedan, oe "51 Si 
PROOF. This profitable, on-the-car service is performed in seven ; | CADILLAC—'55 (62) coupe de Ville, $3-} +59 si 
i i . * . JENISON, MICH 825* (ps); coupe, $3,850* (ps). "54 (60) } 4g T% 
minutes without special equipment. Just remove the air cleaner . . 4 ” Special sedan, $2,850* (ps). '49 (60) Spe- | spupE| 
(Grand Rapids Auction, Sale every Tues-|_ cial sedan, $550*. os $300, 
and pour a 12 oz. can of FUEL PROOF through the carburetor day. Prices are for sale of Jan. 31.) | CHEVROLET—’55 Bel Air (8) Sport coup® | wiiby: 
e ° ° = (The market was not quite as strong, | 51,500". ‘54 Two-ten station wagon, SL." | MISCEI 
while the engine is running. You can see the varnish melt away! but quality of merchandise was not as | 225; One-fifty sedan, $620, '53 Bel Air | 
. good as usual, Percentage of sales still Sport coupe, $885. "52 SL Deluxe sedan, J 
When the carburetor is clean, pep and performance return. Then high. Sold 87 cars out of 123 offerings.) | 2 at $575, $440. '50 SL Deluxe sedam, | 
. BUICK—’56 Century station wagon, $3,-| $190. '49 SL Deluxe sedan, $190, $125-) (pany 
recommend a 4 oz. can of FUEL PROOF with every tankful of 150%, '55 Special Riviera, $1,915*, $1,-| CHRYSLER—'49 NY sedan, $100. f nesiay. 
. - _ > 875*, $1,870*. '54 Century Riviera, $1,- | DeSOTO —’'55 Fire Dome (8) Sportsman, § (A \ 
gasoline to keep it clean. Ask the man who supplies you with 500°; Special Riviera, $1,465*; Super| $1,750*. '52 Custom sedan, $350. '51) ding si 
or Riviera, $1,430*: RM Riviera, $1,400* Custom conv., $440*, '50 Custom sedan, | mand. 
Tue WYNN’S FRICTION PROOFING products about FUEL PROOF (ps). °53 RM station wagon, $1,155%;| | $250. BUICK 
Tt eee ° Super Riviera, $1,085*, $965*, $820; 2. | DODGE—'53 station wagon, $890. "52 Cor- 4-cr., 
sail dr., $805*. '52 Super Riviera, $450*. ‘51 | onet sedan, $345. 51 Coronet sedan, $300. } Super 
Special 4-dr., $400; Super Riviera, $390*. | FORD—'56 Custom (8) 4-dr., $1,810*. '55) 265. 
’50 Special 2-dr., $150*; Super Riviera, Fairlane (8) Victoria, $1,490*; Custom) CADILI 
$130". (8) sedan, $1,260. '53 Custom (8) sedan, j "49 (6 
CADILLAC—'54 (62) 4-dr., $2,540* (ps). $820*, $750. '52 Custom (8) sedan, $6345 CHEVR 
I] y 53 (62) 4-dr., $1,700*. 52 (62) coupe de| $570; Custom (6) sedan, $525, °48 De- 505*; 
A , RAY gsi 7] TO “uc ud Te!) A , Ville, $1,460* (ps). ’50 (62) 4-dr., $850*. luxe (8) sedan, $140. Bel A 
Sted FRICTION 47 4-dr., $100. | MERC t RY ~'54 Monterey Sport coupe, §1,- 190, ’ 
. sg CHEVROLET—’55 Bel Air (8) 4-dr., $1,-| _ 310*. '53 sedan, $810. '52 sedan, $715. '52 S 
PROOFING hs the RED-and-BLACK nities 343 TRADE MARK req PROOFING 375*; Bel Air (6) 4-dr., $1,360; Two-ten NASH—’'54 Statesman sedan, $785. ’51 Am S580. 
; : : . . (6) 4-dr., $1,300. '54 One-fifty station | eee se $200. '50 Ambassador A 
4 , , J , H wagon, $1,100; Bel Air 4-dr., $930*; Two- sedan, 25. CHRYS! 
Manufactured by Wynn Oil Company, 1151 W. 5th Street, Azusa, California ten’ 4cdr.,” $885°, $860, $765: One-fifty |OLDSMOBILE — ‘54 (88) sedan, $1,350°§ Winds 
4-dr., $730. '53 Two-ten station wagon, (Continued on Page 39, Col. 1) DeSOTO 
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4, $1. 
1 = (8) 

Cus. n a 
Ranch (ps). 52 (98) sedan, $820*,. °50 (88) 
$660, conv., $275*. 

». ‘SL | pLYMOUTH—’55 Plaza (8) sedan, $1,280. 
$255 '54 Belvedere conv., $850; Savoy sedan, 

$850. °53 Cambridge Suburban, $730; 

500° seian, $490; Cranbrook sedan, $550. 
coupe, F poNTIAC—'55 Chieftain (8) sedan, $1,- 
> ORE: 500. '54 Chieftain (8) sedan, $1,025, $1,- 
say 010. '53 Chieftain (8) sedan, $850, $725. 
. ¢- 152 Chieftain (8) sedan, $650. 
$1 ity STUDEBAKER — ‘52 Commander sedan, 
5105". § °"so70, "50 Champion sedan, $140. 

$850, i 
ridge ‘ FLINT 

‘dr, § ‘mint Auto Auction, Inc, Sale every 
$1 i Wednesday. Prices are for sale of Feb. 1.) 


565°, 








x (Prices were up slightly, and the bid- 
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Silver ding was very active as there was a 
$230¢ shortage of good, clean autos, Sold 82 
a nd cars out of 102 offerings.) " 
and) BUIC K—’'55 Century Riviera, $1,955 ; Spe- 
cial Riviera, $1,875*. ’54 Super Riviera, 
$1,480*, $1,455*; Special Riviera, $1,380, 
Q-dr $1,325*. '53 Super Riviera, $955*; Special 
ee 9-dr., $690. 52 Super Riviera, $600*; 2- | 
dr., $600; Special 4-dr., $460*. °51 Super | 
Riviera, $500*, $385*; RM 4-dr., $400*; 
Special 4-dr., $360. '50 Super 4-dr., $150; 
riday, RM 4-dr., $135*; Special 2-dr., $115. 
‘= CADILLAC—'55 (62) conv., $3,605* (ps). 
vity ‘53 (62) 4-dr., $1,715*. °49 (62) club 
3 coupe, $585; (75) 4-dr., $185*. 
545", CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
105* 310*. °54 Bel Air Sport coupe, $990 . 
965*, Two-ten 2-dr., $865, $830; One-fifty 2-dr., 
pecial $7 yo-ten 4-dr., $655. °52 SL De- 
[960¢: luxe 4-dr., § *. ’°51 SL Deluxe 4-dr., 
viera, $390, $345, $325, $280, $175; 2-dr., $180; 
’ club coupe, $205. °50 SL Deluxe 2-dr., 
g $175*; 2-dr., $150, $110. 
2.49 | popGE—'53 Meadowbrook 2-dr., $385. "50 
aa sedan, $155, 
FORD—’'55 Fairlane (8) 2-dr., $1,355*. '52 
‘oupe, Crest (8) Victoria, $615*. '51 Custom (8) 
ir (8) Q-dr., $405*; 4-dr., $345, $245; club 
Two- coupe, $240*; Victoria, $350*; Deluxe (8) 
D. "54 4-dr., S285*. "52 1.-ton pickup, $115. 
875°, | HUDSON—’'52 Wasp 4-dr., $295*. ’51 Hor- 
$710; net club coupe, S$160*, 
e Bel } MERCURY—’51 club coupe, £155*. 
pecial § NASH—'51 2-cir., $160. 
$405*, ; OLDSMOBILE—’56 (88) club coupe, §$2,- 
$235, } 470*. '55 (88) Super 4-dr., $2,250*, $1,- 
: 790* (ps). °54 (S8) 4-dr., $1,505*. °52 
*. "O05 (98) 4-dr., $705*. ’50 (S88) 2-dr., $350*; 
club coupe, $260*. 
PLYMOUTH—'51 Cranbrook 4-dr., $260. 
'. 3 — PONTIAC—'54 Star Chief (8S) 4-dr., $1,- 
idow- 060*. °53 Chieftain (8) 4-dr., $585. °52 
2-dr., Chieftain (6) 2-dr., 3400. ‘51 Silver 
Streak (6) 2-dr., $300; Silver Streak (8) 
(ps). 2-dr., $240*. '50 Silver Streak (8) 2-dr., 
Cus- $180; 4-dr., $150*. °49 Silver Streak (8) 
240°, conv., 
, $1,- » STUDEBAKER—'53 Champion 2-dr., $480. 
istom | WILLYS—'47 Jeepster, $315. 
toria, | MISCELLANEOUS — '52 Henry J 2-dr., 
2-dr., § $150. 
Cus- | 
je : 
i HORSEHEADS, N. Y. 
(Horseheads Auto Auction, Sales every 
Tuesday and Friday. Prices are for sales 
(ps). § of Jan. 31-Feb. 3.) 
Cos- (Market stronger on clean autos. ’52s 
3s in demand.) 
.225*° § BUICK—'54 Super Riviera, $1,600* (ps). 
2-cr., *53 Super sedan, $895*. '51 Super Riviera, 
(ps), 5 $470*; sedan, $250*; Special sedan, $200. 
$870.§ °50 Super sedan, $295; Special sedan, 
j $120. '49 Super sedan, $135*. 
835°; § CADILLAC—'53 (62) sedan, $1,550* (ps). 
$675. § °52 (62) coupe, $1,495*. 
sman | CHEVROLET—’55 Bel Air (8) sedan, $1,- 
: 235*. '54 Bel Air sedan, $1,050*; Two-ten | 
, 905° F sedan, $890; One-fifty sedan, $610. °53 
oupe, F One-fifty sedan, $640; %-ton pickup, | 
iday, | $630. '52 SL Deluxe Bel Air, $675; se- 
i-dr.. §@ dan, $550*, $500. '51 SL Deluxe sedan, 
,850* 2 at $410, $290; SL Special sedan, $350. 
‘50 SL Deluxe club coupe, $475; sedan, 
365°, $400, $310. '49 SL Deluxe sedan, $200, 
$175 
53 § CHRYSLER—’'49 Crown Imperial! limousine, 
ze 4- $275. 
$250. DODGE—’56 Royal sedan, $2,075*. '54 Cor- 
$195; onet sedan, $1,050. °51 Coronet sedan, 
-dr., $250. '50 Coronet club coupe, $250; Way- 
$165. farer sedan, $250, $130. 
680° § FORD—'56 Custom (8) sedan, $1,730. ’55 
\-dr., Main (8) Ranch Wagon, $1,515. '54 Cus- 
290*.§ tom (8) sedan, S$850*, $835*. '53 Custom 
‘51— (6) sedan, $600, 52 Custom (8) sedan, 
-dr.,—§ $600, $550; Main (8) sedan, $480. ’51 
-dr., Custom (8) sedan. $410, $370; Custom 
(6) sedan, $355. "50 Custom (8) conv., 
$1,- $200. '49 Deluxe (6) sedan, $160. 
130°. % HUDSON—’50 sedan, $145. 
1am- § MERCURY—’56 Monterey Hardtop, $2,670*. 
Land ’54 Custom Hardtop, $1,130. '53 Custom 
, Sport coupe, S875. °51 club coupe, $375. 
"49 sedan, $245, S185, $135. 
I NASH—'53 Statesman 2-dr., $650*. 
) OLDSMOBILE—'56 (S88) Holida $2,600* 
k (ps). °51 (98) sedan, $530*, $525*; (S88) 
Wed-— sedan, S640*,. 50 (88) sedan, $200*, '49 
) | (98) sedan, $210; (S88) sedan, $125*. 
vith | PACKARD—-'52 (206) sedan, $410, 
lis. PLYMOUTH—'55 Plaza (6) sedan, $1,100. 
ood ‘52 Cranbrook sedan, 8400, S370. ‘51 
ss.) | Cambridge sedan, $300, $230. °50 Special 
54 | Deluxe sedan, $325, $320; Deluxe sedan, 
Bien $195. °49 Special Deluxe sedan, $280, 
eesk | $220, $165, $135. 
130 PONTIAC —’52 Chieftain (8) sedan, $600*. 
ae ‘51 Silver Streak (8) sedan, $485*, $395. 
60) i ’50 Silver Streak (8) sedan, $360*, $295*. 
a ‘ ‘48 Torpedo (8) sedan, $110. 
Spe- | STUDEBAKER — °'50 Commander sedan, 
$300, $155, $140; Champion sedan, $150. 
uPer © WILLYS—'50 station wagon, $295*. 
a MISCELLANEOUS—’51 Frazer sedan, $115. 
dan, § T r 
dan, | DANVILLE, VA. 
5125. | (Danville Auto Auction. Sale every Wed- 
' Nesday, Prices are for sale of Feb. 1.) 
nan, (A very active market and brisk bid- 
, a ding showed used-cars very much in de- 
dan, mand. Sold 114 cars out of 156 offerings.) 
__ § BUICK—'54 Super 4-dr., $1.290*. '53 Super 
Cor- t-cir., $1,100*, '52 Super 2-dr., $635*. ’51 
300.) Super Riviera, $515*; Special 2-dr., $345, 
55 8265. "49 Super 2-dr., $160*. 
stom § CADILLAC—'51 (62) 4-dr., $1,050*, $930*. | 
dam § '49 (61) 4-dr., $570. 
$630, 8 CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 
De- 55"; Two-ten 4-dr., $1,405, $1,330. '54 
Bel Air 2-cir., $1,195; Two-ten 2-dr., $1,- 
$1,- 190. '53 Two-ten 2-dr., $690; 4-dr., $460. 
15. ‘52 SL Deluxe conv., $525*; club coupe, | 
Am S580. °51 SL Deluxe 2-dr., $355. '50 SL 
acior Deluxe Bel -Air, $520; 2-dr., $250. 
CHRYSLER-——'53 Windsor 2-dr., $630. "51 





Windsor A-dr., $270*, 
DeSOTO—"51 Custom 4-dr., $170. 
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355*. °52 Chieftain (8) 
Silver Streak 


| STUDEBAKER—’52 Champion 4-dr., $320. 


4-dr., 
(8) 4-dr., $465°*, 


$605. 
$260. 


"50 


WILLYS—’53 2-dr., $385*, $360. '48 %-ton 
| truck, $305. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan. 31.) 

(Consignment light as clean and sharp 
autos become scarce in N, Y. area. Buy- 
ers continued to dominate the market as 
87 cars out of 108 offerings were sold.) 


DODGE—'55 Royal 4-dr., $1,405*. ’53 Cor- 
onet 2-dr., $675. ’51 Wayfarer 2-dr., $330. 
FORD—'56 Fairlane (8) 4-dr., $2,050. °55 
Custom (8) 4-dr., $1,535; 2-dr., $1,465", 
$1,365, $1,310, $1,170; club coupe, $1,455, 


$1,400. '54 Crest (8) 4-dr., $1,015*; Cus- Thane.” 5 ° ; 

tom (8) d-dr., $925, 9010; 2-ar., gees, | PURCM St BES eee oY ade @htie 
$880, $850, $780*; Custom (6) 2-dr., Century 4-r " $1.330* *52 RM Riviera, 
$820. °'53 Custom (8) 2-dr., $830, $690: $715*. °51 Super Riviera $495* "50 RM 
4-dr., $800, $710, $705; Main (8) 4-dr.,| 4 ar. g980*: Special 4-dr., $220°. | 

$400; Main (6) 2-dr., $500; %-ton pick- | canNLLAC—'54 (62) coupe de Ville, $3,- 
up, $695. '52 Crest (8) Victoria, $750; 040* (ps), '52 (62) 4-dr., $1 280* (ps) 
Custom (8) 2-dr., $665. ’51 Custom (8)| +51 (69) ‘4-dr.. $985*, $920*. '49 (61) 
Victoria, 2 at $500, $400; 2-dr., $370,| gar $440*. '47 (75) 4-dr.. $305*. 

$360; Deluxe (8) 2-dr., $355. '50 Custom | caEVROLET—’55 Bel Air (8) conv., $1.- 
(8) 2-dr., $350, $290, $265; 4-dr., $340;| “ go9*- Two-ten (8) 4-dr., $1,450*, $1,220 
Deluxe (8) 4-dr., $280. "49 Custom (8) $1 150: 2-dr., $1,225 "54 Two-ten station 


4-dr., $280; club coupe, $220; Deluxe (8) 


, 890; 4- 830, $825, $810, , 
2-dr., $130. wagon, $890; 4-dr., $830, 5 10, $800. 











$795; 2-dr., $830, $805, $795, $775; One- 
HUDSON—’52 Hornet 4-dr., $430. fifty 4-dr., 2 at $725, $720, $700. 53} 
MERCURY—’'54 Monterey 2-dr., $1,275*. Two-ten 4-dr., $775*; conv., $750; 2-dr., 
’53 Custom 4-dr., $925*. °52 club coupe, $610; One-fifty 2-dr., $530, $505, $500; | 
$775*. ‘51 Custom 4-dr., $440, $290. 4-dr., $185; club coupe, $515. °52 SL De- | 
OLDSMOBILE—’53 (88) Holiday, $1,315*;| luxe 2-dr., $420*; 4-dr., $365. '51 SL De- | 
2-dr., $610. '52 (88) 4-dr., $795*; Holi-| luxe Bel Air, $385*; 4-dr.. $375*; SL 
day, $780*. '51 (88) 4-dr., $410*. '50 (88) Special 4-dr., $200. ’50 SL Deluxe 2-dr., 
club coupe, $410*, $285. $280*; conv., $270*; SL Special sedan, 
PACKARD—’50 4-dr., $315. $235. 49 SL Deluxe conv., $135. 
PLYMOUTH—'54 Savoy 4-dr., $830*. '53| CHRYSLE ’52 Imperial 4-dr., $600*. 
Cranbrook 4-dr., $500; Cambridge 2-dr.,| DODGE—’55 Royal Land Cruiser, $1,660*. 
$395. ‘52 Cranbrook 4-dr., $410. '51| FORID—’'54 Crest (8) Victoria, $975; Main | 
Cranbrook Belvedere, $310, $300; 2-dr.,| (8) 4-dr., $800*, $795*; Business coupe, | 
$250. '50 Suburban, $395. °49 Special De-| $600. '53 Custom (8) station wagon, 
luxe 4-dr., $200. $735. ’°51 Deluxe (8) 2-dr., $295. 





PONTIAC—’56 Chieftain (8) Catalina, $2,- | MERCURY "56 Monterey 2-dr., $2,425*; | 


Custom Hardtop, $2,375*. '54 Custom 4- 
dr., $1,045. 


OLDSMOBILE 
(ps); (88) conv., 


"54 (98) 4-dr., $1,630* 
$1,400* (ps). ’53 (88) 
4-dr., $925*. "52 (98) 2-dr., $900* (ps); 
4-dr., $700*; conv., $810*; (88) 4-dr., 
$445*, 51 (88) 4-dr., $400*. 

PACKARD—’54 Clipper 4-dr., 
Clipper 4-dr., $690*, 
$325. 


PLYMOUTH ’54 Savoy station wagon, 
$900. '53 Cranbrook, $745. '51 Cranbrook- 
4-dr., $365. 


PONTIAC—’55 Star Chief (8) Sport coupe, 


$900*. °53 
’51 Clipper 4-dr., 


$2,000* (ps). °54 Chieftain (8) 2-dr., 
$550 (police). °53 Chieftain (8) conv., 
$895*. °52 Chieftain (8) Catalina, $605*. 


°50 Silver Streak (8) Catalina, $415*, ’49 


Silver Streak (6) coupe, $135. 


STUDEBAKER "52 Commander 4-dr., 
$225. '51 Commander Land Cruiser, $245. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 2.) 
(A good sale with prices up. More cars 
needed.) 
BUICK—’56 Century Hardtop, $2,780* (ps). 


’55 Century Riviera, $2,050*; 4-dr., $1,- 
870*; Special 2-dr., $1,560. '53 RM Rivi- 
era, $1,050*. °51 Super Riviera, $595*; 
coupe, $440. 

CADILLAC—’54 (62) coupe, $2,850* (ps). 
"53 (62) coupe de Ville, $2,130* (ps). 52 
(62) coupe, $1,515* (ps). ’50 (62) club 


coupe, $950*. 

CHEVROLET—’56 Bel Air (8) Sport coupe, 
$2,190. '55 Bel Air (6) Sport coupe, $1,- 
525*; 4-dr., $1,490*; Two-ten (8) 4-dr., 
$1,450*, $1,360; 2-dr., $1,335, $1,305. °54 
Bel Air 4-dr., $1,000; 2-dr., $930*; Two- 
ten 2-dr., $870, $800; One-fifty 4-dr., 
$789; 1-ton pickup, $985. '53 Bel Air 4- 
dr., $1,030%; Two-ten 4-dr., $790. °52 
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SL Deluxe Bel Air, $670*, '51 SL Deluxe 





Bel Air, $435*, $405*; 4-dr., $320. '50 
SL Deluxe club coupe, $275; Carryall, 
$200. ’°49 SL Deluxe 2-dr., $200. 
CHRYSLER—’53 Windsor 4-dr., $825, ’51 
NY club coupe, $525*. 
DeSOTO—’50 Custom 4-dr., $365*. 
DODGE — ’'54 Coronet 4-dr., $930*, °52 


Meadowbrook 4-dr., $495. '50 %-ton pick- 
up, $285. °51 Meadowbrook 2-dr., $205. 
*49 Coronet 4-dr., $175*. 


FORD — ’55 Fairlane (8) Country sedan, 
$1,615. °54 Main (8) Ranch Wagon, §$1,- 
200; Crest (6) Victoria, $1,040; Custom 
(8) 2-dr., $1,085. ’°53 Custom (8) 4-dr., 
$820*; 2-dr., $775; Main (6) 2-dr., $665*; 
™%-ton pickup, $675; 1-ton truck, $645. 
"52 Crest (8) Victoria, $800*, $665*; Cus- 
tom (8) 4-dr., $360*. '51 Custom (8) 
2-dr., $410*, '50 Custom (8) 2-dr., $305, 
$220*. °47 Deluxe (6) 2-dr., $100. 


HUDSON—’ 50 4-dr., $130. 

KAISER—’51 4-dr., $210*. 

LINCOLN —’55 Capri Hardtop, $2,600* 
(ps). ’53 Capri Hardtop, $1,370* (ps). 


MERCURY—’ 54 Monterey Hardtop, $1,445* 
(ps), $1,400*; 4-dr., $1,280*; Custom 4- 
dr., $1,345*. °52 Custom Sport coupe, 
$680*. °51 4-dr., $410*, $385. 


NASH—’52 station wagon, $405. 


OLDSMOBILE—’55 (88) 4-dr., $1,835*. ’53 
(98) 4-dr., $1,130* (ps); (88) Super 4- 
dr., $1,075* (ps). ’51 (88) Super 2-dr., 
$465*, 

PACKARD—’51 4-dr., $220*. 

PLYMOUTH—’55 Savoy (8) 2-dr., $1,185. 


*50 Special Deluxe 4-dr., $255. 

PONTIAC—’55 Chieftain (6) Catalina, $1,- 
690*. ’54 Chieftain (8) 4-dr., $975*. ’52 
Chieftain (8) Catalina, $695*. '50 Silver 
Streak (8) 4-dr., $260. 


(Continued on Page 40, Col. 3) 





A new contribution 





¢ Now Pontiac and Chevrolet dealers can 
offer their customers the added safety of 
wider vision angle for bad weather driving 
—exclusive with the new PoweEr-SweEeP 
Contour Electric Windshield Wiper! 

Here’s the wiper that cleans clear around 
the corners into those critical side areas. It’s 
electric for constant, uniform action with 
no wiper stalling or slowdown. It’s dual speed 
for the best cleaning under any conditions. 
Turn it off, and blade automatically returns 
to park. 

Potential customers are reading about 
Power-SweEepP regularly in The Saturday 
Evening Post. They’re pre-sold on the many 
advantages of this optional accessory for the 
new Pontiac and Chevrolet cars. Offer it 
to them, they’ll buy, and you'll profit! 


Cleans clear around the corners 


DELCO APPLIANCE DIVISION 
General Motors Corporation, Rochester 1, New York 


Manufacturers of water systems, automatic heating equipment, automotive electric 
windshield wipers, motors for heaters, defrosters, seat actuators and window lifts. 
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900* (ps), $1,665*; 4-dr., $1,350*; 2-dr, 
$1,310*. °54 Star Chief (8) sedan, $1, 
000*. °53 Chieftain (8) 2-dr., $725*. ‘§» 
Silver Streak (8) 2-dr., $300*. 

STU DEBAKER—'55 Commander 4-dr., $1,. 

































000 
WILLYS 53 %-ton pickup, $310. ‘49 
Jeepster, $245. 
(Continued from Page 39 rer 
; eo MINNEAPOLIS 
STUDEBAKER — '53 Champion coupe,| ray coupe, $900. '53 Two-ten 2-dr., $760*; ( ‘ s Auto Auctio Sz every 
$580*. ’51 Champion 4-dr., $210. club coupe, $740; One-fifty 2-dr., $515.| wednesday, Prices are for sale of Fen at 
WILLYS—’ 54 Jeep station wagon, $1,010. 52 SL Deluxe 4-dr., $515; 2-dr., 2 at (Wholesale market very good on °54 
49 Jeep 4 x 4, $280. '48 Jeep 4x 4, $320.| 5475, $445. and older; new cars still not selling. Sold 
MISCELLANEOUS — ‘51 International %-|CHEYSLER — 55 NY St. Regis, $2,500" | 66 cars out of 97 offerings.) 
ton pickup, $400. | (ps). '52 Windsor 4-dr., $680, '50 Wind- | BUICK—’'56 Super Riviera, $3,050* (ps), 
| gor 4-dr., $225; Hardtop, $200. ’°49 Wind- | "55 RM 4-dr., $2,100* (ps). °51 Special 
sor 4-dr., $155. 4-dr., $345*. °50 Special 2-dr., $220" 
VALDOSTA, GA. | DeSOTO—’52 Custom Hardtop, $390, ’51 | CADILLAC—'55 (62) coupe, $3,570* (ps). J 
(Tom Hewitt Auto Auction. Sale every| Custom 4-dr., $335, $280. | a (62) ee oe Ville, $3,075* (ps). °52 
. ‘ —~ f 2 5 275* 
Friday. Prices are for sale of Feb. 3.) | DODGE—'55 Royal 4-dr., $1,650. '52 Mead- le HEVROLET 65 Two-ten (8) 4-dr.. $100 
(The sale today was very active in owbrook 4-dr., $300. 340*, $1,300. ’54 Bel Air 4-dr., $990*, § 
both buying and selling, with clean autos | roRD—’56 Fairlane (8) 4-dr., $2,000*; 2- $945: Two-ten 4-dr.. S870, $720. '53 Two § 
selling very well, Sold 185 cars out of | ar $1,975*. °55 Thunderbird, $2,425"; ten 2-dr., $650; One-fifty 4-dr., $449. 52 § 
250 offerings.) Fairlane (8) 4-dr., $1,500*; 2-dr., $1,-| SL Deluxe 2-dr., $360. 51 SL Deluxe § 
BUICK 56 Super conv., $3,100* (ps); 450*, $1,410*; Main (8) Ranch Wagon, 2-dr., $305, $290. °50 SI. Deluxe 4-dr,, @ 
Century conv., $2,905* (ps); 4-dr., $2,-| $1,400; Custom (8) 2-dr., $1,360*; Fair- $340. °49 SL Deluxe 4-dr., $155. 
860* (ps), $2,775* (ps); Special Riviera, | lane (6) 2-dr., $1,350. °54 Main (8) | CHRYSLER 51 NY 4-dr., $360. 
$2,900*; coupe, $2,875*; 2-dr., $2,565*. | Ranch Wagon, $1,120; Crest (8) Victoria, | DODGE '55 Coronet 4-dr $1,375. '53 
’55 Special Riviera, $2,125* (ps); Cen-| $1,110*. Coronet 4-dr., $640. '52 Coronet 2-dr,, 
tury Riviera, $1,760. °54 Special 4-dr.,| MERCURY—’55 Monterey Sport coupe, $2,- $345. '51 Coronet 4-dr., $520; Meadow. 
$1,350*. ’°53 Super Riviera, $S85*, $850*, 025, $1,950, $1,805; Custom 2-dr., $1,550. brook 2-dr., $230. '49 Deluxe 4-dr., $135. 
$800". ’54 Custom 4-dr., $1,105. °52 Monterey | FORID—’'55 Fairlane (8) 4-dr., $1,490*, $1,- 
CADILLAC—’56 (62) coupe, $4,500* (ps), 4-dr., $570. ’°51 coupe, $200. 315. °54 Custom (S) 2-dr., $950, $900, 
$4,450* (ps). '55 (62) coupe de Ville, $3,- | NASH—’53 Statesman conv., $500; coupe, S870, S850. °52 Custom (8) 4-dr., 8555, 
600* (ps). '53 (62) 4-dr., $1,680* (ps), $450. $425. °'51 Custom (8) Victoria, $425*: 
$1,570* (ps). °50 (60) Special coupe, | OLDSMOBILE—’56 (98) Holiday, $2,960* 2-dr., $350; 4-dr., S300. '49 Deluxe 2-dr., 
$665*. | (ps); (88) Holiday, $2,600* (ps), $2,525" | $130. 
ae CHEVROLET—’55 Bel Air (8) 2-dr., $1,-| (ps). '54 (88) Super 4-dr., 2 at $1,500* | MERCURY ’55 Monterey Hardtop, §2,- 
Nash Reception at NADA Parley 425*; Bel Air (6) 2-dr., $1,295, $1,205; (ps). °53 (98) 4-dr., $1,045*. °52 (98) 050*. '54 Monterey Hardtop, $1,350* (ps). 
John W. Raisbeck, second from left, Nash sales vice-president, enjoys a laugh as Two-ten (8) 4-dr., $1,380*, os oe ence Bi 4g ae oe -_ pe eres = $505°. ; 

« set set . ten (6) 4-dr., $1,170, $1,100; ne-fifty ‘MOU — Savoy (6) 4-dr., , +; | OLDSMO sE—'55 (98) Oliday, $2,.570* 
he greets visitors to the Nash hospitality room at the NADA convention. From left are (6) 2-dr.. $1,050: One aity (8) ae, 2-dr., $1,075. '53 Cranbrook 2-dr., $470; (ps); 4-dr., $2,260* (ps). ’54 (8S) Super 
Joe Hinote, Reno, Nev., NADA director; Raisbeck; P. R. Lauritzen, Richmond, Va., $1,025; %-ton pickup, $800. '54 Bel Air 4-dr., $350. ’°51 Concord 4-dr., $125. Holiday, $1,820* (ps); Deluxe 4-dr., $1,- 
vice-chairman, Nash Dealer Advisory Council; Mrs. Lauritzen, and Lauritzen's daughter. 4-dr., $1,075*; Two-ten 2-dr., $900; Del- PONTIAC—’55 Chieftain (8) Catalina, $1,- 570° —- ay Super 4-dr., $1,020. "49 

- — (9S) 4-dr., § 0. 

PLYMOUTH 53 Cambridge 4-dr., $540. 

PONTIAC—'55 Chieftain (8) 4-cr., $1,470 
"54 Chieftain (8) 4-dr., $1,120. '53 Chief- 
tain (6) 2-dr., $705*. ‘52 Chieftain (8) 
Catalina, $445*. 49 Silver Streak (8) 
4-dr., $195 

STUDEBAKER '54 Commander Land 
Cruiser, 8975. °50 Champion 2-dr., $140 





If all cars with Rochester Carburetors were painted orang 


the Kentucky Derby parking lot would look like 


They’re off and running with Rochester! 
Nearly half the new cars on the road today 
are *‘fed’’ by Rochester Carburetors. These 
modern mixers are specially designed 
to supply the proper needs of gas and air 
for today’s high-powered, high-compression 
engines. Rochester Carburetors are 
rugged .. . shrug off extreme heat or cold! 
f They’re responsive . . . assure top performance 
in every driving situation. And you’ll find 
them on the world’s finest engines. 
Rochester Carburetors are standard equipment 
on the new Cadillac, Buick, Oldsmobile, 
; Pontiac and Chevrolet. 


CARBURETORS BY 


ROCHESTER 
PRODUCTS 
DIVISION OF 
GENERAL MOTORS 
CORPORATION 


ROCHESTER N.Y. 











* * * 
— Auctions in Brief — 
WINDSOR, VA. 


| Windsor Auto Auction. Sale every Thurs- 
|}day (Feb. 2). There were approximately 
i cars at the sale today and, in spite of 


rain, 80 percent of them were sold. 
ck Mt a 


| : 
HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
| Thursday (Feb. 2). A good sale in spite of 
the bad weather. We had a lot of new buy- 
ers and dealers, and the market was 





stronger this week than for the past few 
| week. 
* * * 


MASON CITY, IA. : *x 


Central States Auto Auction. Sale every 
| Wednesday (Feb. 1). Six inches of snow 
jand blizzard conditions cut down consign- 
|; ments. Soki 88 percent of offerings. 

a * * 


MANHEIM, PA. 


| Manheim Auto Auction. Sale every Fri- 
| day (Feb. 3). The sale today was smaller 
| than usual due to weather conditions, how- 
ever, we did have 206 cars entered for the 
| hammer. Prices were really good and strong 
}as we soki 171 cars for a percentage of 
over 80. 
| a 
SYRACUSE ; 
Syracuse Auto Auction. Sale every Wed- § 
nesidiay ‘Feb. 1). Our sale today was an- § 
other slam-bang, red-hot affair. A good 
crowd of N. Y. State buyers plus buyers 
from three other states mace it a nice thing 
for the sellers. We could use «dozens more 
clean cars every week, 


See ae 


GMC Schedules 
41 Truck Clinies 


PONTIAC. — Forty-one meetings 
designed to acquaint GMC truck 
dealers with changes in GMC’'s 
trucks for 1956 will be conducted 
in 25 states Feb. 13-24. : 

R. C. Woodhouse, general truck 
sales manager, said each session} 
will include talks by home office! 
representatives and the showing of 
motion pictures on new 
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produc 
developments and 1956 see y: 


| strategy. ; 
| Woodhouse listed the following? 
zone meeting dates and locations: 
Los Angeles zone, Feb. 14, at Bur- 





Riy 
Int 


bank, Calif.; Oakland zone, Feb. LOt 
16-17, at San Leandro, Calif.; Port-§ g piy 
|land zone, Feb. 21, at Tigard, Ore.§ sough 
and Feb. 23 at Seattle; Dallas zone} pende 
Feb. 16-17 at Garland, Tex.; Denver§ the 
|zone, Feb. 21 at Denver and Feb.§ The 
|23 at Salt Lake City, and San} Jan 3 
| Antonio zone, Feb. 14 at San An-} The 
| tonio. : called 
St. Louis zone, Feb. 14-15 at) works 
Kirkwood, Mo.; Kansas City zone) wouig 
Feb. 17 at Omaha and Feb. 20 at? most : 
Shawnee, Kans., and Feb. 22 at) 
Oklahoma City; Chicago zone, Feb./ The 
14-15 at Hinsdale, Ill, and Feb. 17) 0? ™ 
at Milwaukee; St. Paul zone, Feb.) from 
21-22 at Golden Valley, Minn. j model 
Memphis zone, Feb. 14-15 at Mem-| ™0del 
phis, Tenn., and Feb. 17 at News Sid 
Orleans; Atlanta zone, Feb. 21-22 at} KIAD 
Atlanta and Feb. 24 at Jacksonville} this 
Fla.; Detroit zone, Feb. 13-14 at model 
Detroit; Cincinnati zone, Feb. 16-17) new-c 
at Cincinnati; Pittsburgh zone, Feb.} Many 
21 at Pittsburgh and Feb. 23 at§ used « 
Clarence, N. Y.; Philadelphia zone} One 
Feb. 14-15 at Moorestown, N. J. andg Motor 
Feb. 17 at Fairfax, Va.; Charlotteg,Sells | 
zone, Feb. 21-22 at Charlotte, N. C.;} Said | 
New York zone, Feb. 13-14 at Tarry-§sell e 
town, N. Y., and Boston zone, Feb.} contr 


16-17 at Dedham, Mass. 





Pa 


By Joseph M. Callahan 
Staff Writer 


oan Packard plant on E. Grand 
Blvd. in Detroit has become the 
pattleground for a campaign to 
break up the newly 
merged AFL-CIO, 
according to a be- 
lief widely held in 
Detroit union circles. 

Nominal protago- 

nists in this dispute are Packard 

Local 190, formerly of the CIO, and 

the Detroit Construction Trades 
§ Council, formerly affiliated with 

the AFL. 

But some unionists say the real 
protagonists are two Detroiters 
who joined the union movement 25 
years ago and who now are two 
of the most powerful labor men 
in the U. S—Walter Reuther, pres- 
ident of the United Auto Workers, 
and James Hoffa, a national vice- 
president of the Teamsters Union. 

The current dispute began dur- 
ing conversion of the Packard 
plant from auto production to 
the manufacture of Air Force 
J-57 jet engines, which should 
have begun in early January. 

The conversion was being 
handled by about 2,000 Packard 
employes and several hundred em- 
ployes of outside contracting firms, 

} whose workmen are members of 

' the construction unions, including 

' the Teamsters. 

; + 

| Picketing Begins 
UDDENLY the construction 
workers, claiming that UAW 

| members were doing construction 

work rather than maintenance 

work, called a strike and began 

picketing the plant. 

Reuther’s UAW members ignored 
the picket lines and the remodeling 

~acontinued, although work was 

‘very somewhat hampered by refusal of 
sig. | the pickets to permit truckloads 
| of equipment and machinery to en- 

_ ter the plant. 

' It quickly became apparent 
that lower-echelon unionists 
could not settle the dispute, and 

Andrew C. McFarlane, president 
of the Detroit Construction 
Trades Council, declared, “It’s up 
to the brass to settle the Pack- 
ard dispute. We have talked 
and talked with the UAW, with 
no result.” 

Then George Meany, president of 
the AFL-CIO, did step in, sending 
two staff members to Detroit. They 
were R. J. Thomas, former UAW 
president, and Peter McGavin, a 
Meany assistant. 

* * * 


Talks Prove Fruitless 


HEY conferred with UAW 

leaders at Solidarity House and 
then carried a proposal to the 
construction unions for settling the 
dispute. Nothing came of it. 

The matter was next taken up 
last week in Miami, where the 
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Ky. Independents 
_Rip Proposed 


Interest Curbs 


LOUISVILLE. — Amendments to 
a bill affecting car financing will be 
sought by the Kentucky’s Inde- 
pendent Automobile Dealers Assn., 
the group announced last week. 
The bill was passed by the House 
Jan. 31 and is now in the Senate. 

The association’s executive board 
called one provision of the bill un- 
workable and said another section 





> a would favor dealers who sold the 
> ath most expensive cars. 

Feb, The bill would fix interest rates 
. 17, ON new and used cars, ranging 
Feb.| from 7 percent a year on current 


models to 15 percent a year on 
models five years old or older. 


Sid M. Feree, president of 
KIADA, said the main objection to 
this provision is that any current 
model car would be classed in the 
new-car-interest section, although 
many of these models actually are 
used cars. 

One section of the bill defines a 
motor vehicle as any device which 
Sells for $5,000 cash or less. Feree 
;pSaid that as a result dealers who 
sell expensive cars would not be 
.| controlled by the proposed law. 





| workers were seeking to deprive 








jand Ken Morris, a UAW regional | 
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ckard Spat Ends Union Honeymoon .. . 





29-man executive council of the | 
AFL-CIO was meeting. 


Speaking at the meeting, Reuther | 
said, “We were ready to concede | 
that some of the work—perhaps | 
most of it—should be done with| 
building-trades labor. Howeve r, | 
much of the work involved was} 
simply a rearrangement of ma-| 
chinery of the kind that our mem- 
bers had been doing at Packard} 
and other Detroit auto plants for | 
many years. 

“We felt that the proper way to} 
decide which group should do the 
work was to sit down and discuss 
it. Instead, we got an ultimatum, 
from the building trades that all 
the work should be done by them. 
We do not accept ultimatums from 


anyone.” 


* * & 


Hoffa Answers Reuther 
oe a rapidly rising figure 
in the Teamsters, said the auto 


construction workers and drivers 
of jobs to which they were entitled 
under established building prac- 
tices. 

When the AFL and the CIO were 
merged last December, Hoffa pub- 
licly opposed the consolidation, say- | 
ing that it should be postponed 
until numerous jurisdictional prob- 
lems could be solved. 


But Hoffa was outvoted in his 
own union, and the Teamsters 
Union took its place with the 
other 104 AFL unions and the 
35 CIO unions. 

Hoffa and Dave Beck, president 
of the Teamsters, filed a 15-page 
document at the time of the 
merger, outlining what they said 
were the Teamsters’ traditional 
“work and organizational rights.” 

Further signs that the Packard 
jurisdictional dispute was a de- 
liberate Teamster obstructionist 
move were seen by some unionists 
in a statement from Norman 
Matthews, director of the UAW 
Studebaker-Packard department, 


director. 
x * ak 


Old Harmony Lacking 

‘HEY said, “Down through the 

years, the UAW has been able 
to work out satisfactory solutions 
to such jurisdictional problems 
with the building-trades unions. 
Strangely, at this particular time, 
there is an unwillingness on the 
part of certain parties to resolve) 
this problem.” 

Morris told Automotive News 
that he might be willing to elab- | 
orate further on this statement | 
if the Miami discussions did not | 
produce a settlement. 


In Miami, the matter was as- | 
signed to two committees. One rep- 
resented the Industrial Union De-| 
partment, head by Reuther. The 
other committee represented the| 
seven-member Building Trades 
Committee, of which Hoffa is a 
member. 

Reuther said that if the commit- 
tees did not resolve the dispute, it 
again would go before the Execu- 
tive Council. 

x 





* * 


Workers Favor Merger 


oes merger received a small 
boost in New York, where mem- 
bers of the Transport Workers | 
Union voted: more than 2 to 1 to 
remain affiliated with the AFL- 
CIO. 

Michael J. Quill, president, had 
balked at TWU affiliation on the 
grounds that the constitution did 
not provide safeguards against 
“raiding, racketeering and racial 
discrimination.” 

Last week a week-long strike at 
the Studebaker-Packard assembly 
plant in Los Angeles was ended and 
680 UAW members returned to 
work. 

The company had refused to ne- 
gotiate while the union was on 
strike, and the workers agreed to 
return under a day-to-day exten- 
sion of the expired contract. 

* * oe 


SUB Body Set Up 


ORD MOTOR CO. and the UAW 
have begun setting up the ma- 
chinery for operation of the supple- 
mental unemployment benefit plan 
which becomes operative next June. 
The company and union an- 
nounced appointment of three 





| hourly personnel department, and 


Squabble Tests AFL-CIO Merger 


members each to a joint board 
which will administer thé plan, and 
the first meeting of the board was 
scheduled. 

Contributions to the SUB fund 
began several days ago when the 
company paid in $10 million, rep- 
resenting 5 cents for each hour 
worked by hourly workers since 
last June 6. 

Company members of the board 
are Richard L. Johnson, manager 
of special financial projects; Rich- 
ard A. Leutheuser, manager of the} 


Joseph A. O'Reilly, staff attorney. 

In Canada’s four-month-old Gen- 
eral Motors strike, talks between 
factory and union officials were re- 
cessed “indefinitely, subject to re-| 
call.” 





However, it was reported that the | = 


union was ready to drop demands 


| that a fully company-paid welfare | 


benefit plan be included in any new | 
contract. 


* * * 


Dealer Drive Begins | 


ON THE dealership front, two 
unions—the Retail Clerks In-| 
ternational Assn. and Teamsters | 
Local 548—are conducting drives 
to organize new and used-car sales- 
men in Minneapolis. 

John Brennan, international 
representative of the Retail 
Clerks, said that a 50-man plan- | 
ning committee had been set up | 
and that 275 to 300 salesmen at- | 
tended the group’s first meeting. 

He said the planning committee | 
met last week to discuss means of | 
getting certification as bargaining | 
agent and to propose contract | 
terms. | 
Local 548 reportedly has been}! 
circulating handbills on used-car | 
lots to invite salesmen to an organi- | 
zational meeting. Several dealers 
have been visited by Local 548 rep- | 
resentatives. Gerald P. Tonnell! 


| heads this group. 


Fire Damages Grant 


KANNAPOLIS. N. C.— Damage 
estimated at $75,000 was caused by | 


|a fire at Grant Motor Co. The | 


owner, Adam Grant, said the fire) 
broke out in the workshop when! 
gasoline that was being blown out 
of a car ignited. | 





Volk Donates Car— 


Anthony J. Volk, right, Liberty Public 
Service Garage, Inc., Liberty, N. Y., pre- 
sents a 1956 Chevrolet to David E. Pane- 
baker, principal, Liberty High School, for 
use in the school's driver-training pro- 
gram. The car is the seventh donated by 
the dealership since 1948. 








Pennsylvania Eyes 


Foreign Nations 


As U.C. Market 


HARRISBURG, Pa. — A plan to 
sell the State’s used autos in for- 
eign countries is under study here, 
according to John S. Price, secre- 
tary of property and supplies. 

At the same time, however, deal-/ 
ers in Ohio, West Virginia and New 
Jersey have been invited to bid the 
cars. A sale of 397 such cars is 
scheduled for Feb. 29 at 56 loca- 
tions throughout Pennsylvania. 

The State’s policy of buying 3,200 
new cars each year and selling 
3,200 used ones to the general pub- 
lic on bids has resulted in the 
studying of new market possibili- 
ties, Price said. 

Included 
sold this month are 149 units with 
mileage reported to be under 25,000. 





Factories Cite Dealer Duty .. . 





‘We Can’t Do Everything’ 


(Continued from Page 6) 


difference down the street with a 
pitch on the service that his dealer- 
ship can provide.” 

The panel moderator, Nash Sales | 
Vice-President John W. Raisbeck, 
joined Briggs in ruling out pros- 
pects for a bal- 
anced car pro- 
duction flow 
because of the 
new supple- 
mental - unem- 
ployment - pay 
agreements. 

“sou £an°t 
change consumer 
buying habits,” 
Briggs said. He 
conceded, how- 
ever, that Gen- 
eral Motors and Ford had man- 
aged to stabilize their production 
peaks and valleys more than Chrys- | 
ler Corp. and the smaller builders. 


The capacity audience of 200 in- 
cluded many representatives from 
the three factories not represented | 
on the program, plus a handful of 
Detroit dealers. 


One dealer present (Grand 
River Chevrolet’s Saul Rose) be- 
clouded an attempt to show that 
salesmen weren’t as aggressive as 
they might be. 

Only 15 of the 200 raised their 
hands when the audience was 
asked to indicate how many had 
been approached by a car salesman 
in the past year. Then Rose piped 
up: 

“But how many of you closed a 
deal with that salesman? 

No hands went up. 

Briggs said Chrysler division 
was working towards a cleanup 
of advertising in the field. He 





John W. Raisbeck 





acknowledged that there was “too 
much unethical advertising.” 


Both Briggs and Abernethy} 


praised their respective factories’ 
selling agreements with dealers, the 


Cooperative Quality Dealer Pro- 
gram. 

“The folks in Washington have 
been complaining a lot about can- 
cellations, but that certainly doesn’t 
apply to Chrysler,” Briggs said. 
“Once we get ‘em in, we can’t get 
rid of ’em.” 

The sales organizational setup of 
Chrysler division includes a de- 
partment devoted to determining 
the field potential for Chrysler 


| dealerships, Briggs said. This de- 


partment works three years in ad- 
vance in an attempt to gauge the 
market, he added. 

There also exists at Chrysler 
division a “quality dealer man- 
ager” who keeps up-to-date rec- 
ords on every dealer, Briggs dis- 
closed. 

“When a dealer visits me at the 
plant or when I go into the field, I 
know exactly how efficient that 


dealer is.” 


* * 


Imperial Sales Chief 


Due ‘Eventually’ 


DETROIT. — Clare E. Briggs, 
Chrysler division sales vice-presi- 
dent, disclosed last week that the 
division “eventually” plans to ap- 
point a sales manager for the 
higher-priced Imperial line. 

“Such a job is on our division 
organizational chart,” he said, “but 
we don’t know yet just when it will 
be filled. Whoever gets the assign- 
ment will be a specialist in Impe- 


in the 397 cars to be) 





rial sales.” 
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Show Profit Tied 
To Hard Selling 


Control of Salesmen 


Called All-Important 


DETROIT.—An insight into how 
dealers can profit from auto shows 
was given last week by A. A. Apple- 
ton, DeSoto special events man- 
ager. 

“Thy must ask for the order,” 
he said. “They’ve got to sell.” 
About 15 DeSotos were sold from 
the floor of the Boston show and 19 
from the Minneapolis event. Early 
reports showed five sales in Cleve- 
land. The Boston and Minneapolis 
shows were the first held since the 
1930s. 

At Boston, it was possible to have 
eight demonstrators available in an 
adjacent area. If a prospect showed 
interest, a salesman could take him 
right from the floor for a demon- 
stration ride. 

“Dealers and salesmen must be 
willing to work a show as it should 
be worked,” said Appleton. 

Among points stressed were: 

1. Control. There must be a sys- 
tem whereby salesmen know when 
they are to be on the floor and 
there must be a dealer in charge to 
properly control them, see that the 
exhibit is properly manned, etc. 

“At one show,” he said, “there 
wasn’t a salesman on the floor 
for three hours.” 

2. Preparation. Line group deal- 
ers should properly prepare for the 
show. Salesmen“training should be 
instituted for the week before the 
event. DeSoto. held salesmen’s rally 
breakfasts prior to the show. The 
theme was: “Ask for the order.” 

3. Enthusiasm. Dealers should 
build up in their salesmen a proper 
appreciation of the sales stimulus 
and opportunity that is created by 
shows. “More people will pass 
through an auto show in one week 
than would enter a showroom in 
10 years,” it was estimated. 

4. Alertness. Salesmen should be 
alert, ready to greet visitors to the 
exhibit. “Many of them _ slouch 
around, ignore prospects and act 
as though their time was being 
wasted,” it was said. 

5. Dealer participation. The deal- 
ers themselves must take part in 
all activities and work to ensure 
that the best possible results will be 
obtained. At St. Louis, for instance, 
there was one dealer on duty at all 
times. 

At the end of each shift, the 
dealer judged the salesmen and 
awarded cash prizes to men who 
showed the best follow through. 
6. Prospects. Dealers should de- 





| velop ways to get names of visitors 
j}and utilize these lists for future 


business. 


Training Sessions 


‘Slated by Nash for 


latter singling out the new AMC} 


District Managers 


DETROIT. — All Nash district 
managers in the United States and 
Canada will attend one of two 
week-long training conferences this 
month. 

Half will attend the course begin- 
ning today (Feb. 13) and the other 
half will begin Feb. 20. 

The five-day sessions will be held 
at Detroit’s Rackham Memorial 
Building. The program was organ- 
ized by John H. McGuckin, Nash 
sales training supervisor. 

“Objective of the conference se- 
ries is to increase operational effi- 
ciency of district managers by show- 
ing them ways in which they can 
better service dealers,” said John 
W. Raisbeck, Nash sales vice-presi- 
dent. 

Subjects to be covered include the 
duties of a district manager, busi- 
ness management, territory analy- 
sis and open-point franchising, 
dealer organization, car-sales pro- 
jections, parts and service manage- 
ment and merchandising, sales pro- 
motion, advertising, sales training 
and used-car merchandising. 

Participating in the program will 
be Raisbeck; McGuckin; Roy Aber- 
nethy, American Motors’ distribu- 
tion and marketing vice-president; 
M. A. Saunders, assistant sales man- 
ager in charge of field car sales; 
Fred W. Adams, assistant sales 
manager in charge of advertising 
and merchandising, and other com- 
pany officials. 
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Re TENSE ESD 





Pat. Pend. | 


America's Foremost 
REAR-DECK 
AUTO ANTENNA 


@ New low Striking Beauty adds 
final touch to the car of today. 


the 


@ Triple chrome plated for lasting beau- 
ty; complete with 15 ft. of Coaxial 


Cable and two universal Dual Purpose | 


adapters. 
@ Substantial Profits for you in this Na- 
tional Trend to the Rear-Deck Antenna. 


Single Unit List Price just $10.95 
complete .. . Dual Kits $18.75. 
Call, Write, or Wire to-day 
For Our Profit Loaded Key-Dealer 

Plan... 


BEAURLINE INDUSTRIES INC. 
500 No. Robert St., St. Paul 1, Minn. 


Announcing the 
big new name in 
motoring safety! 





The New and Patented 
Control For All Cars 


With Torque-O-Matics rough 
roads are smoothed out as if by 
magic. Cars hug wet pavement 
with ..new ..slide-resistance. ..The 
driver enjoys a completely new 
kind of stabilized riding comfort, 
longer car life! Write today for 
attractive literature including price 
details and franchise possibilities. 


Safety Engineers, Inc. 









P. O. Box 1753, Stockton, Calif. 


ST1 BUILD SERVICE PROFITS 
with personalized 


STEMAC 


DETAILS ON REQUEST 


1281 SO. CHEROKEE 
DENVER, COLORADO 


Ohio Dealer 


COLUMBUS.—Roger Dean Chev- | that the offer of 500 gallons of gas | model year the opportunity to trade 


rolet, whose advertising and oper- 
ating procedures have been soundly 
assailed by the Better Business 
Bureau and the Columbus Auto 
Dealers Assn., now faces an inves- 
| tigation by the Ohio Automobile 
Dealer’s and Salesman’s Licensing 
| Board. 

The BBB has turned over to 
| the enforcement department of 
the licensing board two recent 
complaints by Dean customers. 

The first complaint concerned 
Mr. and Mrs. Billie Thompson, who 
signed a blank order and a chattel 
mortgage with a Dean salesman 
last Dec. 22. 

According to the complaint, the 
Thompsons understood the balance 
| on the new car was to be between 
| $1,700 and $1,800 and payments were 
to be $65 for three months and $58 
|for 30 additional months. 
| When the papers arrived from 
|the finance company, it was re- 





| $2,700.07 and monthly payments of 
| $90. 

In addition, Dean’s ad spoke of 
500 gallons of free gasoline. Mrs. 
Thompson was given a ticket for 
eight gallons. She said she was 
told she would not get the 500 
gallons because she was not buy- 
ing a higher-priced car. 


the BBB reported that the base 
price charged was $305 above 
Dean’s advertised base price and 
that the Thompsons were charged 
for extras they did not receive. 
The BBB wrote Dean: “The com- 
plainants believe they were vic- 
timized by a pack of approximately 
$430 .above the advertised prices; 





Lincoln Deliveries 


Smash Record 
For 10-Day Span 


DEARBORN. — Retail sales of 
Lincoln in the 10-day period ended 
Jan. 31 amounted to 1,526 units, 
more than in any similar period in 
the 36-year history of the car, ac- 
cording to Henry B. Daniels, gen- 
eral sales manager. 


The month’s total deliveries, he 
said, were greater than in any Jan- 
uary since 1949. 

At the same time Daniels said 
that demand for optional features 
on the car has increased the instal- 
lation of most accessories to vir- 
tually 100 percent of production. 


Power brakes, tinted glass, white- 
sidewall tires, heaters and radios 
are ordered on almost every car, 
he said. Power steering and auto- 
matic transmissions are standard 
equipment. 

Sales of eleetric headlight dim- 





mers are nine times greater than) 


a year ago, he said, and installa- 
tion of Lincoln’s automatic lubri- 
cating device has jumped 22 per- 
cent in the last 12 months. 
Air conditioning sales have dou- 
bled over a year ago, he said. 
OK * * 


Jan. Buick Sales 
Total 51,367 


FLINT. — Buick announced last 
week that it sold 51,367 new cars at 
retail in January, the second high- 
est January total on record. 

Deliveries for the last 10 days of 
the month amounted to 18,114 units, 
Ivan L. Wiles, general manager, 
said. 

The alltime January record of 
53,756 cars was established in 1955. 


Cottingham-Ford Case 


ins in Columbus 

COLUMBUS, O. — The case of 
Cottingham Motor Co. of Zanes- 
ville, O., against Ford Motor Co. 
began last week. Briefs will be 
submitted shortly by both sides. 
Cottingham is seeking to enjoin 
Ford from cancelling its franchise. 





Arntson-Mateer Opens 
Arntson-Mateer Pontiac Co., 
owned by Morris Arntson and Den- 
ald Mateer, has opened for busi- 
ness in Appleton, Minn. 


/ 


State Board to Study Case... 


ported, they showed a balance of | 


After studying the transaction, | 
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Faces Probe 





|was a gimmick and not sincere; 
that advertised. tradein allowances 
are not bona fide and that they 
were charged for items they did 
| not receive.” 

The second compiaint con- 
cerned Bobbie England who, it 
was reported, trade in a 1949 
Pontiac Jan. 18 and understood 
his new-car payments would be 
about $75 for 30 months. Instead, 
they were $110 for 12 months, $95 
for six months and $73 for 12 
months. 

He needed his brother’s signa- 
ture for the financing, but the 
brother refused to sign under those 
terms. 

England then was told, it was 


a description of the trade in and 
the allowance for it and the 
terms of payment of the net 
balance. 

The BBB also has attacked Dean 
| advertising which offered persons 
who purchased ’55s late in the 
them in for ’56s at no additional 
cost. 

A bureau “shopper,” it was said, 
found that such buyers would have 
to pay sales tax and title fees on 
the new car, would have to pay for 
| any visible body damage and would 
have to pay any price increase 
Chevrolet might institute. 

The Columbus dealer associa- 
tion reported that at a meeting 
called to vote on a code of ethics 
to stop this and other types of 
misleading advertising, the issue 
was carried unanimously by a 
voice vote. 

After the meeting, it was said, 
Dean made a point of saying he 
had abstained from voting and 
asked to be recorded as not voting. | 





|reported, that he would be given 
|$150 more on his tradein and that) 
|his payments would be $95 for 18 | 
months and $73 for 12 months. His | 
| brother again refused to sign. 
It is claimed that the Thompson | 
|and England cases violate a licens- | 
|ing board rule that says every sale | 
|shall be put in writing and signed | 
| by the buyer. 











By Retiring Plymouth Ai 


Service Called Lagging 


DETROIT.—The parts and serv- 


The rule further says that all | ice business is bound to become an/| tires this month after 45 years with | 
prices, insurance, finance and | increasingly strong factor in new-| the auto industry. 
charges shall be listed along with 


car retailing, says W. B. Rice, vet- 





Bowers Receives Quality Dealer Award— 


George W. Bowers, second from left, president, George W. Bowers Co., Chicago, 
receives Quality Dealer Award from Dodge regional and zone officials in Chicago. 
From left: Louis J. Ouelette, Bowers, Adam Riffel, Harry Washington, regional mana- 


ger, and E. V. Howe, zone manager. 





Chrysler Revises Setup 
On Heavy Manufacturing 


DETROIT.—Establishment of a 
three-division manufacturing group 
within Chrysler Corp., designated 
as the engine and transmission 
group, was announced last week 
by L. L. Colbert, president of 
Chrysler Corp. 

At the same time, Colbert ap- 





pointed R. S. Bright as group exe- 
cutive in charge of the new manu- 
facturing group, 
which is compos- 
ed of the forge 
and foundry di- 
vision, axle and 
transmission divi- 
sion and engine 
division. Ten ex- 
isting manufac- 
turing plants are 
involved, five in 
the Detroit area 
and five in Indi- 
R. 8. Bright ana. 


Colbert termed the formation of 
the group “a further step in the 
corporation’s continuing program 
of decentralizing its activities, so 
as to best utilize management 
skills and specialized operating ex- 
perience.” 

“It is a result of our examination 
of every phase of operations for 
quality, efficiency cost and profit,” 
he said. 

Bright appointed Alfred L. 
Gostow general manager of the 
forge and foundry division and 
Raymond A. McCarroll general 
manager of the engine division. 








For the time being, Bright will 
be general manager of the Axle 
and transmission division. 

The forge and foundry division 
is made up of the Dodge forge 
plant in Detroit (crankshafts); 
Winfield Foundry, Detroit, (princi- 
pally camshafts), and the New 
Castle (Indiana) forge plant 
(transmission parts, steering gear 
and front suspension components). 

The engine division initially will 
operate the Mound Road engine 
plant in Detroit, where Plymouth 
V-8 engines are being produced. 

Gostow joined Chrysler Corpora- 
tion in 1942. During the past year 
he» has served as manager of 
methods for Dodge. 

McCarroll joined Chrysler in 1948 
as a tool engineer at the Lynch 
Road gear and axle plant. He was 
named manager of industrial engi- 
neering for Plymouth in Septem- 





A. L. Gostow R. A. McCarroll 


ber, 1955, the position he held until 
his appointment as general mana- 
ger of the engine division. 
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After 45 Years— 


W. B. Rice, right, former Plymouth direc. 
tor of service, is retiring after 45 years of 
association with the auto industry. He is 
shown in a farewell get-together with 
John P. Mansfield, Plymouth president. 

* 





ee 


eran Plymouth executive, who re- 


Rice maintains that automobile 
service availability at the dealer 


level has not kept pace with the ingto! 
increase in auto sales over the — 
past years. ; ea 

He also believes that customer | the | 
needs and demands will bring about port 
more convenient and efficient dealer two 
automotive service facilities, par-} reco 
ticularly in suburban areas where of t 
community shopping centers are _ 
changing the buying habits of the Se 
public. comp! 

Rice began his auto career with | were 
Bates Engine Co. and Oldsmobile, } to on 
moving to Chrysler Corp. in 1937,) and t 
where he joined the central service | the ty 


division. Later he became director® the h 


of the field organization. | profit 

As director of service for Plym- | _ Anc 
outh, starting in 1944, Rice de- | deale! 
veloped several projects, includ- — Mone; 
ing the Master Tech program. = prope 


Rice will continue to serve as a N 
parttime consultant to firms associ- 4 I 
ated with the auto industry. bab 


= ject < 
© menti 
IH Net Up 52% $ ways: 
To $55,501,000 tons 
CHICAGO. — International Har-§ of to 
vester Co.’s net income in the fiscal past 
year ended Oct. 31 was $55,501,000,8 deale 
an increase of 52.9 4 
percent over t hef consis 
$36,304,000 net off to a . 
the previous year,) and < 
according to John§ dema: 
L. McCaffrey§ 

president. > @EV 
The company’s) ro! 
total sales volume? city r 

for the year how 
was $1,165,785, press 





i against $994,074- The t 








— 000 for 1954, he’ “— 

Jd. L. McCaffrey said. we ] 

Sales of International trucks,) a ke 
service parts and service amounted) norm 
to $455,187,000, an increase of 31 per- 
cent over the year before, when aca 
truck sales were $345,440,000. The 
truck division was responsible for 
39 percent of the company’s total 
sales, he said. i 

- 
a § 
Profit, Sales High || fer 
: en 

DETROIT.—Net profit and sales’ age! 
for U. S. Rubber Co. in 1955 were! 
the highest in the company’s his- The 
tory, despite flood losses that re-) | lik 
duced net income by more than $5) | reac 
million, according to Chairman H. 

E. Humphreys jr. 

Net profit for the year was $33,- 
559,000, a gain of 20 percent when The 
compared with a profit of $27,959,- 

000 in 1954 and 2.5 percent higher} | part 
than the previous record of $32,732,-— | dust 
000 set in 1953. Writ 


Sales for 1955 totaled $925,539,000, 
a gain of 18 percent compared with i 
sales of $781,574,000 in 1954 and 9 
percent higher than the previou 
record of $850,152,000 set in 1952. 
Profit amounted to 3.6 percent of 
sales in 1955, the same as in 1954. 
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Survey Indicates a Lull for Dealers... 
2 —————eeEeEeeEeEeEeEeEeEeEeEeee 


Factory Pressure Recedes 


(Continued from Page 1) 
experienced—who are overly am- 
bitious to establish sales records. 

However, factories often bring 
in veteran zone or district mana- 
rs for the express purpose of 
shaking up the dealers in an area 
where the percentage of price class 
penetrations is below national 
average. ‘ 
HIS was the situation in a re- 
cent Buick cancellation case. 
This dealer, whose sales were well 
below the national average, re- 
ported that he was subjected to 
continued harassment after the ap- 
pointment of a new zone manager. 
According to this dealer and 
four nearby other dealers- who 
were cancelled within a year, 
this zone manager took it easy 
the first two years on his new 
assignment, first cajoling and 
then exhorting the dealers in an 
effort to boost sales. Then, sud- 
denly, came the cancellations. 
Similar harassment was reported 
by other dealers in the area who 
had not been cancelled. These 
dealers said that one cancellation, 
particularly of a sound dealer, has 
an extremely stimulating and 
frightening effect on other dealers 
for hundreds of miles around. 
* * * 
CCORDING to dealers, a differ- 
ent situation existed in Wash- 


* * 


} ington where 14 Ford dealers were 


given four months to surpass the 
sales of the five Chevrolet outlets. 

When the Ford dealers failed, 
the Ford field representatives re- 
portedly announced Feb. 1 that 
two more dealerships would be 
recommended for the area. One 
of these dealerships would re- 
place a branch office of one of 
the existing dealers. 

One Washington Ford dealer 
complained that the Ford dealers 

were not even given enough cars 
to outsell the Chevrolet dealers 
and that the recommendations of 
the two new Ford outlets came on 
the heels of the worst sales and 
profit month in his memory. 

Another dealer said, “Every Ford 
dealer in Washington, D. C., shows 
money lost during January on a 
proper financial statement.” 

of * * 

N DISCUSSIONS with dealers 

about factory pressure, the sub- 
ject of maldistribution of cars is 
mentioned frequently in these 
ways: 

1. Poor current sales penetra- 
tions in many areas, according 
to the dealers, are the result 
of too few cars in these areas in 
past years, enabling competing 
dealers to build up a clientele. 

2. Sometimes factory pressure 
consists of limiting the cars given 
to a dealer when demand is great 
and dumping them on him when 
demand is slight. 
* ~” * 
GeranaL weeks ago, the Chev- 
rolet dealers in a large midwest 
city received a telegram indicating 
how maldistribution and factory 
pressure sometimes are related. 
The telegram read: 

“Ever since announcement day 
we have been shipping you, as 
a key-market dealer, above 
normal quantity of new cars so 


PERSONNEL 
TROUBLE? 


Engineers, 
Representatives, 


Technicians, Sales 
Factory Field 


Men, Service and Parts Man- 
agers, etc. 

The man you want is most 
likely an Automotive News 


reader. 
Why not try our 
Classified Section? 
The only weekly want ad de- 
partment in the automotive in- 
dustry. 

Write for rate card or phone 
AUTOMOTIVE NEWS 
Classified Dept., 
DETROIT 26, MICH. 








you could have opportunity for 
above-normal sales. 


“Collectively, key-market dealers 
have responded with better rate of 
sales than balance of zone until 
period ended December 20 when 
stocks increased substantially and 
sales dropped sharply. 


“You can help restore stock and 
sales to proper balance by launch- 
ing an allout sales drive now and 
making every possible retail de- 
livery by this Saturday night. You 
have the stock and know how to 
do it, but in addition we suggest 
you trade, buy and sell to help 
make extra sales for yourself and 
other dealers. 


“This is urgent appeal to fore- 
stall deeper allotment cuts and 
would be made by personal phone 
call except th a t———————_- 
(assistant zone manger) and I 
are in the field explaining to 
other dealers why they cannot 
get more cars. 


“Let’s see you demonstarte that 
you needed what you have by sell- 
ing it now. Please advise return 
wire minimum number passenger- 
ear sales we can count on from 
you for period ending Dec. 31, with 
no ifs, ands or buts. Regards, 


(signed by zone manager).” 
+ x * 


CHEVROLET dealer in this 
city admitted receiving the 
wire, but added that his biggest 
problem was getting enough cars. 

Another view of factory pressure 
was expressed by a Chevrolet 
dealer in Detroit. He said, “We've 
never been aware of any undue 
pressure on us to take cars. 

“But, I’m constantly ordering 
more cars than I expect to retail. 
Why? It’s because of this produc- 
tion. I know that the Chevrolet 
dealer down the street is going 
to be ordering more cars than he 
expects to sell. 

“So, if I don’t order an extra 
large stock, I know that he is go- 
ing to be kicking his cars out at 
such a volume that he’ll be able 
to undersell me. Besides, it would 
make me look bad at the factory.” 

* eS * 


4 


DETROIT dealer in another 
line commented that there was 
much less factory pressure in De- 
troit than in any other part of 
the country because so many of the 
dealers know the factory “tops.” 
He said the field men know 
that the minute they get unduly 
tough, the dealer will scream to 


Pledge 


(Continued from Page 1) 
customers will notice it, too.” 

The ad will also carry a line 
telling customers of the approved 
dealers to write to CADA head- 
quarters if they receive an un- 
satisfactory deal. 

“We think the average Cincin- 
nati dealer is a fine citizen, but he 
has lost the respect of many peo- 
ple because of blitzers and shady 
dealers,” said Mrs. Erdie Turner, 
CADA secretary. 

ok * ES 

qs said CADA is setting up a 

four-member committee to settle 
complaints between dealers and un- 
satisfied buyers. If the dealer and 
his customer can’t agree on what’s 
fair, she said, the controversy 
would be turned over to the com- 
mittee. 

“Cincinnati, as usual, has not 
had as much of this fictitious and 
misleading advertising as other 
cities,” said George C. Young, 
head of the Better Business 
Bureau. 

“However, it can stand some 
cleaning up and this is being done 
by cooperation of legitimate deal- 
ers and the bureau.” 


Finance Firm Acquired 
By General Acceptance 


ALLENTOWN, Pa.—General Ac- 
ceptance Corp. has completed ac- 
quisition of Central Acceptance 
Corp., Cincinnati, according to F. 
R. Wills, General Acceptance presi- 
dent. 

Wills said the contract was ful- 
filled with the delivery of 90,996 
shares of General common in ex- 
change for certain Central common 
and preferred shares. General now 
owns about 92 percent of Central 
common and preferred, Wills said. 


| pressure. 








AUTOMOTIVE NEWS, FEBRUARY 13, 1956 


some friend in the factory hier- 
archy. ; 

Dealers report that factory pres- 
sure usually takes one of these 
forms: 

1. Threat of new dealer, or 
dealers in an existing dealer’s 
market area. 

2. Threat of cancellation. 

3. Fear of untimely delivery. 
Example: An abundance of cars 
when demand is down and vice 
versa. 

4. Fear of being subjected to 
picayune carping about trivial 
items in the dealership. 

* * * 

oe dealers say a case can be 

made for the use of some fac- 
tory pressure. Said one dealer, “In 
a sales industry such as ours, 
dealers need to be pushed con- 
stantly, just as the dealers have 
to push their salesmen constantly.” 

Two dealers, when asked if fac- 
tory pressure had diminished since 
the Monroney investigation, re- 
plied: 

1. “Yes. This type of business 
requires pressure, factory through 
to retail buyer. Take it away 
and the industry suffers. Chev- 
rolet has been more discreet re- 
garding pressure than many 
other producers including other 
GM._ lines.” 

2. “Yes. This is not too good. 
We are all prone to be lazy and 
some pressure is for our own best 
interests.” 

Discussing the situation, a former 
Dodge truck district manager said, 
“All I know is that the units will 

move if you get them 


sold a truck in six months will 
move five or six in a month once 
he stocks them. Frequently, he'll 
make a profit, too.” 
* * ok 
A” coloring the pressure pic- 
ture is the sensitivity of many 
dealers about their businesses and 
their “independence.” 

Other replies to the question 
about the reduction of factory 
pressure included these: 

1. A Pontiac dealer in Detroit 
asserted, “I’ve noticed a marked 
change in the last couple of days. 
They even picked up a luncheon 
check the other day.” 

2. A Dodge-Plymouth dealer in 
Chicago answered, “No difference. 
We’ve only been buying what we 
want for the last several years. 
Of course, we all have to be kept 
on our toes.” 

3. A Detroit Buick dealer: “I 
haven’t noticed any reduction in 
However, I talked to 50 
or 60 other Buick dealers at the 
NADA convention and they re- 
ported a decided lessening. 

* * * 

HERE has to be a certain 

amount of promotion and sales 

thinking at all times. And further- 

more, you have some lazy dealers 

and some good road men—but they 
are the exceptions. 

“Some field men act as shock 
absorbers of the top executives. 
But many more field men just get 
the smell of a new sales drive 
and, in their ambition, the sug- 
gestions from the top gather mo- 
mentum until they’re pretty aw- 
ful when they reach the dealer 
level.” 

4. A southern Nash dealer: “No 
(decline in pressure). Now every- 
body — even Nash — thinks they 
must do as General Motors, re- 
quiring one senior-line car pur- 
chase for every two Ramblers.” 

5. A Texas Ford dealer: “Can- 
not see any difference.” 

* * * 


6 A Midwest Lincoln-Mercury 
© dealer, “I have never had any 
undue factory pressure.” 

7. A Pennsylvania Buick dealer, 
“Factory contacts are more courte- 
ous and considerate.” 

8. A midwest Dodge-Plymouth 
dealer: “Pressure is definitely off 
General Motors and Ford dealers. 
It was terrible before. Hope some 
legislation is enacted.” 

9. A western Oldsmobile-Cadillac 
dealer: “Much less pressure than 
before, but probably temporary.” 

One of the soundest replies came 
from a cancelled dealer who said, 
“A certain amount of dealer prod- 
ding is needed. It’s a case of ruth- 
lessness versus aggressiveness. A 
new franchise should define these 
two qualities.” 


into the} 
dealers’ hands. A dealer who hasn't | 


SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


{National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
train the entire service personnel . . . free your 
free service salesmen of doing 
eliminate duplicate handling 


tell you how to correct them. . . 
service manager of details, so that he can think .. . 
follow-up, so that they can have 8 hours a day to sell .. . 


of cars... and get away from single-item repair orders. 


If your monthly. service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Control 


1112 S. Wabash Ave., Dept. 
AN-117, Chicago 5, Illinois 
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Oregonian 
Daily Circulation 


vow 230,238 


Leads 2nd paper by: 
10,546 City Zone Lead 
16,958 City & RTZ Lead 
47,115 Total Lead 
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Oregonian 
Sunday Circulation 


wow 297,135 


Leads 2nd paper by: 
28,344 City Zone Lead 





38,796 City & RTZ Lead 
90,108 Total Lead 


@ Source: ABC Publishers’ Statements for 6 mos. 
ending September 30, 1955. 
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LEADS IN SELLING FOR YOU: 


LARGEST CIRCULATION 
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Represented Nationally by Moloney, Regan & Schmitt, Inc. 
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Dealers Hear P 


S-P Ready to Start Climbing | 


DETROIT. — Both Studebaker 
and Packard remained single-line 
auto producers too long, but with 
the reorganization of the merged 
operations completed, Studebaker- 
Packard Corp. now is ready to 
compete for a larger share of the 
market, a company official told 
dealer meetings last week. 

The dealers were in Detroit to 
hear a progress report of the corpo- 
ration since Studebaker and Pack- 
ard operations were merged Oct. 
1, 1954. 

Noting that the merger gave 
Studebaker-Packard a full line of 
cars in every price class, the official 
said: 

“The logic in putting together a 
fourth full-line company is obvi- 
ous when one considers the in- 
dications that last year’s record 
production was merely a plateau 
leading to further heights in the 
years ahead.” 


He cited predictions that U. S. 





ess Report... 





passenger-car production will reach 
10 million by 1960. 

A 32-page booklet, “Formula for 
Growth,,” told dealers of the cor- 
poration’s progress since the 
merger. s 

Studebaker - Packard Corp, it 
says, was the direct outgrowth 
of this idea: “That the day of 
the ‘independent’ was gone and 
America would welcome a fourth 
producer of cars in every price 
class.” 

The first goal of the corporation, 
the booklet explains, is to “recap- 
ture the share of the market his- 
torically held by Studebaker and 
Packard before they suffered sharp 
declines in competitive position.” 

In reaching for this goal, it is 
explained that the new company 
“sought to adopt and apply the suc- 
cessful operating patterns of the 
other full-line car companies—and 
then add something of its own. 
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SO EASY TO USE 


1. SNIP—You can cut to the desired size, 


2. STRIP—Remove  back- 
ing to expose the acti- 
vated adhesive. 


3. STICK—Apply with finger pressure. It 
sticks permanently to metat—wood—cork— 
glass—plastic—any clean surface. 


4. INSERT—Insert label or 
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HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 


or home. 
on desk trays cabinet drawers 
library shelves storage shelves 
display units parts bins 


AVAITCABLE IN 3 SIZES 


Ten 6” strips per package— 
Yr" x 6"—PS-% %" 


PS-% 
x 6"—PS-1 1” x 6” 
Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, 
including both Holder and Label 


Cards. 
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Territories available for Dealers and Distributors 





This continues to be the base of 
the program.” 


The booklet declares that all ma- 
jor moves in the task of preparing 
the new firm to do battle as a 
strong full-line competitor have 
been completed. 


The progress report also in- 
cludes pictures and discussions 
of the firm’s three passenger-car 
lines and Studebaker trucks plus 
sections on engineering, distribu- 
tion, the export division, Cana- 
dian operations and the Govern- 
ment and industrial products 
division. 


Four organizational charts show 
the management structure of the 
two companies before the merger, 
the interim setup immediately fol- 
lowing consolidation and the pres- 
ent divisional operation as a full- 
line company. 


* 

GM Council 

(Continued from Page 2) 
Irvington, N. J.; R. A. Parker, 
Houston; M. A. Stewart, San 
Francisco; Jack Symes, Pasa- 
dena, Calif.; F. H. Ulrich, Culver 
City, Calif.; Charles Vincel, St. 
Louis, M. B. White, Oklahoma 
City; Frank H. Yarnall, Chicago. 


Medium-city group—R. W. Bog- 
da, Green Bay, Wis.; L. L. Crusius, 
Bloomington, Ill.; L. K. Eymann, 
Forest City, Ia.; W. H. Foote, 
Florence, Ala.; John C. McKellar, 
Orlando, Fla.; Enrico Menapace, 
Gallup, N. Mex.; F. J. Murphy, 
Port Jervis, N. Y.; F. B. Peyton 
III, Charlottesville, Va.; W. M. 
Robertson, Joplin, Mo.; John Roth, 
Merced, Calif.; R. Saidel, Manches- 
ter, N. H.; D. H. Smith, Washing- 
ton, Pa.; Lou B. Vidal, Rapid City, 
S. D.; J. T. Vidmar jr., Pueblo, 
Colo.; C. Kenneth Wilson, Salem, 
Ore., and D. J. Yoder, McAllen, 
Tex. 


Some state dealer association 
managers, although they ad- 
mitted having limited knowledge 
of the GM insurance plan, viewed 
it as a possible blow to their 
associations, which are supported 
to a considerable extent by the 
sale of dealer and employe group 
insurance. 


Other observers saw the GM in- 
surance program as an answer to 
the NADA movement to provide 
dealer group coverage. 


This movement came out in the 
open recently at the NADA con- 
vention when a committee, headed 
by R. D. McKay, reported to the 
NADA board of directors and the 
ATAM on its findings regarding in- 
surance for dealers. The matter 
was tabled for further investiga- 
tion. 


Obituaries 


Preston C. Brown sr. 


LAKE CITY, 8. C.—Preston C. Brown 
sr., 64-year-old owner of P. C. Brown Mo- 
tors, died Jan. 31 after a long illness. He 
was a past president of the South Carolina 
Road Officials Assn. 


* x * 


H. A. Flannery 


AKRON.—H. A. Flannery, manager of 
engineering for Goodyear Tire & Rubber 
Co. since 1935, died Jan. 28 after a heart 
attack. He joined Goodyear in 1917. 


* * * 


T. Mitchell Simons 


ATLANTA.—T, Mitchell Simons, 74, re- 
tired general manager of East Point Chev- 
rolet Co., died Jan, 29. 


* * * 


Ulys Evans 
HARLAN, Ky. — Ulys Evans, 42, died 
here in a hospital after a long illness. He 
had been sales manager of D&W Motors 
for 12 years. 


* * + 


William M. Reed 


LOUISVILLE.—William M. Reed, founder 
and chairman of American Air Fiiter Co. 
here, died Feb. 2 at his winter home in 
Fort Lauderdale, Fla. American Air manu- 
factures equipment for air conditioning, 
cleaning, dust control, ventilating and heat- 
ing. 

* t + 


Walter F. Jansen 


BUFFALO.—Walter F. Jansen, 57, treas- 
urer of Tinney Cadillac-Pontiac Corp., died 
Jan, 31 of a heart attack. He joined Max- 
son Cadillac-Pontiac Corp. as office man- 
ager in 1940. Five years later he was pro- 
moted to treasurer. The dealership’s name 
was changed several years ago to Tinney 
Cadillac-Pontiac Corp. 






‘ : 


Discuss S-P’s Growth— 


One of the few women automobile 
dealers in the U. S., Miss M. L. Enloe 
(Packard), Jacksonville, Ill., discusses the 
new Studebaker-Packard “Formula For 


‘Motorola Reveals 
'Transistor Radios 


For 12-Volt Cars 


CHICAGO. — Three new tran. 
sistor-powered car radios have 
been introduced by Motorola, Ine, 
The company says it now has q 
complete line of such radios in pro. 
duction and that they will fit most 
12-volt cars. 


Two of the new models are push- 
button units, one built specifically 
for 1955 and 1956 Chevrolets and 
the other for 1956 Buicks. Both are 
priced at $69.95. 


The third is a two-bar automatic 
search-tuning set that Motorola 
said will fit most cars and has the 
equivalent of 10-tube performance, 
It is priced at $99.95. 


New features claimed for the 
models are “volumatic control,” 
which electronically holds volume 
to the present level, and an “elimi- 
noise” circuit which reduces static, 
hum and noise jamming up to 98 
percent. 

The dual-bar “station finder” on 
the more expensive model is said 
to move either to right or left of 


Growth" with James J. Nance, president.| the dial in seeking out a station. 


Curtice Cites Court Enforcement 7 


Teeth in GM Contracts 


(Continued from Page 2) 


urged that GM dealer franchises 
be made subject to judicial enforce- 
ment. A bill providing for dealer 
lawsuits against factories in can- 
cellation actions has been intro- 
duced by Senator John Butler. 


In replies to questions from 100 
newspapermen, Curtice made these 
points: 

1. That “I don’t happen to think 
the need will develop” for the 
exercise of standby credit con- 
trols asked by President Eisen- 
hower. 

He said he was opposed to any 
controls and added that the growth 
of consumer credit has only kept 
pace with the greatly increased 
volume of business. 

2. That he was opposed to requir- 
ing auto manufacturers to equip 


Ford Plant Progresses 


SANDUSKY, O.—Construction of 
the new $7 million parts plant of 
Ford Motor Co. near here is now 
nearly 60 percent complete, officials 
of the firm said. 













their cars with speed-limiting gov- 
ernors. 


3. That GM has no plans to pro- | 
duce a smaller car, despite rumors © 


that a competitor 
such a step. He. said that “as you 
reduce size, you take out the value 
much faster than you take out the 
cost.” 

4. That GM policies will not 
change regardless of the outcome 
of the ’56 elections. He added that 
worldwide confidence, largely de- 
veloped by the Eisenhower ad- 
ministration, was the difference 
between the high level of busi- 
ness activity in 1955 and the lower 
level in 1954. 


is considering © CHEV 


5. That there is no substance to © 


accusations that high-volume pro- 
duction has resulted in defective 
cars. He said GM’s assembly lines 


operate at fixed rates designed to 


insure high quality workmanship. 


Pasadena oS. 


6. That GM will continue to sell — 


its products “aggressively” but that 


he could not pre-determine the per- © 


centage of the auto market it won 


o 


due to customer preference in 1955. ~ 
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4-Day Schedule for Chrysler . . . 





Car, Truck Output Estimates 
























































. e € 
oy ene Tews Car Production Slides 
PASSENGER CARS 
ran. (U.S. PRODUCTION ONLY) 2 p 9 
nave Week Week Total Jan.1 = Jan. 1 — £ 
Ine, Ended Same Ended Output "To "To ercen r om 
sa "3956. less** 19s" ary* = 1985"*" 1956.” 
* * ary 
Continued f 
now | AMERICAN MOTORS 4,000 3,808 «3,895 14,999 13,075 21.444 Se er fee 
IEEE, ccdidisclsomtecossiptvonee 1,100 1,383 1,162 4,669 4,954 6,552 put on record at the present time | than have rolled from the lines 
ush ee 2,900 24295 2,733 10,330 38,121 14,892| 1% the 507,125 cars turned out in | this year. 
‘ally a ; ’ ’ 1951. GM, with Chevrolet, Cadillac and 
‘ally } CHRYSLER CORP. ...... 17,685 31,787 = 21,375 = 99,831 =:185,074 131,010; Although the industry as a whole| Oldsmobile all operating at about 
and SEEN” checvovnivensinceunes 2,100 4,306 2,682 13,275 25,426 17,012| has cut back some 14.7 percent|5 percent below their ’55 pace, has 
are | SR a 2,300 3,431 2,845 11,079 19,657 15,050|from its pace of a year ago, four/cut ’56 output the least of any of 
: makers—Nash, Hudson, Buick and| the Big Three producers. Its cor- 
atic aon 1 i ae amc 3,600 8,097 SAR 21,822 46,542 28,179 | Lincoln—are producing cars at a/| porate output of 444,852 cars during 
rola Plymouth ...................... 9,685 15,953 11,386 54,155 93,449 70,769 | faster clip than they did through | the first six weeeks of the year 
the § FORD MOTOR. ............ . 38,695 43,656 35,847 156,844 258,907 217,147| the first six weeks of 1955. is 6.7 percent off its total of 474,923 
— Continental .................. B  wattentss 96 me kee 528 | * ¢ ¢ — a year ago, while Ford Motor 
eathinlkicedencias 31,600 34,376 29,575 127, 06,80 | PARTIALLY due to the fact that|Co., with an output of 217,147 to 
the co 1.300 973 a a , 4 : "at both Nash and Hudson were| date this year, is running 19.2 per- New Car to Safe Driver— 
rol,” ee one : ; : — “,|in the midst of changeovers to| Cent behind its pace of a year ago,| actress Terry Moore presents keys to a 
ume Mereury ......-...---.-0- 5,700 8,307 4,674 22,937 47,518 31,854 / their first “post-merger” line of | When it turned out 258,907 during) 1956 sStudebaked to Rene Govirand, 70- 
imi- §} GENERAL MOTORS .. 77,307 82,667 76,302 321,371 474,923 444,852| cars a year ago, however, has some | the same period. year-old New Yorker, who has driven over 
“a aliens 15,200 15,404 15,036 67,095 91,284 91,718 | bearing on the fact that this year’s| | - ao. —— has been at oo one million miles in Studebaker cars in 
IIE Dicediacy docvsccececatsaus 3,360 3,863 3,374 14,196 20,516 19,577 | Output in os Teak eo ae oon deipoll 24.8 puseeil thes Ue Galen the past 53 ate without an accident. 
on | Chevrolet csc. 37,400 39,163 37,322 151,678 223,179 211,540 | oreo udeon | of a year ago. Chrysler's pro- | Coun’ , americas safest iver. santas 
said ID 55 dsevivcncsscers 11,997 12,726 11,687 50,166 70,303 69,334, The production of 2,900 cars by | duction through last Saturday | oie ctric. studebaker was judged the safest 
t Off Pontiac 6... 9,350 11,511 8,883 38,236 69,641  52,683| Nash last week ran its produc- | totalled 131,010 units, as compared | american car in its class in competitive 
20 62 COMP. ................... 2,250 5,688 3,253 18,145 25,004 21,781| tion through Feb. 11 to. 14,892 | Salone Paciened ig yn oe ae ee a ee 
Ss, as i , a 5 i ’ 
I i has icaeieles aaa 1,605 649 3,793 «= 7,085 4018 | year age, and one output of 1,100 | 189 percent behind last year’s Re cisesctiiotieteeicce alias 
Studebaker .................. 2,250 4,083 2,604 14,352 18,819 17,768 | Hudsons ran that division’s totals | — a + ie o F d P 
Se ee ee oe ——_ ———— | to 6,552 units, as compared with | reakdown 0 rysier Corp. 
Total Cars, U. S........... 139,937 168,043 140,672 611,190 959,546 836,234; 4.954 a year ago. P cor eutgut ty individual maken or romotes 
| Lincoln, which set a new Janu-|last week (four working days) ; 1 
*Revised ’ 
Petals Ser 1808 tnctade Kalser-Willys production ‘ary mark with the production of | Showed: i ‘ . Five Engineers 
: |5,551 units last month, turned out} Chrysler a yr Ean units,! pRARBORN. — Ford Motor Co. 
: - 1,300 cars last week t its to-| 48 compared wi , e pre- i 
. COMMERCIAL CARS date total to 7944 units—a 732|Vious week; DeSoto with 2,300, as en a eae eS ae 
ZOV- © (U.S. PRODUCTION ONLY) | percent improvement over the same | Compared with 2,845 a week earlier; | ~.e% by Earle S. McPherson, vice- 
' Week Week Total Jan.1  Jan.1 | period a year ago, when it pro-| Dodge with 3,600, as against 4,462 the! ), esident-engineering. 
Dro- | Ended Same Ended Output To To duced 4,586 cars previous week, and Plymouth with ‘ 
10rs | = 1 Week, Feb. 4,  Janu- Feb. 12, Feb. 11, : - soe 9,685, aS compared with 11,386 a bees ee wer made “ 
a 1955* 1956* ary 1955 1956 ile : ae conform to recen ivisiona 
ring © ; , lier. All . 
you | CHEVROLET .............. 9,000 © 260 9,037 36,519 © 28,815 50,692 | J ALSO was Lincoln’s best prod- Fok cor fonday (Feb. 6) in De_| changes, McPherson said. 
alue |} DIAMOND T .................. 100 74 95 407 455 565 | when the alltime caauthie culouk troit. Chrysler Corp. layoffs now| The new executive engineers and 
the F DEVO ee eeceeesssee 100 80 «6101-42 360 579| record of 6,542 cars was set. | stand at 21,000 employes since the| their assignments are: William D. 
IO cena 2,100 1,271 1,777 6867 10,320 10,015| _ Buick, the only General Motors | beginning of the year. Saeaan. aaaalain * Kenuth 2 
SI csessneontsencen 6,750 8161 6,760 29,230 47,991 39,974 none’ operating at a —— ORD division. with its flooded | Higgins, Lincoln advanced car en- 
ee 2,300 52 2,352 «8,765 = «aG,518 =: 12, 487 put 15,200 - ae _ - = Long Beach (Calif) plant back | Simeering; C. Kurt Hoffman, Lin- 
le- _ INTERNATIONAL ..... 3,090 2,458 2,982 13,043 13,265 1 its Seo the Seek es Ge | ati at 3 coln production product enginess 
2 | , , 198 , 3, 7,923 | its totals for the first six weeks | in operation, turned out 31,600 cars|; >. Giarence F. Kramer body 
mm ‘ MACK 390 225 341 1,750 1,258 2,294 of this year to 91,718 units. Dur- | last week, as compared with 29,575 caine and yy E Vallier body 
PI I ise tnennseicssene 110 74 97 336 522 500, ing the same period a year ago, a week earlier, while Mercury, with | ro picating. oe } 
yer | STUDEBAKER ............ 209 «48228102473 1,650/ the division ae a i a ye ae an eee ones dene —________—— 
; . , , | More than 100,000 4 AUTO- 
> to G Spa tas ae on ne 508 168% 1,525 2,822 | ———— : ——————|the lines last week. | MOTIVE NEWS every weak! a 
- I 2 sala casasnsacousoss 15 1,321 1,627 5,674 9,379 7,117 r 
oro- 
tive | MISCELLANEOUS *** —_50 68 48 209 429 27 Studebaker Holds 
ines SS (Cs Sas a Aree eleaetes 
"to Total Trucks, U. S..... 25,089 14,729 25,831 106,348 122,810 146,405 ‘Dealer Parleys ae 
np , Classified Want Ad. 
sell, Total Cars, Trucks, | SOUTH BEND.Studebaker||—_—_- assitvieé an S-- 
hat © IRI suiokiisn tsserabasenswasal 165,026 182,772 166,503 717,538 1,082,356 982,639 | sales executives last week began a FOR RATES. ETC.. SEE NEXT PAGEm 
er- | |20-city series of meetings with the : ed 
von é Total Cars, Trucks, | division’s 2,500 dealers. 
955. NE ei i cig sets ies 4,375 8,299 74,174 29,626 41,894 37,992 Aim of the meetings, according HELP WANTED ' HELP WANTED 
=f Grand Total foe en eae eee, a LES MANAGER D 7 hi tablished| FOR A REAL LIVE WIRE SERVICE 
: . | Keller, will be to recapture a vol- 7 ‘aon seas oa MANAGER thoroughly qualified in run- 


over 40 years, offers exceptional salary 
and bonus opportunity for alert and 
aggressive sales manager to take care of 
new car sales. Dealership located 
Pennsylvania, trading area 200,000 popu- 
lation. Sales for last five years more than 
900 new units per year. One of ‘‘Big 2’’. 
Must have proven record of ability to 


Cars and Trucks, 
U. S. and Canada....169,401 191,071 173,677 747,164 1,124,250 1,020,631 
*Revised. Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White Totals. 


| ume competitive position for Stude- 

baker in retail markets. L. T. 
| Kouns and Michael Farrell, assist- 
j ant sales managers, are accom- 
| panying Keller on the month-long 
| junket. 


ning a Chevrolet service department, we 
will pay top salary and commission. Rio 
Grande Valley of Texas, warm winter 
vacation-land. Write to Standard Chevro- 
let Co., Box 540, Edinburg, Texas, giving 
all qualifications and references, first let- 
ter. 











soca produce sales and handle large sales) BARTS MANAGER for Ford dealer—met- 
staff. Write, giving past ten years ropolitan Detroit. $30,000 volume, Salary 
employment history, educational back- and bonus. Mr. Schroll, New Center Mo- 
ground, age, marital status. Replies 


tors, 7379 Woodward, Detroit. TR 5-8310. 
strictly confidential. Box 5757, c/o Auto- 
motive News, Detroit 26. 


Road Bill Would Up Truck Excises 


WASHINGTON. — A 15-year rev-! 





USED CAR SALESMEN in all large cities| 
can earn extra money working with large 


Prior to the introduction of the; George H. Fallon, Maryland Demo- 








enue bill to finance the proposed| Boggs bill, it was revealed that/| crat. fleet operators as part-time activity. 
Federal highway program has been | President Eisenhower has agreed| Andrew J. Sordoni, AAA presi- | Sm2tt men can eventually 60 inte ntrant 


introduced by Rep. Hale Boggs, 
Louisiana Democrat. It calls for 
tax increases that would yield an 
estimated $12 billion additional dur- 
ing the period. 

The measure is designed to im- 
plement the new Fallon bill which 
asks $25 billion for the interstate 
system and more than $10 billion 
for other Federal-aid highways 
through 1969. 

Present plans call for the Boggs 
Proposal to become an amendment 
to the Fallon bill when each reaches 
the House floor. 

The tax increases, which would 
become effective July 1, are: Gaso- 
line, diesel and other fuels—from 
2 to 3 cents a gallon; tires—from 
5 to 8 cents a pound; new trucks, 
buses and truck trailers—from 8 to 
10 percent, and camelback, a new 
tax of 3 cents a pound. 

The increased yields are esti- 
mated at $8.6 billion for gasoline, 
$300 million for diesel and special 
fuel, $2 billion for tires, $900 mil- 
lion for trucks, buses and trailers 
and $200 million for camelback. 

Boggs said the increases plus 
current revenues from these 
sources being used for highway 
Purposes would total nearly $22 


to a pay-as-you-go financing plan 
for Federal highway construction. 

House Republican leader Joseph 
Martin, Massachusetts, said he be- 
lieves the President’s action means 
there is a good chance of getting a 
highway bill through Congress this 
session. He said, however, that the 
type of increased taxes and the 
amount to be raised still remain to 
be worked out. 

Elsewhere in the highway field, 
the U. S. Chamber of Commerce 
has approved, after a referendum 
of its member chapters, a policy 
which calls for the Federal Gov- 
ernment to assume most of the cost 
of expanding the interstate system. 
It urged pay-as-you-go financing. 

Previously, the chamber had 
championed a 60-40 Federal-state 
ratio for the interstate system. 

The organization recommended 
paying for the program with cur- 
rent revenues to the maximum ex- 
tent feasible. If these should prove 
insufficient, it advised: 

1. Reasonable and equitable in- 
creases in fuel and excise taxes. 

2. Bonds issued within the Fed- 
eral debt limit with interest and 
principal to come from the sug- 


| gested additional taxes on users. 
billion of the approximately $35 | 


The American Automobile Assn. 


billion in Federal funds needed | sounded a warning on the Fallon 


during the 15-year program. 


bill in a letter to its author, Rep. 


dent, claimed that Fallon’s pro- 
gram “is sure to lead to inade- 
quate planning and waste be- 
cause it is doubtful that most 
state and city highway depart- 
ments have the engineering staffs 
to utilize properly the funds that 
your schedule would make avail- 
able.” 

A recently announced AAA pro- 
gram calls for a 15-year program 
with congressional review every 
five years. Its plan would mean 
only a half-cent-a-gallon hike in 
the Federal gas tax, AAA said. 

*~ x * 


Truck-Size ‘Freeze’ 


In Fallon Bill Slapped 
CLEVELAND. — Most highway- 
user groups believe that an ex- 
panded Federal road program is 
imperative as an emergency meas- 
ure, but they still are strong sup- 
porters of state sovereignty, Ar- 
thur C. Butler, director, National 
Highway Users Conference, told the 
Private Truck Council of America. 
He added that the new Fallon 
bill conforms in many respects to 
the views of most highway users, 
but said that many will object to 
a proposed Federal “freeze” on 
truck sizes and weights. He empha- 
sized that setting these limits has 
traditionally been left to the states. 


arrangement. Write for full details giving 
age, retail and wholesaling experience, 
references, etc. Not necessary to disclose 
present employment. Box 5755, c/o Auto- 
motive News, Detroit 26. 





EXECUTIVE MANAGER—Automobile sales 
finance company to take full charge of 
operations. Man with successful experi- 
ence in handling $15,000,000 volume. 
Would receive liberal salary and attrac- 
tive incentive plan. Replies will be held 
in strict confidence. Box 5742, c/o Auto- 
motive News, Detroit 26. 


GENERAL OR SALES MANAGER wanted 
by large volume General Motors dealer in 
Columbus, Ohio. Must have proven ability 
in training a sales force and promoting 
sales. Good pay, group insurance, dem- 
onstrator, etc. In reply, please state age, 
experience, general background, history 
and mail a picture. Box 5791, c/o Auto- 
motive News, Detroit 26. 


Pet i nna co > 

NEW CAR SALES MANAGER for Lincoln- 
Mercury dealership, suburban Philadel- 
phia trade area of 250,000. Must be capa- 
ble of selling 600-700 cars yearly. A 
proven record a must. Excellent salary 
and bonus. Box 5773, c/o Automotive 
News, Detroit 26. 


rr ee ce LA SEED 

EXPERIENCED BOOKKEEPER to assume 
full charge of books. Salary open. Posi- 
tion offers opportunity and permanency 
for qualified person with 100 new car 
year Chrysler-Plymouth dealership lo- 
cated in ideal southern New England 
community within 75 miles of New York. 
Please address Box 5774, c/o Automotive 
News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER for 
central Jersey dealership. Must be experi- 
enced in all phases of accounting includ- 
ing credits. Preference given to appli- 
cants with Ford experience. Box 5775, 
c/o Automotive News, Detroit 26. 








MR. AUTO DEALER. I wish to relocate 


to a warm climate. California or Florida 
preferred. I am at present an automobile 
dealer and have been for 15 years. (I 
will furnish my make of car on request.) 
I am 39 years old, married, a non-drinker, 
and devoted to the automobile business, I 
am aggressive and can train a complete 
organization. I will only entertain any 
proposition where I can invest a substan- 
tial amount or a buy out. I can furnish 
the highest type of recommendations or 
will be available for an interview at any 
time. Write Box 5792, c/o Automotive 
News, Detroit 26. 


USED CAR MANAGER, Can appraise, buy 


and handle complete operation. Inter- 
ested in 100 mile radius of Detroit only. 
Will work straight percentage if potential 
is great enough, Box 5793, c/o Automo- 
tive News, Detroit 26, 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number, For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


Manager, Automotive News. Enclose a 


note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 
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POSITION WANTED 


SALES MANAGER OR USED CAR MAN- 
AGER, Young married family man with 
well rounded knowledge of auto business, 
desires position in or near Tampa, Flor- 
ida. Precently employed as Asst, Sales 
Manager and Used Car Manager for large 
Chrysler dealer. Interested in position 
with progressive, sound concern. Will con- 
sider any real opportunity to demonstrate 
ability. Best of references from dealers. 
Will be available for interview in Florida 
February 20th. Box 5778, c/o Automotive 
News, Detroit 26. 


DO YOU NEED A RIGHT HAND MAN 
who came up the hard way, through 
service, parts and sales? Age 39. Must 
be old established dealership with A-1 
reputation. Florida location preferred. 
Just sold own northern dealership, avail- 
able immediately. Box 5779, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER — 20 years’ experi- 
ence in the automotive business, Able, 
energetic manager who knows all phases 
of parts and service. 37 years old, mar- 
ried and will relocate. Can start in ten 
days. Box 5794, c/o Automotive News, 
Detroit 26. 


REPRESENTATIVE 
available for Virginia, North Carolina or 
both, 25, married, 8 years’ experience 
with Chrysler parts. Presently employed 
by Dodge-Plymouth agency. Box 5780, 
c/o Automotive News, Detroit 26. 


AUTO SALES MANAGER—19 years’ ex- 
perience in closing and appraisals, expert 
pencil man. Capable manager on volume, 
spot delivery operation. Reliable, mature 
judgment. Married, 40 years old, Chicago 
area only. Armitage 6-9605 after 6 p.m., 
Chicago, Ill. 


DEALERSHIPS AVAILABLE 


DEALERSHIP NOW HANDLING HUD- 
SON exclusive franchise in fast growing 
southwest city of 200,000 includes body, 
paint, 6 stall repair shops, showroom, 
land, buildings, all equipment. Total price 
$95,000 includes $46,000 new and used 
car stock. $30,000 to handle. Owner's 
business in east necessitates leaving this 
profitable business. Box 5788, c/o Auto- 
motive News, Detroit 26. 








DEALERSHIP HANDLING PONTIAC- 
CADILLAC in midwest, no used cars. 
Will lease building and lots. Very attrac- 
tive operation and opportunity. Box 5789, 
c/o Automotive News, Detroit 26. 





Reaching an estimated 
RATES: TWENTY-TWO CENTS 


150,000 
(22¢) 


PER WORD FOR EACH 


readers engaged in all branches of the nation's automotive industry 
INSERTION. 


POSITION WANTED ADS, 


and address at regular rates. Add One Dollar ($1) per insertion for use of a box number. Replies to 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 
| 
| 


Tea TL) Tae ele le aa et ee) ed ee ee od 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





DEALERSHIPS AVAILABLE 


DEALERSHIPS AVAILABLE 





SOUTHERN CALIFORNIA dealership han- | DEALERSHIP HANDLING Chrysler-Plym- | 
outh in one of the most beautiful south- | 
ern California cities. Excellent potential, | 
splendid facilities | 
Sale | 
price for equipment and parts only; no | 
good will, Must meet factory approval. | 
Box 5796, c/o Automotive News, De-| 


dling Clipper, Packard, 


fastest growing county in U. 


terests. Inquiries and details confidential. 
Box 5786, c/o Automotive News, Detroit 


26. 


English Ford. | 
Excellent franchise territory near Disney- | 
land, mountains and ocean, Wealthiest, | 
8. Good 
lease on beautiful, modern buildings and | 
used car lot. Real estate available if de- | 
sired. Approximately $40,000 plus work- | 
ing capital. Owner has other business in- | 


wealthy community, 


with transferable building lease. 


troit 26. 





FOR SALE 
tiac and GMC, Same location 21 years. | 





DEALERSHIP AVAILABLE handling Big 
Two in wealthy southwestern city of 500,- | 
000 and county seat of 1,500,000 popula- 
tion, Present potential 800 to 1,000 cars 
with excellent facilities to do the job. 
Ideally located. Many advantages. Assets 
and lease only. Box 5787, c/o Automotive 


News, Detroit 26. 


tive News, Detroit 26. 





SALES AND SERVICE, now handling Pon- | 
tiac. Central Michigan city of 100,000. | 
Sales near $600,000. Due to illness, owner 
will sell fixtures, equipment, parts, and 
lease building plus used car lot. Confi- 


dential dealings. W. A. Batey, LaNoble . 
Iv| FOR SALE—WELL organized dealership 





Realty, 1516 E. Michigan, phone 
21637, Lansing, Michigan, 
DEALERSHIP IN FLORIDA, now han- 


dling Lincoln-Mercury. Best 


population. Box 5784, 
News, Detroit 26. 


stabilized | 
city in the state. 200 car potential. 40,000 
c/o Automotive 


Dealership now handling Pon- 


Northern Ohio city, 15,000 population. 


150 car potential, 35 trucks. This is a} 


prosperous city and county. Will sell 
parts and equipment, give lease on build- 
ing. No accounts or used cars, Reason 


for selling, dealer’s health. Must have | 


factory approval. Box 5790, c/o Automo- 


DEALERSHIP, now handling Pontiac, 175 | 


car franchise. Texas border city of 
60,000. You buy only actual inventories. 
Approximately $35,000. No accounts or 


used cars. Will lease new buildings rea- | 


sonably. Box 5785, c/o Automotive News, 
Detroit 26. 
handling Packard and Studebaker account 
in thriving west coast Florida. Should 
absorb 150 cars a year. Shop business 
excellent. $22,000 worth of equipment for 
$12,000 and ability to finance reasonable 
stock of cars. Box 5732, c/o Automotive 
News, Detroit 26. 








MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 
“Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
_ (For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and_N.A.A.A., Inc. 





$1,000 PRIZES 


_U. S. GOVERNMENT BONDS 
SECOND ANNIVERSARY SALE 


Wednesday, February 29th 
SYRACUSE AUTO AUCTION 


Irv Mondore says 
“EVERYBODY COME” 





Crossroads 


. . . where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 








You will reach both groups 
through an ad in Automotive 
News. 











MIDDLE ATLANTIC 


EAST NORTH CENTRAL , 








New Jersey's 


Only Original Auction 
LEBANON AUTO AUCTION, INC. 


| On Route 22—3 miles west of N. Plainfield | 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





EAST NORTH CENTRAL 








MONTPELIER AUTO AUCTION CO. 


MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


All Checks Insured by Fidelity Ins. Co. of Tenn. 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A 








Flint Auto Auction, Inc. 
3711 Western Rd. 
Exclusively for Dealers 


Here in the shadow of General Motors, you | 


get the best buys. 


NEW CAR DEALERS balance their stock here | 


—Why not visit us real soon? 
Michigan's Finest Sale 
Titles and Checks Guaranteed 


12:30 — SALE EVERY WEDNESDAY — 12:30 


M. D. McCollum, Mgr. 





Phone 5-9535 | 


Flint, Michigan 








GRAND RAPIDS AUCTIONS, INC. 


On M2I—One Half mile west of Grandville, | 


Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "'Bill'’ Nagy 
"Michigan's Best" 

Phone: ARdmore 6-4720 





EAST SOUTH CENTRAL 








JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


Phone Cedar 9-4492 | All cars paid for by our own check through 


the First National Bank of Englewood. 





EAST NORTH CENTRAL 





Fidelity Insured Checks 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 



















Phone Dunkirk 3-0150 





FOR SALE IN 








Memphis, Tenn. 


Available immediately. Choice franchise 
with one of the oldest, most progres- 
sive automobile manufacturers, offering 
two lines of fine cars, selling to the top 
income families in their respective fields. 
Select location assures a potential of 
at least 300 units per year in metro- 
olitan Memphis, hottest new car mar- 
et in the mid-South, where over 14,000 
units were sold in the first six months 
of last year. You will be given fullest 
cooperation from resident Zone Man- 
ager in becoming established in the 
community and building your business 
connections. Enlightened factory-dealer 
program includes reasonable quotas (no 
“panic’ extras), the shipping only of 
cars which you, as dealer, order and 
many other practices that accept you as 
@ businessman in your own right. You 
will have the plus of the finest incen- 
tive program in the industry which en- 
ables you to earn as much as $20,000 
@ yeor extra over regular profits with 
an average of only six new cor sales 
per week for the year. This is an ex- 
ceptional opportunity for a dealer of 
proved ability who likes to sell cars, 
who would like to live in and enjoy 


one of the finest, cleanest, most lei- 


surely cities of the country. If you have 
the vision to see the profits still ahead 
in one of the greatest selling fields in 
America, write today. Box 5798, </o 
Automotive News, Detroit 26. 





FLORIDA - 
handling Dodge-Plymouth. 

sacrifice for quick sale. 
out. Near big payroll. 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 





AGENCY 
Owner will | 
$6,000 will buy- | 
Box 5770, c/o} 





WANTED — CHEVROLET DEALERSHIP, 
200-1000 units, Central or Northern Jer- 
Cash 
Automotive 


sey. Factory 
available. Box 
News, Detroit 26. 


approval assured. 
5781, c/o 





WANTED 


FORD OR G.M. 


dence. Box 5782, c/o 
Detroit 26. 





FORD OR CHEVROLET, 400 to 600 units 
per year, in Midwest or South. Factory 
approval assured. Have cash. Informa- 
Box 5783, c/o 


tion kept confidential. 
Automotive News, Detroit 26. 


© Buy Right 


DEAL, 250 
units up, factory approval, ready to take 
over. Prefer West Coast. Strict confi- 
Automotive News, 


429 S. Western Ave. 





DEALER SERVICES 


With New or 
Used Cars? 


Let ‘‘Swede’’ Anderson take 
your salesmen and get them 
sold retail. Averaged $176.00 
over wholesale for 1955 from 
coast to coast. 


Will sell in 5 days what you 
sell in 30. 


No guarantee. No deal too 
large or too small. 


Contact at once for early book- 
ing for ‘56. 


We had 47 satisfied dealers 
in 1955. 


Also Management Deals 


‘““SWEDE”’ 
ANDERSON 


3132 Whitehead Rd. 
Columbus 4, Ohio 


Phone: BR. 9-2387 








Inventory Service 
Buying or Selling a Dealership? 


Parts—Accessories—éEquipment 


e @ A disinterested certified physical 


Inventory will save you money * 
DON’T GUESS—BE SURE 


Call or write for service details, 


Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 


Western Dealers Attention 
Du 9-5095 








HELP WANTED 





OUTSTANDING OPPORTUNITY 


National finance corporation with over quarter century in auto 
finance field, requires men fully qualified to start as: 


District Managers — Branch Managers 
Sales Solicitors — Operations Supervisors 


Need qualified personnel for immediate assignment due to com- 


pany’s rapid expansion. 


Progress assured to qualified personnel. 


Multiple employee benefits including company sponsored Retire- 
ment Program, Profit-Sharing, Hospitalization, liberal Group 


Life Insurance. 


Those selected will be paid top salary and will qualify for addi- 


tional Incentive Bonus in 1956: 


Write, in strict confidence, for personal interview giving com- 
plete personal information and employment history. 


Box 5777, c/o Automotive News, Detroit 26. 

















General Managers, 


Sales Managers, 


Business Managers, Auditors 





We are interested in men who can qualify now or who have the background 


and experience to qualify within a few months. If you are interested in a 


connection that offers unlimited ownership and management possibilities with 


an organization that operates over 40 dealerships, and feel that you have the 


qualifications, write complete resume of background and enclose recent photo- 


graph. 







104 SOUTH THIRD STREET 


HULL-DOBBS-OAKLEY SUPERVISION SERVICE 


MEMPHIS, TENNESSEE 





® Sell Right 


Los Angeles 5, Calif. 
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AUTOMOTIVE NEWS, FEBRUARY 13, 1956 


BUSINESS OPPORTUNITIES CARS FOR SALE 
MOPAR PARTS WHOLESALER handling) CADILLAC — SHARP 1952's-1956's. All 


_— 


complete line of Chrysler Corporation body styles. Chrysler, DeSoto eight pas- 
parts accessories. Doing over $700,000 senger sedans only. Prices gladly quoted. 
business yearly. Profit very good. Selling McClintock-Cadillac, Ivanhoe 7-5046, Lan- 
account of family disagreement. Excel- sing, Mich. 


opportunity. Must be factory ap- 


lent 
: ed. Unexcelled facilities and lease. 


pr‘ 











sx 576 tomotive News, De- 
eo ees *| ATTENTION DEALERS !! 
DEALERS AND JOBBERS WANTED for SPECIALIZING IN THE SALE OF 
the (ual auxiliary accelerator left foot EX-TAXIS 
gas pedal. Fits all cars and trucks. Tried 
and proven for A oe and oo Excellent Bodies - Good Motors - Heaters 
illion miles without a complaint, in 
quer) state of U. S. A., Canada and Upholstery New 
Mexico. Patented and guaranteed, Na- BUY NOW — LOWEST PRICES EVER 
tionally advertised, Retails $6.95. Write 
R, V. Lehner Co., Ness City, Kansas. 1951-1952 
FOR LEASE: Modern, completely equipped hie 2a 
go body shop, including paint booth, in Plymouths Fords Chevrolets 
rapidly growing suburban town 15 miles 1 to 500 


out of St. Louis. Contact Travis Service 

Co-, 910 Clay St., St. Charles, Mo. 
MODERN TAVERN. Resort area. Equipped 

—seats 130. $45,000. Trade for cars. Box 
Detroit 26. 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





c/o Automotive News, 
CARS FOR SALE 


5795, 


— 











ATTENTION 


Wholesale 


ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 
Now available at Hertz Stations in the fol- 
lowing cities: Philadeiphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 


Write, Wire or Call 


GAGE 


las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


229 S. Hanson St. 
1. E. Spatig, Used Car Mgr. 


OLDSMOBILE, INC. 


21710 Woodward Ave. 
Detroit 20, Mich. 
or call JOrdan 4-5600 


For Clean, Late Model 
_Used Cars And 1956 
Factory Officials’ Cars 


Philadelphia, Pa. 
Sherwood 8-1500 








CARS WANTED 








Truck Owners 
We need and will buy | or 5 hundred used 
cars and trucks. All makes, models and 
Anywhere in U. S. A. 
BISHOP BROTHERS 
“Atlanta's Largest Used Car Dealer”’ 
489 Spring Street, NW Atlanta, Georgia 
Phone - LAmar 3456 











ns 
1952-1953 FORDS | == Ee 
1953 CHEVROLETS SURPLUS 








| Equipped with heaters. Excellent uphol- 


6445, 
Calif. 


' 
. 





FORD PARTS 


CARS — 1948-1955 
TRUCK HOODS-DRUMS-PARTS 1942-1955 
SHIP ANYWHERE 
New Center Motors, Inc. 


Phila. 21, Pa. | 7379 Woodward Detroit 2, Michigan 
Stevenson 4-8180 TR. 5-8310 


stery (fabric). 
All in running order. Priced for quick sale. 


Call or Write 


JACK SHINBERG 


Yellow Cab Co. of Philadelphia 
1240 N. 26 St. 
Poplar 5-6117 











HELP WANTED 


MANAGER OF NEW PRODUCTS 
ENGINEERING 


Large, nationally-known company offers an exceptional and 
unusual opportunity for an outstanding engineer having exten- 
sive and successful experience in carrying forward research and 
development programs involving mechanical, electro-mechanical 
and hydraulic devices. Experience in the automobile accessories 
field is desirable. 


The qualified man will face the stimulating challenge of estab- 
lishing and building a product improvement and diversification 
program backed by highly competent manufacturing and sales 
organizations and outstanding brand reputation. 


Compensation will be commensurate with the responsibility. 
Replies will be held confidential. Our employees know of this ad. 
Box 5776, c/o Automotive News, Detroit 26. 














BUSINESS OPPORTUNITIES 


Washington Problems Bother You? 


Result-Producing Specialist 
Will Represent New Clients 


_ lf your problem is one of getting action without time-consum- 
ing government consultations and communications, | can help 
you. You will benefit by fast, effective action that has long pro- 
duced profitable results, including cost savings up to 26% for 


present clients. 


You have the added advantage of an established, informed 
representative, constantly on the alert. My qualifications for 
Performing these functions have been developed over many 
years of experience in industry and the government. 


New clients are offered assistance in solving problems, big or 
small, and at a cost that is painless. If you would like to know 
more, including “what clients say," send an outline of your 
— in confidence to Box 5706, c/o Automotive News, De- 

° . 


~ 








coln, Neb., Oklahoma City, Fort Worth, Dal- 





Attention All Fleet Automobile and | 








PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





NEW LINES WANTED 


WANTED FROM 
MANUFACTURERS 


Repeat Order Products That 
Will Sell by Direct Mail 


We are equipped to mail into 52,000 


new car dealerships in the U.S.A., Can- 
ada, Alaska and Hawaii. 


We also have direct sales representa- 
tion in the states and Canada to fol- 
low mail orders if profit warrants. 


Box 5741, ¢/o Automotive News, 
Detroit 26. 





BUSES WANTED 





WILL BUY USED 
passengers, One or twenty, also airpor- 
ters. Dealer, Box 5772, c/o Automotive 
News, Detroit 26. 

TRUCKS FOR SALE 

FOR SALE—TON AND ONE-HALF GMC 
and Holmes wrecker, Model 340. Chassis 
equipped with new tires and chains, has 
radio, heater, directional signals and all 
necessary silhouette lights. Wrecker con- 
sists of towing cradle, twin booms and 
flood lights mounted on custom Holmes 
body. Wrecker has seen only three years 
light service. Schumann Buick, Inc., 32 
State St., Binghamton, N. Y. 








FOR SALE — TWELVE Willys converted 
motor transport trailers. Willys vehicle 
hauling operation being discontinued. 
Tractors available also. Will sell singly 
or in group. Bargain opportunity. Call 
9-3636 or write Box 630, Miami, Fla. 


TRUCKS WANTED 


WANTED GOOD USED double boom power 
operated wrecker capable of handling up 
to ton and half trucks. Must be bargain 
for cash, Send snapshot and general de- 
scription. 
N. C. 


WANTED TO BUY-—-One late model Holmes 


Cobb Motor Co., Burlington, 


wrecker. Must be in excellent condition. 
Brown-Gulledge Motor Co., Senatobia, 
Miss. 





WANTED 
FORD TRUCKS, TRACTORS AND DUMPS 
F800 and F900 1953 or later 
Buy one or fifty. 


: W. E. McCARTHY 


241 Mystic Ave. Medford, Mass. 
Mystic 6-3500 








MISCELLANEOUS 


Car 
Repossessions 


National Finance Adjusters, 
Inc. 


An association of 250 inde- 


pendent, bonded adjusters cov- 


ering entire United States. 
skip tracers, 
investigators, 


re- 
ad- 


Experienced 
possessors, 
justers. 


WRITE FOR FREE 
DIRECTORY 


T. M. Wolfe 


Executive Secretary 
210 Hines Bidg., 916 Fifth Ave. 
Huntington, W. Va. 


Please send me your current 
directory of adjusters. 


school buses—36 to 66 | 


47 





SHOP EQUIPMENT FOR SALE 


LYONS AND LUPTONS parts bins for 
sale. Complete with dividers, shelves and 
drawers. Purchased 1947. These bins be- 
ing sacrificed. Price depends on quantity 
purchased. Contact Harry May Chevro- 
= egress 905 S. Monroe St., Monroe, 

ich. 


MISCELLANEOUS 


Insist on the Best 
the Cost is Less 


Automatic BraKinG 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements 
* ° . 


WITH BRAKE HOOK-UP 


ONLY. .°51% sue 


MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


* 
FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL 





GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) 
Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only. 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handies $1 3.95 
(Add 55c for Padiock with 2 Keys) 


$19.50 
$42.50 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


w h 
Call Collect “s 72x charse: 


40 So. Clinton St., Chicago 6, Ill. 


(F.0.B. Factory Net) 


FED. TAX 
INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 


$ 525 


QUICK-TOW Bumper- 
to-Bumper Tow Bar. 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar. 





1000 BUSINESS CARDS, raised printing 
(1 color) $3.50; (2 color) $4.50. Cut in- 
sertion—50c extra per 1000. Samples 
free. Dealer name plates. Labels of all 
kinds, Send requirements. Business Spe- 
cialties, 1422-A Rosemont, Chicago, Il. 


MAILING LISTS 


DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. Feb., 1956 checked. On addressed 
labels, 32M, $14 per M. Box 5797, c/o 
Automotive News, Detroit 26. 


ANTIQUE CARS FOR SALE 


ANTIQUE CARS. Buick—-3 passenger road- 
ster, nearly 50 years old. Buick—4 cylin- 
der touring car, 33 years old. Buick—6 
cylinder sedan, 27 years old. All good 
running condition. Babylon Buick Co., 
Inc., Main Street, Babylon, N, Y. 








EXCESS SHOP EQUIPMENT? 


| Why not sell that extra equipment now 
standing idle in your shop? 





An advertisement in this section is the 
answerl 


AUTOMOTIVE NEWS 








MISCELLANEOUS 


FORD DEALERS 
1956 Color and Trim Chart 


COMPLIMENTARY COPY 
* * * FREE «x * 





EASY—QUICK—SIMPLE 
(3c POSTAGE — 4/2 x 10% ENVELOPE) 
Send Stamped, Self-Addressed Envelope to— 
“CODACAR" P. O. Box 1289, Norfolk 1, Va. 





ee ee eee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 
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TRADE CONNECTION: 





Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial () Supplier 1 
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This dealer shopped at ordinary auctions .. . 


This dealer went to a Fidelity-Insured Auction! 


More cars to choose from 
at Fidelity-Insured Auctions! 


IF YOU’RE IN THE MARKET FOR USED CARS, you'll find 
the biggest selection at your nearest Fidelity - Insured Auto 


Auction. No need to travel to half a dozen ordinary auctions 
when one trip to a Fidelity-Insured Auction gets the job done. 
Try it. 


AND THAT’S ONLY THE BEGINNING of a long list of 
advantages offered by Fidelity-Insured Auctions, including 
these: (2) your travel expenses go down because you make less 
trips, (3) you get accurate market prices from the bidding around 
you, and (4) you get insured titles to all cars you buy at Fidelity 


Title-Insured Auctions. 


Pick out the Fidelity-insured Auction nearest you and give it a try. You‘ll find more sellers, more action, and many more cars to choose from. 


APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


BEREA AUTO AUCTION, INC. 
799 Front Street, Berea, Ohio 


CAPITAL AUTO AUCTION, INC.* Thursday 
Ohio State Fairgrounds, Columbus, Ohio 


CENTRAL STATES AUTO AUCTION* Wednesday 
211 South Delaware, Mason City, lowa 


CHATTANOOGA AUTO AUCTION* Thursday 
35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 


COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 


CONCORD AUTO AUCTION, INC.* 
Hosmer Street, Acton, Mass. 


DAYTON DIXIE AUTO AUCTION, INC. Monday 
5300 North Dixie Drive, Dayton, Ohio 


DECATUR AUTO AUCTION* 
Highway 48, N., Decatur, Illinois 


Tuesday Monday 


DIXIE MOTORS AUTO AUCTION* 
718 Angier Ave., Atlanta, Ga. 


GREATER SHREVEPORT AUTO AUCTION Thursday 
1310 N. Market St., Shreveport, La. 
LEBANON AUTO AUCTION, INC. 
Highway 22, N. Plainfield, N. J. 
LEITCH MOTOR SALES, INC.* 

1450 E. Main St., Owosso, Michigan 
JOHNSON AUTO AUCTION* 

Jordan Lane, Huntsville, Alcbama 


*euctions offering both check and fitle insurance. 
**title insurance only. 


Tues. & Fri. 


Wednesday 


Thursday 


Mon. & Fri. Friday 


MIDDLE GEORGIA AUTO AUCTION* 
Eastside Highway, Macon, Georgia 


MONTPELIER AUTO AUCTION CO. 
R. F. D. #1, Montpelier, Ohio 


MUNCIE AUTO AUCTION 
3344 So. Madison St., Muncie, Ind. 


QUINCY AUTO AUCTION 
3220 Broadway, Quincy, Illinois 


SOUTHERN AUTO SALES, INC.* 


Wednesday 


Monday 


Friday 


Friday 


Wednesday 


9 miles N. of E. Hartford, Route 5, E, Windsor, Conn. 


SYRACUSE AUTO AUCTION* 
R. D. #1, La Fayette, New York 


THOMASVILLE AUTO AUCTION* 
U. S. Air Base, Thomasville, Georgia 


Wednesday 


Thursday 


THRUWAY AUTO AUCTION, INC.* 
2224 Union Road, Buffalo 25, New York 


TOLEDO AUTO AUCTION Co. 
5902 Telegraph Rd., Toledo, Ohio 


TRI-STATE AUCTION CO. Thursday 
3021 W. Front St., Box 981, Fargo, North Dakota 


TRI-STATE AUTO AUCTION, INC. Friday 
Valley Springs, S. Dakota 


Monday 


Thursday 


TULSA AUTOMOBILE DEALER AUCTION** Thursday 
Tulsa State Fairgrounds, Tulsa, Okla. 


WESTCHESTER AUTO DEALERS AUCTION, INC.* 
Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 





